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New Schedule of Terms on Appliances & 


Commercial Refrigeration Announced 


(Concluded from Page 1, Column 5) 

minimum down payments for each 
appliance purchased, and that the 
maximum time limit shall be no 
longer than that of any single appli- 
ance included in the contract. 

Underlying motive of the finance 
companies’ move, the bulletin points 
out, is the conviction on their part 
and that of appliance manufacturers 
that the extremely low credit terms 
established to bring back sales dur- 
ing the depression are no longer 
necessary to maintain a steady sales 
volume. 

Stimulating the action, however, 
are the recent resolutions calling for 
shorter terms passed by National 
Retail Credit Association, National 
Retail Dry Goods Association, and 
National Retail Furniture Associa- 
tion. 

While experience of finance compa- 
nies with long-term paper has been 
quite satisfactory, it is the belief 
that present improved trade condi- 
tions make it sound financial man- 
agement to make their portfolios 
increasingly liquid as times become 
better, the bulletin states. ; 


MADE BY ALL FIRMS 


Revised standard rate charts 
issued by such companies as C.L.T. 
Corp., Commercial Credit Corp., Gen- 
eral Motors Acceptance’ Corp., 
Redisco, and General Electric Con- 
tracts Corp. are modeled in general 
along the following schedule: 

On self-contained air-conditioning 
units, the minimum down payment is 
set at 10%, with a maximum of 30 
months in which to pay the balance; 
on commercial air-conditioning in- 
stallations, including residences, when 
custom-built, down payment is 20%, 
maximum terms 24 months. Terms 
may be increased to 36 months, if 
the sale amounts to more than 
$2,500. 


ON HOUSEHOLD BOXES 


On individual sales of household 
refrigerators, electric and gas ranges, 
and electric and gas water heaters, 
the schedule calls for a minimum 
down payment of 10% or $5, which- 
ever is the greater, with 30 months 
as the maximum time payment 
limit. Maximum installation expense 
financed is set at $5 for gas and $25 
for electric ranges. Any excess 
amount is to be added to the down 
payment. 

Other major household appliances, 
including washers, ironers, dishwash- 
ers, and space heaters, carrying a 
minimum down payment require- 
ment of 10% or $5, and maximum 
terms are limited to 24 months. 


COMMERCIAL TERMS 


Commercial refrigeration installa- 
tions are divided into two classifica- 
tions, the first covering package 
merchandise and the second pertain- 
ing to goods of the non-package 
type. On package merchandise, 
where cost of installation does not 
exceed 5% of the cash selling price, 
terms are set at 10% down with a 
maximum of 24 months to pay. 


Covered in this class are pressure 
or bottle type water coolers (when 
sold singly), beverage coolers, room 
coolers, display cases, milk coolers, 
and storage cabinets, where the 
compressor and equipment are self- 
contained units. 

On non-package merchandise, 
where cost of installation exceeds 
5% of the cash selling price, or 
where the compressor and equipment 
are not built as a self-contained unit, 
terms are 20% down and a time 
payment limit of 24 months. In all 
time payment sales of non-package 
commercial equipment, the down 
payment must equal the cost of 
installation. 


QUANTITY SALES 


Quantity sales of water coolers of 
the pressure or bottle type may be 
financed as long as 36 months, but 
the down payment must be equal to 
the amount of the monthly instal- 
ments called for under the contract. 

Heating installations, including oil 
burners, boiler units, air-conditioning 
furnaces, house heating furnaces, 


Thermro Valves 

Expansion Valves 

High Pressure Float Valves 
Low Pressure Float Switches 
Magnetic Stop Valves m 


gas conversion burners, stokers of 
all models, minimum is set at 5% or 
$25, whichever of the two is larger, 
with terms extending a maximum of 
36 months. 

Sales to apartment houses of elec- 
tric refrigerators and other house- 
hold electrical appliances may be 
extended over a period of 36 months, 
with down payment of 10% required. 

Sales of radios, sun lamps, and 
vacuum cleaners require a down 
payment of 10% or a minimum of 
$5, with the financing period limited 
to 18 months. 


COMBINATION RATES 


Combination sales of appliances to 
individual purchasers carry special 
stipulations as to down payment and 
length of terms. In such cases, the 
minimum down payment must be 
equal to the combined minimum 
down payments required for each 
appliance. 

Length of time the contract may 
run is determined by the longest 
term permissible on any one appli- 
ance included in the sale. That is, 
if a radio and refrigerator were sold 
on one contract, down payment must 
equal 10% of the cost of the two 
combined, and terms could be as 
long as 30 months, the limit on the 
refrigerator, which has the longest 
maturity period. 


SOME EXCEPTIONS 

While the above schedule applies 
in general with all major finance 
companies, some of them make in- 
dividual exceptions. These include in 
one instance a requirement of at 
least $25 down on self-contained air 
conditioners, in another a 20% down 
payment on beverage and water 
cooler time-pay contracts. 

Other variations were a require- 
ment on the part of one company 
of a 10% down payment on oil 
burners, boiler units, and furnaces, 
and a limiting of space heater terms 
on the part of another to a maxi- 
mum of 12 months, wherever pos- 
sible. 


AFL Members Break 
CIO Picket Lines to 
Open Mueller Plant 


(Concluded from Page 1, Column 3) 

Fred L. Riggin, Mueller president, 
closed the plant after last night’s 
rioting. 

Root of the current labor trouble 
at the Mueller plant, which manu- 
factures fittings, tubing, valves, and 
other metal parts for refrigeration 
and air-conditioning equipment, is 
the bitter contest between CIO and 
AFL unions for jurisdiction over the 
plant’s 1,200 workers. 

The company recently announced 
its designation of the AFL unions— 
the Mueller Federal Union and the 
International Association of Machin- 
ists—as sole bargaining agents for 
the firm’s non-clerical employes. 
This contract replaced a_ verbal 
agreement and is effective for one 
year. The AFL unions had previ- 
ously submitted a notarized state- 
ment claiming 1,000 workers. 

Howard Welch, organizer’ for 
CIO’s International Union of Mine, 
Mill, and Smelter Workers, demanded 
an election. When this demand was 
refused, the strike was called. 

President Riggin explained that he 
had previously promised his men a 
5-cent hourly wage increase. He also 
said that he had met with CIO 
objectors and advised them to take 
up their election demand with the 
National Labor Relations Board, but 
was told it “would take too long.” 

Mr. Riggin declared that he had 
contacted Frank Bowen, regional 
NLRB director at Detroit, and that 
Mr. Bowen had vouched for the 
legality of the AFL contract. 


BRUNNER 


REFRIGERATION CATALOG 
Seven Models of Compressors 
Fifty-eight Models of High- 
sides from YH. P. to 15 P. 


INER MANUFACTURING CO. 
~ UTICA, NOY.” 


Directs Clinic Plans 


CARL BALLUS 


‘Fast Tempo’ Promised 


At G-E’s Clinic 


(Concluded from Page 1, Column 1) 
radio, small appliances, clocks, and 
unit kitchens. Advertising, sales pro- 
motion, and campaigns planned for 
1938 also will be outlined. 

The second day will be given over 
to general discussion of department 
and furniture store problems by 
department and furniture store exec- 
utives. Ralph J. Cordiner, general 
manager of appliance sales for Gen- 
eral Electric, will summarize the 
first day’s program. 


Tempo of this year’s clinic, says 
Mr. Ballus, will be considerably 
faster than in years past. It will be 
worked out on the slogan of “Stop 
’em, interest ’em, sell ’em.” Presen- 
tations by division managers will be 
limited to five or 10 minutes, and 
presentation will be made from a 
movable-platform stage in Exposi- 
tion Hall. As quickly as one product 
has been presented, another will be 
shifted to the spotlight. 

Mr. Ballus has been connected with 
G-E sales activities for a. number 
of years. After 13 years with the 
new business department of Amer- 
ican Gas & Electric Co. in Scranton, 
Pa., and Canton, Ohio, he joined the 
Willis Co., a G-E distributor. 

He was in charge of retail oper- 
ations at Youngstown for several 
years, then of the retail organization 
of Electrical Housekeeping, Inc., 
Cleveland distributor, and later 
branch manager for General Electric 
Supply Corp. at Akron. 


Dayton Group Plans 
Appliance Promotion 


DAYTON—The Gas and Electric 
League of Dayton, with the cooper. 
ation of the Dayton Power & Licht 
Co., is planning an extensive sales 
promotion campaign for electrica] 
appliances, according to Brooks 
Harmon, League secretary. 

K. Fitzpatrick, Jr., sales promotion 
manager of the utility, has outline 
tentative plans for the campaign, 
including a letter-writing contest ang 
a series of cooperative advertise. 
ments to be published in local news. 
papers. As a climax to the program, 
the league and the utility may ¢o. 
operate with the home builders’ show 
to be sponsored by the Construction 
League of Dayton next March or 
April. 

John Tehan is chairman of the 
committee in charge of the drive. 


MANHATTAN 


Run smoothly . 
last longer; repeated tests prove this. 


The highly satisfactory service and life of 
these belts is due to the exclusive 
Manhattan construction: 
Whipcord is completely floated in rubber, 
welded securely into a strong tension 
member which is placed in the neutral 
axis area. Above this an extensible section 
and below, a compression section. Result: 
internal heat reduced to a minimum. 
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Of Raybestos-Manhattan, Inc. 
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Courts Must Decide What Is a ‘Minimum Price,’ 
N.R.D.G.A. Counsel Says of Price Law 


PHILADELPHIA — The bitter 
battle for and against price-fixing 
has not ended with the passage of 
the Miller-Tydings law, Irving C. 
Fox, counsel for the National Retail 
Dry Goods Association, told retailers 
here last week, predicting that the 
courts will be called upon to decide 
far-reaching issues in interpretation 
of the measure. 


“Two decidedly important questions 
must eventually be determined by 
the courts,” the Association counsel 
told members of the Philadelphia 
Chamber of Commerce at a luncheon 
meeting sponsored by the Merchants 
Committee at the Bellevue-Stratford. 
“These are—what is a ‘minimum’ 
price, and when are commodities in 
open competition with similar com- 
Modities of the same class.” 

The law permits producers of 
branded goods to fix “minimum” 
Prices by contracts with retailers on 
their products in inter-state com- 
Merce to supplement so-called fair 
trade acts of states, Mr. Fox said, 
but such “minimum” price, he 
asserted emphatically, could not be 
Construed to be “actual” price. 

A manufacturer who states in his 
contract that the price is a “mini- 
mum” price, and then proceeds to 
make it absolutely impossible to sell 
the merchandise at a higher price 

the price fixed is risking the 
Penalties of the Sherman Act, the 
Speaker warned. 


‘The Odyssey of an American Doc- 
tor,’ and find the price too high, 
what book could I read which would 
take its place and which I could pur- 
chase in competition? The answer is 


(Concluded on Page 6, Column 1) 


pointed manager of the company’s 
merchandising sales division, in 
charge of distributor sales, reports 
G. S. Crane, vice president in charge 
of sales. 

Mr. Johnson joined the Cutler- 
Hammer organization in 1917 as 
a member of the sales department. 
In 1924 he was transferred to the 


‘company’s Chicago office, and moved 


to Detroit as manager of that sales 
office in 1928. He will be located at 
Cutler-Hammer headquarters here. 


lttleson, C.1.T. Head, Gives Figures to Prove 
Instalment Selling Is Not Out of Hand 


CHICAGO—The public has not yet 
gone too far into debt through the 
medium of instalment purchases, 
Henry lIttleson, president of Com- 
mercial Investment Trust Corp., last 
week told the annual meeting of the 


Manage Frigidaire Range & Washer Activities 


(1) E. A. Fisher, manager, house- 
hold appliance engineering depart- 
ment; (2) J. B. Dyer, chief 
engineer, electric washer and 


laundry equipment department; 


‘ National Association of Sales Finance 

Companies at the Stevens hotel. He 
reported that finance companies have 
adopted a more conservative policy 
with respect to instalment credits. 

Mr. Ittleson stated that on Dec. 
31, 1936, a total of approximately 
two billion dollars of consumer in- 
stalment debt was outstanding. To 
counterbalance this sum, he said, 
were the following favorable facts: 

1. This outstanding instalment 
debt is less than 3% of the estimated 
1937 income of 70 billion dollars. 

2. It is approximately 5% of the 
estimated 1937 retail sales of 40 
billion dollars, so its maximum effect 
as a sales deterrent is limited to 
‘that percentage. 

3. It is only about one fourth of 
the amount by which the 1937 na- 
tional income paid out is estimated 
to exceed the 1936 income paid out. 

4. The two billion dollar debt con- 
sisted of approximately 10 million 
separate notes. The unpaid balance, 
averaging about $200, consisted of 
notes “given in partial payment for 
some family purchase toward which 
every working member of the family 
normally contributes until the debt 
is liquidated.” 

Mr. Ittleson also pointed out that 
the ability of major appliance com- 
panies to weather the depression 
without serious setback and to reach 
their present excellent position had 
resulted from trial and error experi- 
ence in instalment banking. 


tle — vane’ — (3) W. I. Buchanan, sales man- “The two factors that had been 
ee e class 0 ° the basis for original credit served 
Publishers whose products are not in oper, sects wether dvisten; to reassure us that all was not lost 


free and open competition with com- 
modities of the same general class. 
th y on competitive commodities does 
a law permit the fixing of “mini- 
aa prices, Mr. Fox declared. 

Be tg What book is “The Odyssey 
ee American Doctor’ in competi- 

* he asked. “If I desire to read 


(4) E H. chief 
engineer, electric range engineer- 


McCormick, 


ing department; (5) J. M. Rushton, 
sales manager, electric 


division of Frigidaire. 


range 


as we entered the depression,” Mr. 
Ittleson said. ‘These factors were our 
first hand knowledge of the honesty 
and integrity of the American public 
and its capacity to meet instalment 
obligations, and our knowledge that 
the average debt could be liquidated 


over a short period. 
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Blue Monday Is Just a Laugh to These Exuberant People 


Bendix Home Laundry executives camera studies 


in glee and mirth. 


greeter; (5) President Willard French 


wore happy expressions throughout Top row: (1 and 2) President John of Brooke, Smith & French advertis- 
their recent distributors convention Scott; (3) Vice 
at South Bend, and provided good 


President Judson 
Sayre; (4) Miss 


ing agency, presents the sole grave 
Gracey, official countenance as he ponders his added 


responsibilities. Bottom row: (1) Vin- 
cent Bendix, himself; (2) Verne 
Calkins, assistant sales manager; (3) 
William Leininger, advertising man- 


ager, at lower right; (4) John Cham- 
berlain, inventor and impassioned 
orator; (5) Miss Gracey and Mr, 
Calkins. 


_ New Brunswick Beverage Cooler 
. (Brunswick-Balke-Collender Co.) 
is fully insulated with Celotex 


BRUNSWICK ENGINEERS 
SELECT CELOTEX 


RUNSWICK engineers wanted to be sure of 

long service and low operating cost. So they 
insulated this efficient new bottle cooler with Celotex, 
the low density refrigerator insulation that has proved 
its permanent effectiveness by years of service in 
thousands of refrigerators, bottle coolers, commer- 
cial cases and cold storage plants. 


They dnew that Celotex affords unbroken insulation 
in every corner—that it stays put, can’t shift or settle 
to leave any part of the cabinet unprotected—and 
they knew, too, that Celotex adds strength. They 
appreciated its permanence—protected from dry rot, 
termites and fungus growth by the patented Ferox 
process (exclusive). 

Another reason they specified Celotex was its lower 
assembly cost. It is available in special shapes and 


forms pre-fabricated to fit any cabinet designs .; . 
saves time and cost on the assembly line. 

No wonder so many leading refrigerator manu- 
facturers select Celotex. Maybe it offers a better and 
cost-cutting answer to your refrigerating or air- 
conditioning insulation problems. Why not write the 
Celotex refrigerator engineers today and find out? 


BRAND—INSULATING CANE BOARD 
Reg. U. S. Pat. Off. 


REFRIGERATION INSULATION 


THE CELOTEX CORPORATION 
919 North Michigan Avenue Chicago, Illinois 
Sales Distributors Throughout the World 


x ale, 
ee ne oe eT) hee 


mos 


Henderson Backs Plan 
To Limit Cooling 


(Concluded from Page 1, Column 1) 
ture between outdoors and indoors 
in the case of- air-conditioned struc- 
tures,” declared Mr. Henderson. “The 
degree of warmth or coolness inside 
the structure is directly under the 
control of the building engineer. 
Investigation almost always reveals 
that if there is an uncomfortably 
wide range between the two tempera- 
tures, it is because of an injudicious 
over-selling of the system’s comfort 
features. 

“The differential between the in- 
side and outside temperatures never 
should exceed 15 to 18°, according 
to Dr. Irving S. Cutter, dean of the 
Northwestern University medical 
school in Chicago and widely quoted 
health authority. 

“Giving a large office building as 
a particular example of well-regu- 
lated air conditioning, Doctor Cutter 
recently pointed out that the hu- 
midity and temperature are so con- 
trolled that there is no sense of 
discomfort. He added that physicians 
and nurses working in _ air-condi- 
tioned operating rooms in a Chicago 
hospital have never found the slight- 
est difficulty and have nothing but 
praise for the added efficiency which 
the air-conditioning installation af- 
fords. 

“The industry welcomes the Cin- 
cinnati ordinance as being an efficient 
means for correcting the erroneous 
operation of air-conditioning instal- 
lations.” 


Pay-in-Advance Service 
Planned by Gar Wood 


(Concluded from Page 1, Column 1) 
service manager of the _ division, 
periodic inspections under the new 
service plan will free users from the 
necessity of remembering to have the 
unit checked, cleaned, and lubricated; 
will save the full cost of ordinary 
service calls; and will save needless 
wasting of fuel by prompt correction 
of faulty adjustments. 


Penn Completes Move 


To Goshen Plant 


(Concluded from Page 1, Column 2) 

to the new location in July. Pump 
and air compressor controls will con- 
tinue to be manufactured at the 
company’s factory in Des Moines 
until early next year, according to 
M. E. Henning, executive vice presi- 
dent. 


The new plant includes a two-story 
office building 42 x 118 ft. with 
penthouse recreation room, and a 
one-story monitor type factory build- 
ing 210 x 340 ft. completely enclosed 
by continuous sash, insuring maxi- 
mum daylight throughout the work- 
ing area. 

In a connecting building 20 x 90 
ft. between factory and office, is 
housed the engineering section; im- 
mediately back of this is the experi- 
mental department. 

This department is provided with 
the latest facilities for accurate test- 
ing of thermostatic controls and auto- 
matic switches under conditions 
duplicating field operation. 

Equipped with a year-around air- 
conditioning system, the office build- 
ing is of modern industrial design. 
Glass brick is used for stair light- 
ing; architectural glass and processed 
wood paneling for decoration in vesti- 
bule and lobby; acoustical plaster 
in ceilings, and asphalt tile for floors. 

Heating and cooling units have 
been installed throughout the factory 
area, and water used for summer 
cooling is pumped to the roof, where 
spray nozzles maintain a shower over 
the roof deck during the day (0 
keep inside temperatures as low 4 
possible. 

A square building entrance towel 
with 35 ft. vertical shaft of glass 
brick provides contrast to a general 
exterior treatment which consists of 
horizontal bands of sash framed 
brick work. 

Factory working area is laid ov! 
straight line production. Materials 
are received and products shippe 
over a single two-car loading dock 
which connects by private siding wit! 
the main line of the New York Cel 
tral railroad. 


. 
Pe See ee One ae en ee Pak ne cutis 


IS BUILDING GOOD-WILL FOR 


It is just good business foresight to sell your customers a qualllY 
built Copeland product. Whether you sell a Copeland How 
hold Refrigerator, Commercial Refrigeration, Washer of lrone!: 
you are wisely building up a backlog of long-time custome! 
satisfaction that will pay you dividends in continued petronss* 
for many years. 


YEARS TO COME! 


Write for Sales Plan 


COPELAND REFRIGERATION CORPORATION 


Holden Ave. at Lincoln — Detroit 
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FRIGIDAIRE DEALERS TO GET HEAD STAR 


® Frigidaire’s about to make headline news again! Watch for the 
first details of the 1938 Frigidaire with sensationally advanced 
Meter - Miser, and scores of other new sales-clinching advantages! 
Get the details about the new Frigidaire appliances — ranges, 
washers, ironers, water heaters — that will give Frigidaire Dealers 
outstanding products in the major appliance field. 

Thus, Frigidaire Dealers are about to get a head start toward 
a year bigger than ever before! The sales records they shattered in 


1936 and 1937 will be smashed anew in 1938! For 


TOWARD BIGGER YEAR THAN EVER IN 15938! 


behind its new 1938 Frigidaire with the Meter-Miser—and behind 
each of its revolutionary new appliances—Frigidaire will put the 
same dynamic, compelling sales-strategy that has made Frigidaire 
the largest selling refrigerator! And back that strategy up with 
the heaviest, most concentrated advertising campaign in 
Frigidaire history! . . . So HOLD EVERYTHING for next month’s 
big Frigidaire announcement. It’s going to be another Frigidaire 
year—with new and greater selling opportunities in the major 


appliance field! 
FRIGIDAIRE DIVISION 
General Motors Sales Corporation - Dayton, Ohio 
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SPECIALTY SELLING IDEAS 


G-E Offers $60,000 Prizes in Contest 


Promoting Building of Better Homes 


CLEVELAND — An “Electrical 
Standard of Living’ program, in 
which General Electric Co. is offer- 
ing $60,000 in awards during the 
next year and a half, is being 
launched by utilities all over the 
country in an effort to induce people 
to build better homes and to use more 
electrical equipment. 

The General Electric prizes will 
consists of cash awards to home 
builders and modernizers, scrip in 
$200 units that can be used for 
the purchase of home appliances, 
and two completely electrified homes, 
built to the winners’ specifications. 

The electrical standard of living 
program will consist of a number 
of local activities, each sponsored by 
an electric service company in its 
territory. Participation by the public 
will be of two kinds. 

Those building or modernizing a 
home, work on which was started 
after Feb. 1, 1937, and which will 
be completed some time within the 
period of Aug. 15, 1937, and Oct. 
31, 1938, will be invited to submit 
plans, specifications, and photographs 
to their local sponsor. 

Submitted data will be judged by 
an impartial jury and rated accord- 


ing to the way plans realize the 
following 10 specifications: good lo- 
cation and architecture; sound con- 
struction and skilled labor; quality 
materials and equipment; landscap- 
ing and interior decorating; sound 
financing; new materials; insulation 
and sound deadening; heating and 
air conditioning; plumbing and sani- 
tation; electrification. 


General Electric will give 20 
prizes of $1,000 each for the homes 
selected nationally which best meet 
the 10 specifications. 


Second activity of the program, 
educational in objective, also will be 
sponsored locally by utility com- 
panies. Participants will be furnished 
with informative material detailing 
the features of complete home elec- 
trification, including kitchen treat- 
ment, scientific lighting, planned 
home wiring, heating and air condi- 
tioning, and will be invited to tell 
why electric living appeals to them. 


The activity will spread over a 
10-week period this year, from Sept. 
27 to Dec. 4. Every week during 
the period General Electric will 
award 10 prizes of $200 each, and 
two homes at the end of the contest. 


Non-Merchandising Kitchen Planning Activity 
Proves Its Worth to Boston Utility 


BOSTON—Ten thousand dollars 
worth of additional business in six 
months; an added load of 1,461 kw., 
representing a yearly revenue of 
$11,562—that is the evidence offered 
by Boston Edison Co. in support of 
the theory that _ utility-operated 
kitchen planning services can be 
profitable enterprises. 


The following picture of Boston 
Edison’s kitchen planning operations 
is furnished by Henry B. Kane, of 
the utility’s kitchen modernizing 
service. 


Boston Edison Co. has some 300,- 
000 domestic meters in an area of 
740 sq. mi. comprising 39 towns 
and cities in addition to Boston 
proper. In July, 1936, the company 
set up a kitchen modernizing service 
in its promotion department, and 
since that time two men have de- 
voted their full time to this work. 


The services of this division have 
been rendered to dealers, real estate 
operators, speculative builders, apart- 
ment house owners, and home 
owners. The men in this division 
work in cooperation with the regular 
sales force. They make the survey, 
draw the plan, and, in company with 
the salesman, present it to the cus- 
tomer. 


In the 10 months since they began 
operations they have planned 471 
kitchens. In a six-month period last 
year they completed 182 plans, 95% 
of which resulted in sale of one or 
more major electric appliances. 
Only eight sales were lost to com- 


THIS BETTER 


INSULATION 


born in EUROPE... reared in 


OWENS-ILLINOIS LABORATORIES 


@ In 1908, when a professor at the Univer- 
sity of Prague discovered the insulating 
value of glass fibers in matted form, the 
most important chapter in the Book of In- 
sulation was begun. During the interven- 
ing years exhaustive research, elaborate 
experimentation and practical experience 
have clearly demonstrated the superiority 


of glass fiber insulation. 


When this company started to develop 
Fiberglas in 1932, a similar product was 
already being used extensively in Europe; 
but Owens-Illinois chose to conduct an en- 


search. As a result of the different ap- 
proach to problems of the manufacture 
and use of glass fiber products, Owens- 
Illinois processes and methods have sup- 
planted those formerly used in various 
European countries. 

Fiberglas Insulation, as perfected and 
manufactured by Owens-Illinois is thus 


given not merely nation-wide, but world- 


tirely independent investigation and re- 


1. High Insulating Value. 

2. Extremely Low Moisture Absorption. 
3. Freedom from Rotting. 

4. Rodent-, Vermin- and Termite-Proof. 
5. Freedom from Odors. 

6. Non-absorption of Odors. 

7. Fungus- and Bacteria-Proof. 


8. Light Weight. 


9. Non-inflammability. 


For detailed information about the use of Fiberglas 
Insulation in refrigerators and coolers, write In- 
dustrial and Structural Products Division, Owens- 
Illinois Glass Company, Toledo, Ohio. 


wide, acceptance—and that will be easy to 
understand when you analyze this list of 
major advantages of Fiberglas — the 
dependable, quality-controlled insulation: 


10. Permanence. 

11. Resistance to Acid. 

12. Sound Absorption. 

13. Resiliency and Flexibility. 


14. Availability in Different Fiber 


Diameters and Lengths. 
15. Availability in Different Densities. 


16. Adaptability to Combination with 
Other Materials. 


The Owens-Illinois Glass Company also manufac- 
tures Insulux Glass Block and Dust-Stop Replace- 
ment-Type Air Filters in addition to Fiberglas In- 
sulation for all types of industrial use. 


SULATION 


petitive equipment. Four complete 
kitchens were installed. 

The utility has not found it neces- 
sary to engage in merchandising 
non-electrical equipment to make its 
kitchen modernizing plan a success, 
Mr. Kane says. It has found a plan- 
ning and advisory service, in con- 
junction with the sale of electrical 
merchandise, to be sufficient. 

This planning service has proven 
itself invaluable as a sales aid, he 
adds. Individualized plans such as 
this service provides enable the home 
owner to see just what his own 
kitchen would look like if it were 
remodeled in the modern manner. 

If such a plan doesn’t sell all the 
equipment at once, it may at least 
be the start of a step-by-step pur- 
chase plan because it has caused the 
owner to be dissatisfied with his 
present kitchen, Mr. Kane believes. 
This assumption is supported by the 
fact that 174 Boston Edison plans 
resulted in average sales of 1.75— 
nearly two—units of major electrical 
equipment. 

Speculative builders also welcome 
such a service, the utility has found. 
The kitchen modernizing program 
was a major factor in the sale of 
electric ranges and refrigerators in 
63% of the more than 1,400 new 
speculative homes erected in last 
year in the territory of Boston Edi- 
son Co. 

It also has been effective in apart- 
ment house work, both new and re- 
modeling. Even architects have 
shown themselves ready and willing 
to accept the help of a trained 
kitchen planner, although company 
salesmen had previously found them 
unapproachable, Mr. Kane declares. 


3-Mo. Appliance Drive 
Launched by Rocky 


Mountain League 


ESTES PARK, Colo.—Spurred by 
a $125,000 advertising campaign, a 
three-month “Electrical Jubilee” ap- 
pliance merchandising drive covering 
Colorado, Wyoming, New Mexico, and 
South Dakota was launched by the 
Rocky Mountain Electrical League 
at a recent two-day meeting here. 

J. H. Jacobucci, manager of Utah 
Power & Light Co. was elected presi- 
dent of the League to succeed Guy 
W. Faller, whose term expires Jan. 1. 

Expected to secure $2,000,000 
worth of electric appliance sales, the 
drive will elicit participation by 250 
firms and 10,000 executives, accord- 
ing to League expectations. 

Radio programs featured on all 
stations in the vicinity, expositions, 
shows, contests, personal letters, 
newspaper advertising and publicity, 
will stimulate interest in the Jubilee 
sale. 

The League will award several ex- 
pense-paid trips to the Rose Bowl 
football game in January to sales- 
men, merchandise managers, and ap- 
pliance retailers who reach specified 
quotas during the drive. 

Feature of the two-day meeting 
of League members was the council 
fire ceremonies emblematic of the 
Kee-Lo-Watt tribe, with officers 
attired in picturesque head-dress and 
Indian regalia. 

Other officers elected at the meet- 
ing were: vice presidents—H. E. 
Samson, Southwestern Public Service 
Co.; Thomas W. Hughes, Sheridan 
County Electric Co.; John E. Loiseau, 
Public Service Co. of Colorado; and 
E. E. Brazier, General Electric Sup- 
ply Corp. 

W. E. Sterne, Arvada Electric Co., 
was re-elected treasurer, and George 
E. Lewis, executive secretary of the 
organization. 

The reward of merit annually 
presented by the League went to 
John E. Loiseau, Public Service Co. 
of Colorado, for his work in consoli- 
dating the old Rocky Mountain Elec- 
trical Association with the Electrical 
League of Colorado to form the 
present organization. 


_ Salesman’s ‘Goat’ 


Martin Reinhardt, manager of 
household sales for the Georce 
F. Dent Co., Kelvinator distribu- 
tor in Bay City, Mich., is ready 
to turn over “Mortimer the Goat” 
to the salesman who had the 
worst record for the week. 


Salesmen Hustle to 


Avoid Taking Care of 
‘Mortimer the Goat’ 


BAY CITY, Mich.—The way a 
salesman can “get his goat” most 
quickly in the George F. Dent 
Kelvinator distributorship is to bring 
in the lowest weekly quota for selling 
electric refrigerators. 


Mr. Dent ran a six-week contest 
recently, during which each sales- 
man was given a set quota. At the 
end of each week the salesmen re- 
ported on their percentage of quota, 
and the man with the lowest record 
was entrusted with the care of a 
goat named Mortimer. 

Besides taking care of Mortimer 
for one week, the salesman was 
expected to wear a big button des- 
ignating him as ‘“‘Mortimer’s Keeper.” 

The contest caused a big increase 
in sales and great deal of friendly 
competition, Mr. Dent says. Winner 
of the first contest prize was L. B. 
Rogers. 


Other salesmen participating in the 
contest were: Marshall Hier, Martin 
Reinhardt, domestic sales manager, 
Jack Steele, G. D. Fisher, and R. B. 
Balkema, wholesale manager. 


“Grunow Is in Town’ 
Theme Song of Show 


Put on from Trailer 


FORT WORTH, Tex.—aA blue and 
silver trailer finished in colors used 
by the manufacturer is proving the 
best promotion method it has ever 
used to boost sales in smaller towns, 
reports T. C. Jones Co., Grunow dis- 
tributor. 

The trailer, stocked: with a com: 
plete line of models, is driven into 
the town square on a heavy shop- 
ping day; the announcer uses #4 
loud-speaker system to herald 
“Grunow is in town,” and _ follows 
this with a phonograph record, tieiné 
in the local dealer’s name. 

Sometimes a show using _ local 
talent is put on in front of the local 
Grunow dealer’s store. 

“Merchandise can be taken from 
door to door in small towns whert 
there is no dealer representation.” 

The trailer has been particularly 
useful to dealers on trade — 


Anaconda Copper 


REFRIGERATION TUBES 
They Flare without cracking 


nufweh THE AMERICAN BRASS CO. 


FRENCH SMALL TUBE Branch 
General Offices: Waterbury, Conn. 
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400 Attend Outing 
Of New England Air 


Conditioning Bureau 


SWAMPSCOTT, Mass.—More than 
400 members and guests attended 
the fourth annual outing of the New 
England Air Conditioning Bureau at 
the New Ocean House here Sept. 24. 
Sports contests, entertainment, a 
golf tournament, and a banquet made 
up the day’s activities. 

Cuests present included Julius 
Daniels, president of the Air Condi- 
tioning Bureau; J. F. G. Miller, past 
president and director of Air Condi- 
tioning Manufacturers’ Association; 
Cc. 5. Boyden, president of American 
Society of Heating & Ventilating 
Engineers; Prof. James Holt, presi- 
dent of the Boston chapter of Na- 
tional Association of Practical Re- 
frigerating Engineers. 

J. E. Gould, president of Boston 
Oil Burner Associates; Rudolph Som- 
mers, president of the Boston chapter 
of American Society of Refrigerating 
Engineers; M. D. Engle, past presi- 
dent of National Direct Heating As- 
sociation; J. P. Moyer, director of 
university extension tours, Massa- 
chusetts Department of Education; 
Walter L. Fleisher, New York City 
consulting engineer. 


F. A. Weisenbach, Philadelphia 
branch, York Ice Machinery Corp.; 
R. J. Thompson of Kinetic Chemicals, 
Inc.; C. H. P. Hotchkiss, editor of 
Heating & Ventilating magazine, 
New York City; and George Hayes, 
president of the Boston chapter of 
N.A.P.R.E. Miss Ann Phillips of 
Cambridge, Mass., only woman mem- 
ber of the Air Conditioning Bureau, 
also sat at the speakers’ table. 


Zurcher Heads Retail Sales 
For Hartford G-E Dealer 


HARTFORD, Conn.—Orrin P. Kil- 
bourn, president of Orkil Electric 
Co., General Electric dealership, has 
appointed Gus Zurcher, appliance 
salesman, aS manager of the com- 
pany’s retail division. 

Mr. Zurcher has been Connecti- 
cut’s leading G-E appliance salesman 
for almost 10 years, and has con- 
sistently ranked among the top 10 

in national sales contests, according 

to Mr. Kilbourn. 


F.M Distributor in Dayton 
Moves to New Quarters 


DAYTON—Appliances, Inc., Fair- 
banks-Morse distributor, has moved 
its Dayton headquarters from 130 
North St. Clair St. to 436 East Fifth 
St, where an attractive showroom 
has been set up. Besides ample dis- 
play space, the new location affords 
plenty of room for storage and ware- 
house purposes. 

Clyde Graham, local manager, has 
announced the appointment of Earl 
Snyder as service manager for the 
Dayton division. Mr. Snyder was for- 
merly connected with the York Sup- 
Ply Co. here. 


Sigwalt Refrigerator Opens 
Branch Store in Elgin 


ELGIN, Ill.—The Sigwalt Refrig- 
tration Co., Kelvinator distributor 
for Northern Cook county, has 
opened a branch store at 102% 
Spring St. here, with Eugene H. 
ite as manager. 
Mr. White previously was con- 
hected with the Commercial Electric 


Co., Delco-Frigidaire distributor in 
Joliet, Ti, 


150 Dealers at Merchandise 
Mar! in Madison, Wis. 


MADISON, Wis.—A merchandise 
mart for 150 dealers and salesmen 
2 the Madison territory was con- 
— by Westinghouse Electric 
3 Pply Co. of Milwaukee at the 

otel Loraine, Aug. 24 and 25, under 

direction of Henry Czech, com- 

Y division manager. 


Neff Appointed Springfield’s 
Keivinator Distributor 


SPRINGFIELD, Mass.—Neff Re- 
eration Co., new Kelvinator dis- 
butorship, was opened at 457 State 
here recently, 


$200 Cost of Operating 


Electrical Equipment 
In Kelvin Home 


DETROIT—Two hundred dollars 
—that’s the average annual operat- 
ing cost of the electrical equipment 
in an up-to-date, moderately priced 
“all-electric” home, according to fig- 
ures based on actual operating costs 
of a test group of 11 Detroit Kelvin 
homes. 

Maintenance charges for the com- 
plete year-around air-conditioning 
system and hot water system, as well 
as electric current for lights, range, 
refrigerator, radio, laundry appli- 
ances, and other electrical equip- 
ment in each of the homes tested 
averaged less than $200 for the one- 
year test period. 

E. L. Sylvester, director of the 
Kelvinator home movement for Nash- 
Kelvinator Corp., reported the results 
of the year’s study of operating and 
maintenance costs. 

Original cost of each of these 
homes was less than $10,000. 


Bush Reports Best 
Sales in August 


HARTFORD, Conn.—Bush Mfg. 
Co. here reports August the biggest 
month in its history in both sales 
and production of parts for the heat- 
ing, refrigeration, and air-condition- 
ing industries. 

With good fall prospects for finned 
tubing sales, the company expects 
to show a 100% increase for 1937 
over last year. A patent was recently 
obtained on a new type of finned 
service for air conditioning. 


Interstate Electric Opens 
Five Retail Branches 


NEW ORLEANS —lInterstate Elec- 
tric Co., Crosley distributor, has 
Opened several new Dixie Auto-Lec 
Stores, retail outlets which it con- 
trols, in preparation for the fall and 
winter season. Stores’ recently 
have been opened in Opelousas, Boga- 
lusa, Hammond, and Houma, La., 
and in Gulfport, Miss. 


Westinghouse Dealers 
Of Indiana Meet to 


Discuss Problems 


LAFAYETTE, Ind. — Cementing 
the forces of 20 dealers here and 
providing a clearing house for ideas 
and a forum where sales practice 
problems are settled is The West- 
inghouse Dealers’ Association of 
Northern Indiana. 

Formed after a Westinghouse dis- 
trict meeting four years ago, and 
put into operation by the dealers 
themselves, the association meets 
once a month, each dealer being 
host at his store successively. Mem- 
bership include dealers at Peru on 
the north, Marion on the east, Leba- 
non in the south, and Fowler on 
the west. 

Picking the next meeting place and 
determining which subject shall be 
covered is part of the program at 
the dutch treat dinner held before 
each meeting. 

Typical program was that held 
recently in which two salesmen from 


the Indiana General Service Co. 
talked on electric ranges. Most deal- 
ers in the association have not done 
much range merchandising. The 
salesmen, Wayne Cleveland and 
Dave Van Vorhees, had as authori- 
tative background their company’s 
record of 15% electric range satura- 
tion. 


Servicing and service problems 
were given major consideration at 
another meeting. The May meeting 
was waived for a trip to the West- 
inghouse factory at Mansfield. 


Among the meetings of last year 
was one at which member-dealers’ 
salesmen conducted a selling clinic. 


“Chief advantage of the associa- 
tion,” claims C. B. Gildersleeve of 
The Foster Shop here, president of 
the organization, “is that we have 
an invaluable clearing house of 
ideas.” 


“Another big advantage is the op- 
portunity provided for getting to 
know our neighboring Westinghouse 
dealers,” declared H. L. Briggs, of 
Briggs-Barrett, Logansport, Ind. “We 
are able to cooperate in everyday 
selling, as well as in sticking together 
on prices and sales practices.” 


French Indo-China Railway to air condition 


VEN in the far parts of the world, ‘ 
fluorine refrigerants are used in air con- 
ditioning systems—providing maximum safety 
in office buildings in Shanghai, in gold mines in 
Africa, now on railroads in French Indo-China, 
where Carrier Engineering Corporation will air 
condition 22 passenger cars. Wherever human 


life and property require protection, “Freon” 


refrigerants are used. 


It is natural and significant that “Freon 12” 
is the refrigerant almost exclusively used on 
mechanically cooled railway trains. For “Freon” 
refrigerants are non-flammable and non-explo- 


‘Freon”’ 


22 cars with “Freon” refrigerants 


No. 207). 


sive, non-poisonous, and odorless when mixed 
with air up to 20% by volume. They have no 
harmful effects on foods, clothes, furs or flowers. 


“Freon” refrigerants have been tested by the 


Commercial Refrigerating Systems” (Subject 
“Freon” refrigerants are today providing air 


offices and homes; in restaurants, in ships and 


submarines; in mines deep underground; in fac- 


U. S. Bureau of Mines and meet all the specifi- 
cations set by the Underwriters’ Laboratories 


of Chicago in their recent report “Standard for 


conditioning in schools, hospitals, theatres, 


SAIGON 
* 


tories, stores and hotels—in every type of in- 


stallation, large or small. 
Be sure to specify “Freon” refrigerants for 


your air conditioning system. 


7 < 
*. ? 
=— 


*Freon” is Kinetic’s registered trade mark for its fluorine refrigerants 


REON 


REG. U.S. PAT. OFF. 


KINETIC CHEMICALS, INC., TENTH AND MARKET STREETS, WILMINGTON, DELAWARE 
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Authorities Point Out Price Law Problems and Dangers 


Retailers’ Counsel Cites Problems Involved | Medkaiion Expert Interprets Fair Trade Legislation 
Now Effective in Various States 


In Setting Up Minimum Price Schedules 


(Concluded from Page 1, Column 2) 
obviously ‘no book.’ There is question 
as to whether a dual monopoly may 
legally be set up in a book under 
the provisions of these acts—first, 
the protection and monopoly effected 
by copyright and then of control of 
the price from publisher to consumer 
by means of contracts. 


“If this is permitted, what is the 
significance of the “minimum price” 
provision of these laws? Practically 
every book published is stamped with 
a retail price of $2, $2.50, or $3, or 
whatever it may be. How could this 
be considered as a minimum price? 


If manufacturers desire to avail 
themselves of the law to set ‘“mini- 
mum prices,” a drastic revision of 
many of their present advertising 
methods and other practices will first 
be necessary to avoid charges that 
they are not complying with the 
law but instead fixing ‘‘actual” 
prices, according to the speaker. 

As an example, Mr. Fox pointed 
to the case of a safety razor manu- 
facturer who advertises a _ certain 
razor to retail at 49 cents, and sup- 
plies display cards, stands, etc., on 
which the price is prominently dis- 
played. 

“After giving such wide publicity 


to the price at which this razor is 
to be sold, can this manufacturer 
enter into a contract under the 
amended Sherman Act and merely 
by stipulating in this contract that 
49 cents is the minimum price, evade 
the provisions of the Act, he having 
by his own practices made it abso- 
lutely impossible for anyone to sell 
that razor at a lower price than 49 
cents?” 


Still another obstacle was seen by 
Mr. Fox in the fact that of the 
42 states with fair-trade laws, only 
26 qualify under the Tydings law 
by limiting the resale prices to a 
“minimum” and not an actual price. 


“The pertinent question arises,” he 
declared, “as to whether or not it 
will be possible to comply with the 
Federal law by the simple means of 
providing in any contract that the 
resale price fixed by the producer is 
the minimum resale price at which 
the merchandise is to be sold, even 
though the price fixed is the actual 
selling price which has been fixed 
for the sales of the merchandise in 
those states which permit the fixing 
of the actual resale price. Will it 
be possible to fix an actual price 
in one state and call the same price 
minimum price in another state.” 


BOSTON—Defining the term ‘Fair 
Trade Act” as designating a law 
which permits manufacturers through 
contracts with purchasers, to con- 
trol resale prices of identified arti- 
cles, provided they are in fair and 
open competition with commodities 
of the same general class, Edmund 
P. Learned, associate professor of 
marketing, Harvard University, dis- 
cussed effects of Fair Trade legisla- 
tion on distribution at the Ninth 
Boston Conference on Distribution 
held here Sept. 20. 


“The United States Supreme 
Court’s decision on the Illinois and 
California Fair Trade Acts upheld 
the right of states to pass such laws 
even when they provided that con- 
tracts between a manufacturer and 
one party are binding on a third 
party, not a party to the contract,” 
he declared. 

“The third party is guilty of an 
unfair trade practice and subject to 
claims for damage when he wilfully 
and knowingly advertises, offers for 
sale, or sells a commodity at less 
than the price stipulated in any 
contract made by the manufacturer. 
The court held that a producer of 
an identified article offers both a 
commodity and the goodwill that at- 
taches to its mark or name. 


How WILL THE FINISH ON YOUR 
LINE RESIST THE ATTACK OF 


HIS is a vital question to the people who 
buy and use the equipment you sell. Will 
it retain its fine appearance throughout a 
normal period of usefulness ? Or will moisture 
soon set up corrosion—destroying beauty 


and efficiency? 


Do you know just what protection from rust 
means in extra service ? Parker chemists have 
tested thousands of products for this very 
purpose. They have checked and compared 
and pointed the way to greatly increased 
finish effectiveness for hundreds of manu- 


facturers. 


Parker technicians serve industry with the 
most comprehensive experience in corrosion 
problems and finish utility. Through them 
industry has learned the increased quality 
that can be expected with Parker Processes 
included in the: finishing system. Make sure 
that the finishes on the things you make or 
sell are protected from rust. Then tell the 
customer why he can expect a greater 
measure of utility and satisfaction from the 


Parker Processed product. 


PARKER RUST-PROOF COMPANY 
2197 E. Milwaukee Avenue @ Detroit, Mich. 


lak for these fbooks: 


For more than 22 years, this 
company has devoted its en- 
tire time, talent and energy 
to the improvement of rust- 
proofing methods. New 
books describing the Parker 
Processes are available to 
manufacturers and technical men. Send for your copies. 


Rolls CONQUER RUST 


BONDERIZING 


* PARKERIZING 


“The product itself he sells, but 
not the goodwill of the brand name. 
He is entitled to protect the good- 
will, if he wishes, by restricting the 
price at which the merchandise may 
be resold. The court further held 
that a buyer might sell the com- 
modity at his own price provided 
he removed the identification and 
made no verbal or other reference 
to the source of the merchandise.” 

Contracts made under such laws, 
Prof. Learned said, were safely 
legal only for parties engaged in 
intrastate trade. The recent passage 
by Congress and the reluctant ap- 
proval by the President of the 
Tydings-Miller Bill, he added, now 
legalizes resale price maintenance 
contracts made between firms in 
different states when such contracts 
are lawful in intrastate transactions. 

“In an economic sense the fair 
trade laws are part of a _ broader 
movement to formulate rules of trade 
practice. For example: the attempts 
to formulate trade practice rules 
under the N.R.A., the trade practice 
conference under the supervision of 
the Federal Trade Commission, the 
Robinson-Patman Law, and the state 
laws forbidding sales below cost,’ 
stated Prof. Learned. 

“This latter type may be con- 
sidered as an alternative to the 
resale price maintenance contract as 
a way of handling so-called loss- 
leader selling.” 

Laws prohibiting sales below cost, 
commonly referred to as unfair trade 
laws, affect items of merchandise 
that may not be within the practical 
scope of fair trade acts. The cost 
below which the merchant is not 
supposed to sell is defined in the 
California Unfair Practices Act as 
invoice cost or replacement cost, 
whichever is the lower, plus all the 
costs of doing business, such as labor 
and executive salaries, rent, interest 


many cases manufacturers have held 
a price umbrella under which distri- 
butor brands have been allowed to 
flourish. Should not such companies 
reduce their own prices in order to 
preserve their market position?” 

Without analysing the effects of 
resale price maintenance and the 
consequent loss of one form of price 
appeal on the several types of retail 
institutions, Prof. Learned enumer- 
ated a few of the possibilities. 

“Department stores as a class have 
little to fear because such a small 
percentage of their sales is in stand- 
ardized, advertised lines,’ he said, 
“Many department stores can use 
their established brands as price 
leaders; sales of these may increase, 

“The chain stores are not likely 
to be seriously affected. They have 
good locations typically and should 
be able to hold sales of controlied 
items and in addition, for the price 
conscious consumer, they have their 
own well-established brands. British 
experience, moreover, shows that 
chain stores have prospered under 
resale price maintenance. 

“Mail order houses do not appear 
to be frightened by the laws. In 
vigorous editorial policies they assail 
the new statutes and tell customers 
how prices are fixed. It is clear that 
they sense an opportunity to promote 
the values represented in their own 
lines and for that reason and the 
additional fact that agricultural in- 
come is increasing, the sales of the 
mail order companies should increase. 
The mail order companies, like de- 
partment stores and some chains, 
have their own brands. 

“So far the groceries and food 
industry have largely resisted what 
slight pressure there has been for 
the issuance of contracts. Until re- 
cently it was deterred by the illegal- 
ity of such contracts in interstate 
trade. The real reasons, however, go 
deeper; they include the problems of 
how to enforce such contracts among 
from 100,000 to approximately 400,- 
000 outlets, and also how to meet 
competition from distributor and 
chain store brands.” 


The Factors Involved in Price Maintenance by Law 


What about price maintenance under State Fair Trade Acts? 
What are the possibilities, and what are the problems involved? 


On this page are the findings and opinions of two authorities 


who have studied the situation. 


An 8-page booklet digesting the Fair Trade Acts now in effect in 
41 states and giving the status of such legislation in seven other 
states has been prepared by Business News Publishing Co., 5229 Cass 
Ave., Detroit. Single copies are available for 25 cents each; 10 copies, 
$1.00; 100 copies, $5.00; and 1,000 copies, $25.00. 


on borrowed money, depreciation, 
Selling cost, maintenance of equip- 
ment, delivery cost, credit losses, all 
types of licenses, taxes, insurance, 
and advertising. 


Prof. Learned next discussed the 
effect on distribution of fair trade 
legislation from the point of view of 
the consuming public. Consumers are 
not likely to be concerned about the 
economic arguments for or against 
resale price maintenance, he said, 
but they can understand the effect on 
their pocketbooks of whatever ac- 
tion on prices is taken by manufac- 
turers and retailers. 

“If resale prices are set substan- 
tially above pre-contract levels, the 
consumer will turn to uncontrolled, 
advertised brands of manufacturers 
or to the private brands of distribu- 
tors. The public as a whole, however, 
probably will not rush to abandon 
well-known brands, and the gradual 
substitution of distributor brands in 
many cases will be a slow costly 
process. Because of the almost daily 
advances in prices of commodities, 
the consumer is likely to accept 
slight advances in advertised goods 
when resale contracts are issued. 

“Manufacturers and retailers 
should not assume that these laws 
give them a license to set prices 
and margins at any level they please. 
It would be bad politics to adopt a 
high-handed attitude, and what is 
more important, it would be bad 
business. Numerous manufacturers 
do not want to increase the pre- 
contract spread between prices of 
their products and those of well- 
established brands of distributors for 
fear of losing sales. 

“Manufacturers cannot expect the 
retailers to bear all the burden of 
keeping a product competitive. In 


Commenting on how the independ- 
ents, the chains, and the supermar- 
kets would be affected if contracts 
should be issued in this field, he said: 

“The independents ought to hold 
their own unless manufacturers set 
prices too high. Consumers who are 
accustomed to buying from chains 
are not likely to break this buying 
habit quickly. Both types of insti- 
tutions would be protected from the 
inroads of new outlets that seek an 
initial foothold by price cuts on man- 
ufacturers’ brands. 

“The Model Law of the grocery in- 
dustry protects the public better than 
the California statute,” said Prof. 
Learned. “The Model Law proposes 
a mark-up of less than the cost of 
the most efficient retailer, whereas 
the California law is based on the 
total cost of distribution. Both laws 
of course provide for the disposal of 
obsolescent merchandise at below 
cost and they permit merchants t0 
meet competitive prices on compar 
able articles. 

“The public should resist laws that 
specify the total cost of distribution. 
From a business standpoint, they re 
unworkable except as loose intel 
pretations are given to the words of 
the law. If the law means that the 
cost of individual items shall be useé. 
it places an impossible burden 
accountants of stores handling hu™ 
dreds of items. 

“If one believed that item cos 
could be determined, it does M4 
follow that the public would bY 
at prices based on such costs. The 
same assertion is applicable if 
average cost of doing business 
used. The chief difficulty with 
cost doctrine is that it gives no T™ 
weight to the demand side of 
price equation.” 
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Eureau of Standards 
Issues Color List! 


WASHINGTON, D. C.—The Na- 
tional Bureau of Standards has issued 
a list of six colors on which the 
jndustry has standardized for use in 
kitchen accessories, to assist pur- 
chasers in securing a satisfactory 
colc: match between articles bought 
for use in kitchens, where color 
nariiony is essential to pleasing ap- 
pear ance. 

Tie commercial standard estab- 
lishes certain colors, having the 
grea ‘est general acceptance, as 
stancard, and provides means of re- 
ferer.ce whereby manufacturers can 
prod:ce and store buyers can stock 
accessories which will match other 
items which the housewife has pur- 
chased previously. 

The six colors adopted as standard 
for ‘“itchen accessories are white, 
kitch n green, ivory, delphinium blue, 
royal blue, and red. 

Movement for color standards for 
kitchen accessories was instigated by 
the National Retail Dry Goods Asso- 
ciation in April, 1937, and the six 
standard colors were adopted at a 
later conference of manufacturers, 
distributors, and users. The standard 
is effective for new production from 
Jan. 1, 1938. 


Products Exhibit Date 
Set for Nov. 17, 18 


CHICAGO—Ninth Annual Prod- 
ucts Exposition of the Purchasing 
Agents Association of Chicago will 
be held at the Hotel Sherman here, 
Wednesday and Thursday, Nov. 17 
and 18. 

More than 125 exhibits will be on 
display, and members of the asso- 
ciation and advertisers will dis- 
play new products, equipment, and 
methods for superintendents, engi- 
neers, foremen and production men, 
and for industrial buyers. 

The program includes a luncheon 
meeting Nov. 17 at which speakers 
will discuss purchasing problems, 
and the annual banquet on Nov. 18. 


Anchor Lite Co. Named 
Eureka Distributor 


PITTSBURGH—Anchor Lite Ap- 
pliance Co., Crosley distributor, has 
been appointed distributor in north- 
ern West Virginia, eastern Ohio, and 
western Pennsylvania for Eureka gas 
and coal ranges, and circulating 
heaters, according to Harold W Gold- 
stein, general manager. The com- 
pany is maintaining a display of the 
new line in its Pittsburgh show- 
rooms, 


Schaefer Advertising Head 
For Detroit Frigidaire 


DETROIT—Paul Schaefer has been 
appointed advertising and sales pro- 
motion manager of the Detroit 
branch of the Frigidaire division of 
General Motors Sales Corp., succeed- 
ng R. D. Bielby, who has _ been 
named a district sales representa- 
tive. Mr. Schaefer formerly was 
buyer for the appliance department 
of Peoples Outfitting Co. 


Commercial Credit Issues 
Booklet on Credit 


BALTIMORE—Commercial; Credit 
Co. has just issued a 30-page booklet 
ag “Credit and Finance, Today.” 

© prospectus explains the-types of 


redit offered, and the company’s re- 
sources, a 


¥ 


Smith Heads Kelvinator's 
Weshington Office 


st SHINGTON, D. C.— Garland 
ca has been appointed manager 
Kelvin le rnment sales office of the 
ator — division of Nash-Kelvin- 
a tp. Mr. Smith’s headquarters 
Te at 1022 15th St. N. W. 


Harold Davis Handles F-M in 
New !.ckson, Miss. Store 


Miss.—Harold Davis 
4g . ' an appliance store at 

» © oitol, in the Poindexter 
“ess section. Fairbanks- 


EH&FA Signs Contracts 
With 5 Utilities 


WASHINGTON, D. C.— Electric 
Home & Farm Authority has closed 
contracts with five more _ utilities 
providing for cooperative financing 
of electrical appliances sold to con- 
sumers located on the power lines 
of these utilities. 

Utilities with which these agree- 
ments have been made are: Lan- 
caster County Rural Public Power 
District, Lincoln, Neb.; Planters Elec- 
tric Membership Corp., Waynesboro, 
Ga.; Wayne-White Counties Electric 
Cooperative, Fairfield, Ill.; Walton 
Electrical Association, Monroe, Ga.; 
City Water & Light Department, 
Hastings, Neb. 


Ohio Dealer Sells 19 Units 
In His First 3 Months 


ST. MARY’S, Ohio—Appointed a 
dealer in late May, Frank Gilmore 
sold 19 Westinghouse electric refrig- 
erators during his first three months 
in business in this town of 5,000 
people. 


7 


Westinghouse Names 
R. Davis Assistant 
Advertising Head 


—_—_—. 


MANSFIELD—R. R. Davis, for- 
merly apparatus advertising man- 
ager of Westinghouse Electric & 
Mfg. Co., has been appointed as- 
sistant to S. D. Mahan, general 
advertising manager of the company. 


Mr. Davis has been associated with 
Westinghouse advertising activities 
since 1910. His offices will be in the 
East Pittsburgh works for the pres- 
ent, although he will be located in 
the company’s new Pittsburgh head- 
quarters as soon as_ advertising 
offices can be established there. 


G-E Declares 40-Cent Dividend 


NEW YORK CITY—A dividend of 
40 cents per share for the third 
quarter, payable Oct. 25 to stock- 
holders of record on Sept. 24, 1937, 
was declared by the board of direc- 
tors of the General Electric Co. at 
its meeting here Sept. 10. 


Crider Vice President 
Of Cooper-Louisville 


LOUISVILLE, Ky. — John J. 
Crider, associated with Cooper- 
Louisville Co. for the past eight 
years as special sales representative 
for Crosley products in the Blue- 
grass district of Kentucky, has been 
elected vice president and director 
of the firm. 

Mr. Crider will continue with his 
sales and promotion work in his 
present territory, despite his ad- 
vancement. 


East St. Louis Dealer Sells 
200 Units in 8 Months 


EAST ST. LOUIS—Union House 
Furnishing Co., Spartan electric re- 
frigerator and radio dealer, sold and 
installed more than 200 electric re- 
frigerators during the first eight 
months of this year, reports Harry 
Lasky, manager. 

Increased purchasing power in the 
city’s steel and railroad centers has 
been the biggest factor in stepping 
up business, Mr. Lasky says. 


300 Michigan Deslars 
Attend F-M Meeting 


GRAND RAPIDS, Mich. — The 


Dygert Distributing Co., which re- 
cently succeeded Lee M. Dygert, Inc., 
as appliance distributors in _ this 
territory, was host to 300 western 
Michigan dealers at a ‘speechless’ 
sales convention Sept. 15-17. Fair- 
banks-Morse__ refrigerators, radios, 
washing machines and ironers were 
featured. 

Faith Richards, F-M home econo- 
mist, conducted training classes for 
home-service employes of dealers 
during the sales convention. 


Graybar to Distribute 
Hotpoint in Alabama 


BIRMINGHAM, Ala. — Graybar 
Electric Co.’s local branch has been 
appointed wholesale distributor for 
all Hotpoint major appliances in 
Alabama, according to an announce- 
ment made recently by R. W. Turn- 
bull, vice president of Edison Gen- 
eral Electric Appliance Co., Chicago. 


TRAINING IS ENDORSED BY 
MORE THAN 70 LEADING 
MANUFACTURERS IN THE 
FIELD OF REFRIGERATION 
AND AIR CONDITIONING 
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MAJOR APPLIANCES 


Business Reply Cards Used to Promote Sales 
Of 3 Appliances by G-E Salesman 


NEWPORT, Ky.—Canvassing pro- 
fessional men in his sales territory 
by a series of three business reply 
cards is the method which Elwood 
Hesch of Brocksmidt’s General Elec- 
tric dealership here, uses to promote 
range, dishwasher, and _ Disposall 
unit sales. 

Directed to doctors, dentists, and 
lawyers, a series of cards, each listing 
the advantages of the appliance fea- 
tured under a general question ‘Do 
You Know?” are mailed at 10-day 
intervals. Attached is a _ prepaid 
return card for the recipient who 
wishes additional information. 

First of the series, headed ‘“An- 


other Step Forward to Better Living,” 
lists the outstanding features of 
cooking with a G-E range. Ten days 
later the dishwasher mailing piece, 
which uses as an approach the state- 
ment, “A Permanent Vacation From 
a Disagreeable Job,” is mailed. 

Final piece in the series, which 
stresses the outstanding advantages 
of owning a G-E Disposall unit, is 
headed “Away With the Garbage 
Can Forever.” 

Personal follow-up calls are the 
next step in Mr. Hesch’s campaign. 
At the first call the salesman will 
leave promotional literature and 
make arrangements to call back. 
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Tr ay 
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*Parcot Pending 


It takes more than talk about high- 
speed freezing and split second re- 
lease to get the nod of approval from 
today’s refrigerator buyers... and 
Presto Tray steers a straight course 
to smooth sales. That’s why leading 
salesmen demonstrate the utter sim- 
plicity with which the Magic Finish 
Presto Tray of Patented Contour 
gives ice cubes instantly... full- 
sized, cold and dry without melted or 
wasted cubes. For easier sales, insist 
that your refrigerators come factory 
equipped with Presto Tray—and give 
your customers all the advantages 
of a fast freezing metal tray plus all 
the conveniences of a rubber grid. 


INLAND MFG. DIVISION 
General Motors Corporation, Dayton, Ohio 


Frigidaire Appoints 
Heads of Washer & 


Range Divisions 


(Concluded from Page 1, Column 4) 

Detroit in 1927, Mr. Buchanan was 
promoted to household sales super- 
visor, apartment house division sales 
manager, general representative for 
the department store division work- 
ing out of Frigidaire’s main office, 
and metropolitan sales manager for 
Chicago, which position he leaves to 
assume his new duties. 

The appliance engineering division, 
headed by Mr. Fisher, has been func- 
tioning for some time in development 
and research work with a staff of 
technicians. 

Mr. Fisher has been with Frigid- 
aire and its predecessor companies 
for 21 years, working up from a 
clerk in the purchasing department 
to ice cream cabinet sales manager, 
Providence, R. I., branch manager, 


assistant treasurer, and _ budget 
director. 
Before joining Frigidaire, Mr. 


McCormick was assistant chief engi- 
neer of Edison General Electric Ap- 
pliance Co. He began his manufac- 
turing career with General Electric 
at Pittsfield, Mass., following employ- 
ment by the Washington Water 
Power Co. in Spokane, where he 
first worked after being graduated 
from Washington State college. 

As engineer and assistant chief 
engineer for Edison General Electric 
Appliance, Mr. McCormick had direct 
charge of design of all Hotpoint and 
General Electric ranges and water 
heaters from 1922 to 1935, when he 
moved to Dayton. 

Mr. Dyer has been active in the 
electrical industry since he was 
graduated from Ohio university in 
1906. He was a mechanical and elec- 
trical engineer with Westinghouse 
Electric & Mfg. Co., at East Pitts- 
burgh, Pa. for five years. He was an 
engineer with the Wagner Electric 
Co. at St. Louis for 10 years, and 
served in various electrical engineer- 
ing capacities with General Motors 
Corp. for 10 years prior to becoming 
associated with Frigidaire more than 
a year ago. 


Florida asune Oe, Plans 
40 Electric Kitchens 


MIAMI, Fla.—An order to prepare 
plans for 40 all-electric kitchens has 
been placed with Florida Power & 
Light Co. by McLean Developments, 
Inc. 

The McLean organization is build- 
ing 40 new homes in a Miami sub- 
division. Although no two of the 
kitchen plans will be exact dupli- 
cates, they were ordered on a whole- 
sale basis to take advantage of the 
reduced prices which invariably ac- 
company mass purchases. 

Complete electrical equipment will 
be installed in each kitchen at an 
approximate cost of $450. This 


amount will be added to the mort- 
gage and paid on a monthly basis. 


Push-Button Tuning 
Used on 3 Crosley 
Radio Models 


CINCINNATI—Three new _ radio 
models with push-button tuning have 
been introduced by Crosley Radio 
Corp. 

The Prestotune 11 console has an 
11-tube superheterodyne chassis and 
a V-front cabinet of quarter-stripe 


and half-round walnut. The _ three 


bands cover 535-1,850 kc., 1,900-6,600 
ke., and 6,500-22,000 kc. 

It also has a new type selector 
switch, a gold reflector-type mirro- 
dial, 12-in. plug-in type electro- 
dynamic speaker, three gang con- 
denser, variable selectivity, and bass 
compensation on broad automatic 
volume control. 

Feature of this model is motor 
tuning with eight push-buttons, and 
the ease with which these buttons 
can be set up or changed. It is pos- 
sible to change from manual tuning 
to push-button tuning without switch- 
ing. Several buttons cannot be 
locked down to cause continuous 
operation and consequent overheat- 
ing of the motor. A squelch tube 
makes the set silent between sta- 
tions when push-button tuning is 
being employed. 

The set may also be had with one 
or more remote control boxes with 
duplicate push buttons. These sets 
eliminate the necessity of a switch to 
throw control from the set to a 
remote point. 

The Prestotune 12 console cabinet 
is also of walnut and has a sloping 
panel and top. The lowboy model, a 
departure from conventional console 
styles, has recessed controls in the 
top of the cabinet. Cabinets of both 
the 11 and 12-tube models were 
styled by Walter Dorwin Teague. 

The chassis in both 12-tube models 
has all the features of the Presto- 
tune 11 console, plus an R. F. stage. 
The 12-tube models use four tubes 
in push-pull parallel in the output 
system. This results in 14-watt out- 
put with low distortion and wide 
range. 


Hotpoint Names Randolph 
As Vice President 


(Concluded from Page 1, Column 4) 
recognition of his contributions to 
the electric range and water heating 
industry over a long period of years. 
These include his development of the 
present Calrod unit. 

After graduation from the Uni- 
versity of Texas and special graduate 
work in chemistry at M.I.T., Mr. 
Randolph joined General Electric Co. 
as assistant to William Stanley. 

Later he was made managing engi- 
neer of the heating device department 
in the Pittsfield works of General 
Electric, and in 1918, when this unit 
of the company was _ consolidated 
with the Hughes Electric Heating Co. 
and the Hotpoint Co. to form Edison 
General Electric Appliance Co., Mr. 
Randolph came to Chicago as chief 
engineer. 


Touch Tuning Theme 
Of G-E Radio Drive 


BRIDGEPORT, Conn. — The 10 
models which have been added to 
the General Electric 1938 radio line 
are being introduced to the ccm- 
pany’s sales organization through a 
series of field meetings conducieg 
by Ernest H. Vogel, manager of ‘he 
radio sales division. 

Plans for merchandising the mod. 
els, which include four AC consoies, 
four AC horizontal table models, .ing 
two AC-DC sets, were presented by 
C. M. Wilson, G-E radio sales man- 
ager, and A. A. Brandt, radio ad’ er. 
tising manager. 

The G-E fall advertising camp: ign 
on “Touch Tuning” is now in full 
swing and will be continued throu gh. 
out the fall season, according to Mr, 
Vogel. New models are now b-ing 
shown by distributors to dealers, 

Leading the group of 10 mcdels 
is Model F-96, a nine-tube cor sole 
with touch tuning and a continuous 
reception range from 540 to 15,000 
ke., and listing around $100. 

Through touch tuning, the set can 
be automatically tuned to any one of 
seven pre-selected stations. Auto- 
matic frequency control is included in 
the circuit to insure perfect tuning 
at the touch of a button, the manu. 
facturer claims. 

Other features of the nine-tube 
console include: tne louver dial, tone 
monitor circuit, 12-inch stabilized 
dynamic speaker and visual volume 
and tone controls. 

Modern in cabinet design, finish 
of the set is of striped American 
veneers decorated with inlaid bands 
of zebrawood. The model is 41 inches 
high, 26% inches wide, and 14%, 
inches deep. 

Model F-65B is a six-tube, two- 
band set; model F-77 is a seven-tube, 
two-band set; and model F-85 is an 
eight-tube, three-band set. Each of 
these models has the G-E tone moni- 
tor circuit, louver dial, visual volume 
and tone controls, and a 12-inch 
speaker. 

Models F-77 and F-85 also have 
the new G-E visual tuning aid, the 
cathode-ray tuning indicator. 

Models F-40 and F-51, the new 
four and five-tube table sets, feature 
plastic cabinets of modern design. 
Model F-40 lists at $20. Model F-51 
sells for approximately $30 list price, 
and has a 6%-inch dynamic speaker, 
tone visual volume, and tone controls, 
cathode ray tuning indicator and 
cabinets of selected veneers. 


Alter ales Wine 
New Bendix Washer 


CHICAGO—The Harry Alter Co. 
Grunow refrigerator and radio and 
Bendix laundry equipment distributor, 
held a four-day dealer meeting at the 
Drake hotel Oct. 3 to 6 to introduce 
the Bendix home laundry to its deal- 
ers, reports Arthur Alter, vice presi- 
dent. Demonstrations were held each 
hour during the meeting, and the 
Bendix sales and advertising pro- 
gram was explained by executives. 


CURTIS REFRIGERATING MACHINE ©O. 


Division of Curtis Manufacturing Co. 


1912 KIENLEN AVE. 


ST. LOUIS, MO. 
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SELLING ELECTRIC RANGES 


Westinghouse 


Survey Shows 


Up the Qualifications of 
A Good Range Dealer 


MANSFIELD—A top-flight range 
Jealer is one whose store is good, who 
iandles a complete line of electrical 
household products, who has well- 
trained outside retail salesmen, a 
representative range display, who 
uses the complete electric kitchen 
effectively, advertises in local papers, 
and knows how to sell the product 
cn features that most appeal to 
women. 

This conclusion was formulated by 
Westinghouse Electric & Mfg. Co.’s 
electric range division after survey- 
ing the operations of 86 range deal- 
ers in 17 states, who were selling a 
good percentage of ranges. 

The survey showed that approxi- 
mately three-fourths of the stores 
were classified as “excellent” or 
“oood” in exterior appearance. 


MAINLY APPLIANCE DEALERS 

Largest number of the stores were 
classified as_ electrical appliance 
dealers, although the list was high 
in hardware and furniture stores. 
The list also included automotives, 
musical, radio, jewelry, house-fur- 
nishings, real estate, and others. 

The electric range rated second 
in volume of electrical household 
equipment sold; electric refrigeration 
averaged first, the survey showed. 
Seventy-one of the 86 dealers sold 
a complete line of electrical equip- 
ment for the home, including refrig- 
erators, ranges, washers, ironers, 
cleaners, water heaters, and small 
appliances. 


62 HAVE FLOOR DISPLAYS 

That floor-display is an important 
essential was indicated by the fact 
that 62 of the 86 dealers had three 
or more ranges on their fleor when 
interviewed; the average was 5.6 
ranges. Twenty-three of the dealers 
had a complete electric kitchen in- 
stalled on their floors. 

Dealers who had an all-electric 
kitchen claimed that they had suc- 
cessfully used it to sell electric 
kitchens and individual products, and 
for demonstration and display. 

Seventy-two dealers had outside 
retail salesmen, the average being 
four. Sixty-four stated they were 
going to add more salesmen. 

Two-thirds of the 86 dealers held 
regular scheduled meetings for 
salesmen, and followed manufac- 
turers’ training courses. While there 
was no standard method of equipping 
the retail salesmen, the records indi- 
cated that the well-equipped sales- 
men did the outstanding job. 


SALES CONTESTS 

Majority of dealers interviewed 
held contests for their salesmen— 
monthly and .seasonal — offering 
prizes, including extra commissions, 
cash, clothing, football tickets, etc. 
for sales achievements. 

Seventy-one of the dealers believed 
their salesmen should know how to 
cook, and had either trained them 
or were planning to do so. 

Slightly more than half of the 
dealers stated that most sales are 
Closed in the prospect’s home. Ap- 
Prox.mately 45% claimed that most 
Sales were closed in the salesroom. 

The tabulation of how dealers ob- 
taine’ range prospects was as fol- 
lows: 


Number of 
Meth: Dealers Reporting 
User's suggestion ............s: 68 
8 ee en ee 44 
Me COM iced aticsdedcaacs 34 
Adve, NE - a5 AN KEUSEA EN CR SESS 25 
ONG ee on uaenacabbas 19 
RES re eae ee 10 
EP Career 200 
RE Ce eae ee 86 


Six y-four of the dealers advertised 
in local newspapers. All of 
the © alers used time selling. 
In: Stigation ‘showed that time- 
‘+ entered into over 25% of 
all «-alers’ sales. One of the most 
Selling features, from the 
*'S standpoint, was a long term, 
low-rate finance plan, which brought 
Monthiy payments under $5. 


$2 " 4 
Sie ete 


Poo epee Be, esse er 
SP Se ye eee at aR 


Seventy-three had a plan of calling 
back on a range purchaser, to see 
if the range was satisfactory and 
to get additional leads. Features 
Stressed in range presentations were 
ranked in the following order: 


Percentage 
Feature Mentioned Mentioned 
CIOBMEIGON vice cccececees 50 58.0% 
Economy of operation.... 23 26.7% 
Convenience ............. 22 25.5% 
Better cooking results.... 11 12.7% 
Other features ........... 52 
MEE. i6¥eerkee sae eaeee 144 
TD eras nae galas eens 86 


Answers obtained from 113 retail 
salesmen and from 413 range users 
further rounded out the picture of 
which features sell ranges. The sales- 
men rated cleanliness, convenience, 
economy of operation, and better 
cooking results, in that order. 

Users placed economy of operation 
second to cleanliness, said that 
ranges were easy to use and time 
saving, rated better cooking last. 


Promotion by Utility plus Bonuses Help to 
Build Range Sales in St. Louis 


ST. LOUIS—An extensive series of 
promotional aids designed to hit 
directly at electric range dealers, 
salesmen, and prospects in the terri- 
tory of Union Electric Light & 
Power Co. recently was used by 
Electric Cookery Council of St. Louis 
in cooperation with the utility in a 
three-month campaign endeavoring 
to build up electric range sales. 

As an incentive to dealers and their 
salesmen, the utility offered bonuses 
of $4 a range to dealers and $2 a 
range to’ salesmen. 

Salesman training, including meet- 
ings sponsored either by dealers or 
the utility and a booklet describing 
the “how” and “why” of successful 
range salesmanship, also were pro- 
vided. The sales manual contains a 
step-by-step sales presentation from 
“getting the buyer’s attention” to 
“getting buying action.” Fundamen- 
tal task of any range salesman, 
according to the booklet, is educat- 
ing the prospect to the advantages 
of electric cooking. 

Dealers were permitted to bring 
prospects, either in groups or indi- 
vidually, to the Union Electric 
kitchen, so that they might see for 
themselves the superiority of cook- 
ing the electrical way. Special dem- 
onstrations were arranged for suffi- 
ciently large groups. 

In addition, the utility offered to 
send its representatives into the 
homes of new range owners to follow 
through with demonstrations and 
instruction to insure satisfaction. 

Union Electric Light & Power's 


free range wiring and installation 
plan also continued in effect during 
the campaign. 

As a “door-opener,” the _ utility 
furnished a handy collection of house- 
hold information printed on a hinged 
series of cards. This folder was de- 
signed so that it might either be 
hung on the kitchen wall or divided 
into cards for the recipe box. Infor- 
mation in the folder was of a general 
nature, but mention was made of 
the advantages of electric cookery. 

Each of the folders was numbered, 
and by giving this number, any 
woman holding the folder was en- 
titled to call the utility’s home serv- 
ice department for personal advice 
on cooking problems. Records were 
kept of the numbers assigned to 
each dealer, and dealers were in- 
formed whenever a prospect called 
for information. This gave dealers 
an opportunity for follow-up calls. 

As a final punch to prospects, the 
utility and the cookery council co- 
operated in offering a booklet of 
“proof” concerning the value and 
economy of electric cooking. This 
booklet contains testimonials from 
30 electric range users in St. Louis 
and vicinity, together with the num- 
ber of electric appliances each family 
uses and the family’s monthly elec- 
tric bill for an entire year. 

To back all this specialized promo- 
tion, the utility and the cookery 
council sponsored daytime and even- 
ing radio broadcasts, an extensive 
billboard campaign, and a series of 
newspaper advertisements. 


Commercial Cooking 
Council Organized 


NEW YORK CITY—In an effort 
to promote the sale of commercial 
electric cooking equipment, the food 
service equipment section of National 
Electrical Manufacturers Association 
and the commercial sales sub-com- 
mittee of Edison Electric Institute 
have organized a commercial electric 
cooking council. 


Initial efforts of the council will be 
directed towards promoting the sale 
of counter cooking equipment. Speed 
and economy of electric cooking are 
Selling points which will be stressed 
in the drive. 


P. M. Alden, Philadelphia Electric 
Co., is chairman of the newly formed 
Council, and Bruce Fleming of Na- 
tional Electrical Manufacturers As- 
sociation is secretary. 


Nema members supporting the 
drive in cooperation with Edison Elec- 
tric Institute include: Edison General 
Electric Appliance Co., Inc., Griswold 
Mfg. Co., Hamilton Beach Co., Land- 
ers, Frary & Clark, McGraw Electric 
Co., The Silex Co., and Wells Mfg. 
Co. 


Promotional material on the cam- 
paign includes a plan book, direct- 
mail pieces, and a news sheet pre- 
pared by a plan committee composed 
of B. M. Riker, Rockland Light & 
Power Co.; Ernest Laws, Phila- 
delphia Electric Co.; T. I. Messenger, 


Buffalo Niagara & Eastern Power 
Co.; Robert Arnold, The Silex Co.; 
M. E. Miner, Griswold Mfg. Co.; and 
J. M. Welch, Edison General Electric 


Appliance Co. 


I'll sell refrigerators for you 
that you couldn't sell with- 
out me. 


I know the people in your com- 


munity ... particularly those of moderate 
means who buy on the instalment plan. 


They know me, too, through extensive na- 
tional advertising of the service I render 
them, and through actual dealings with 
me in previous purchases of motor cars, re- 
frigerators, ranges and other appliances. 


They like the way I've treated them. 
They'll do business with me again. I can 
make them your customers. 


I know how to investigate their credit 


standing without offense or em- 
barrassment. 


I know the danger signals that 


warn of bad risks. I can prote 
you from them. 


COMMERCIAL BANKERS 
CONSOLIDATED CAPITAL 


I know how to keep collections up to 
date and relieve you of the embarrass- 
ment of an occasional repossession, 
without losing you any of your cus- 


tomers’ good will. 


It's my business to know all these things 
and to employ them to your advantage. 


I'm the local manager of a Commercial 
Credit Company office. You can get in 


touch with me in any of 193 offices in 
the principal cities of the United States 
and Canada. When you adopt Commer- 
cial Credit Company financing 
for your time sales you get 100% 
cooperation from me on credit, 
collections and remittances. 


You can concentrate on selling. 


HEADQUARTERS: BALTIMORE 
AND SURPLUS $65,000,000 
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Sales Promotion on Replacement 
Business by Factory Urged 
By Kessel & Rummel 


By Winifred B. Hughes 


SAGINAW, Mich.—Because sales 
of commercial refrigeration equip- 
ment this summer have lagged 
behind those of last year, when 
Kessel & Rummel, Kelvinator dealer- 
ship, sold approximately $25,000 
worth of equipment, E. G. Rummel, 
in charge of the company’s commer- 
cial sales, claims that “business is 
very slow,” and that August business 
did not touch that of last year. 

“We did three big market jobs 
last year that boosted our sales,” 
Mr. Rummel declared. Meat markets 
offer the most fruitful source for 
commercial sales, he stated, with 
beer-cooling equipment second. 


FOLLOW UP BEER LICENSES 


“Concerns got their beer licenses 
here last night, and we are right 
out there trying to sell them cooling 
equipment today,” he added. 

The firm has installed 20 beverage 
cooling units so far this year. Two 
salesmen work on the commercial 
line, and emphasis is placed on 
direct contact rather than any 


specific line of advertising or pro- 
motion, we were told. 

“I wish the factory would get 
more promotion material on com- 
mercial business,’ Mr. Rummel de- 
clared. “Anything that would create 
the desire to put in new equipment 
in place of the old systems they 
are using now would suit us. 

“We'd like to see a promotion 
program on commercial equipment, 
built up like that on household re- 
frigeration,” he declared. 

Canvassing, and sales talks play- 
ing up better temperature control, 
better humidity control, less food 
dehydration, and more economical 
operation, comprise the backbone of 
the Kessel & Rummel commercial 
sales program. 

Mr. Rummel told us about one of 
the big jobs which his company did 
in replacing a 55-hp. ammonia sys- 
tem with an installation containing 
one 5, one 3, and two 2-hp. units. The 
equipment handles the complete re- 
frigeration job, including ice-making. 

Water coolers sold by Kessel & 
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( STANDARD REFRIGERATING APPLIANCE S| 


ADJUSTABLE RANGE 


bom 
20” of VACUUM to 60 POUNDS PRESSURE 


SNAP ACTION 


TEMPERATURE VALVES 


This valve, regardless of range or differential setting, 
opens and closes with a positive snap action at any 
previously determined settings within its limitations. 
This positive action permits this valve to be used in 
any type of installation or in any combination of 
dry gas and flooded evaporators. It automatically 
maintains the temperature of one evaporator in a 
refrigerating system between maximum and mini- 
mum limits of temperature variation, which may 
differ widely from the maximum and minimum 
temperature variations of other evaporators in the 
same system. With two or more valves in the same 
multiple system the different evaporator temperatures 
are maintained merely by adjusting the range and 
differential of the several valves. The adjustable 
range feature is exclusive. 


Write for Bulletin No. 17 
for detailed infcrmation. 
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Meat Markets Best Saginaw, Mich. Commercial Buyers 


Ms Rummel this year include 10 units 


in the Wilcox Rich Co., nine in the 
Columbia mills, four in the E. T. 
Ferrel Co., and two in the Saginaw 
Daily News office. The company had 
previously installed two coolers for 
the News. 

Although the firm doesn’t sell air- 
conditioning equipment because in- 
stallations must be handled through 
the distributor or through the fac- 
tory, Mr. Rummel expects that they 
will in the future—and thinks that 
the firm may sell room cooling units 
next year. “We have had lots of 
requests for room cooling units this 
summer,” he said. 

Kessel & Rummel is promoting 
the Kelvin Home in Saginaw. One 
such home is now being built; 
that is, the home is to have com- 
plete electrical equipment and air 
conditioning, but the original plans 
are being enlarged upon to fit the 
customer’s requests. 


$7,000 Average Monthly Sales 
On Allied Lines Made by 


Carrier & Hussmann Dealer 


“The best year we’ve ever had.” 
So Ray Fischer, who heads retail 
sales of commercial equipment for 
E. G. Fischer & Sons, labeled this 
year’s business. 

“We will average $7,000 worth of 
business a month throughout the 
year,” Mr. Fischer said. This total, 
he added, included heating and air- 
conditioning sales also. 

Carrier commercial refrigeration, 
air conditioning, gas-fired home 
Weathermakers; Hussmann-Ligonier 
display cases, reach-in boxes, and 
walk-in coolers; and Combustioneer 
stokers are lead items in the com- 
pany’s line, although it also handles 
refrigeration parts and_ supplies 
and store fixtures, and is distributor 
for Grunow household refrigerators. 

The company has sold 90% of the 
$18,000 quota of Hussmann-Ligonier 
equipment set for the year, and Mr. 
Fischer believes that it will sell 
about an equal amount of Carrier 
and Hussmann equipment this year. 
Best market for commercial sales, 
Mr. Fischer says, is food stores. 


SIX INSTALLATIONS 


Fischer & Sons has made six air- 
conditioning installations during the 
past year, Mr. Fischer said. The 
Mary Lee Shop, Cunningham’s drug 
store, Ferris Bros., a Cunningham 
store in Bay City, and a Saginaw 
residence have been equipped with 
Carrier systems, as has the photo 
developing room in the Saginaw 
Daily News. 

Equipment in the Mary Lee Shop 
is a 744-ton system, the Cunningham 
store has a 15-ton job, and the 
Ferris Bros. installation is a 5-ton 
system. 

“The residential installation is the 


What Happened in Commercial This Year 


What fields proved best for commercial refrigeration equipment 
this year? What methods were used in reaching prospective purchasers? 
What suggestions do dealers have to offer regarding factory assistance? 


We do not know of any: survey of all or a great part of the 
commercial refrigeration dealers in this country that affords this 


information. 


However, interviews with all the leading commercial 


dealers in one city, such as those reported on this page, give a reliable 
sample of the conditions and feeling in the commercial field. 


Both dealers and manufacturers should find much in these inter- 
views that is interesting and informative. 


first year-around home installation 
we've had,” Mr. Fischer says. “The 
equipment in it provides complete 
year-around air conditioning. The 
other installations have been winter 
heating and summer cooling sys- 
tems.” 

Equipment in the residence, a $4,- 
500 job, includes two oil burners, a 
Carrier Weathermaker, and a 5-ton 
refrigeration machine. 


USE OF DIRECT MAIL 


One salesman besides Mr. Fischer 
sells commercial refrigeration, air- 
conditioning, and heating equipment. 
The other man works the outside 
territory, and Mr. Fischer takes care 
of accounts in the city, and the 
larger accounts throughout the terri- 
tory. 

A mailing list purchased from an 
agency and containing 1,000 names, 
of which 750 are food stores and 
200 restaurants in the northeastern 
part of Michigan, is mainstay of the 
Fischer prospect list on commercial 
customers. 

“We have an addressograph and 
have made plates for all the firms, 
and we send them all promotion 
material,’ Mr. Fischer said. “I'd 
planned to contact the merchants 
each month, but instead we’ve been 
sending them _ direct-mail pieces 
every second month.” 

The territory salesman uses a 
trailer, which contains a_ small 
meat display case and other com- 
mercial equipment, to display prod- 
ucts to customers in outlying sec- 
tions. 

A commercial installation of which 
Mr. Fischer is proud is that in the 
new Hamady Bros. store in Flint, 
in which he installed 62 feet of com- 
mercial counters. 

“I believe that this store is one 
of the finest grocery stores in the 
country,” Mr. Fischer said. Not only 
is the electrical and refrigerating 
equipment very complete, but the 
store’s decorative motif is excep- 
tional. Slanted tile walls, on which 
are mosaics depicting fruits, vege- 
tables, and animals enhance the at- 
tractive appearance of the store. 


SALES TO HAMADY STORES 


Fischer & Sons has installed 11 
counters in Hamady Bros. stores 
since January. There are 10 of the 
Hamady stores in this section of 
Michigan. 

Mr. Fischer has a photograph of 
one of the Hamady stores in which 
he had installed equipment, part of 
an album of Fischer installations 
which is used as a sales manual. 

“We have the photographs grouped 
so that all installations of one type 
are together, and we use this in 
sales talks to new customers,” he 
said. 

Another promotional tactic used by 
Mr. Fischer is to give a sales talk 
at his Grunow dealer meetings, urg- 
ing dealers to send him in any 
tips on commercial refrigeration or 
air-conditioning prospects. 

“We have 85 dealer accounts, and 
I obtain some leads from them,” 
he said. 


Utility Finds Profitable 
Market in Neighboring 
Town of Frankenmuth 


Selling Frigidaire commercial 
equipment in Saginaw, the Consum- 
ers Power Co. is finding chief fields 
for sales in groceries, meat markets, 
and places requiring beer cooling 
equipment, according to E. H. 
Krueger. 

Consumers Power has made a 
number of installations in Franken- 
muth, small town located approxi- 
mately 15 miles from Saginaw, Mr. 
Krueger said. 

The jobs included a 2-hp. cooling 
unit in a slaugter-house of which 
Otto Hubinger is owner, another 
slaughter-house installation consist- 
ing of a 1%-hp. system with fin- 
type WX coil, and equipment for 
the Fischer hotel, including two 
reach-in boxes and a water cooling 
system. 

Mr. Krueger is sole salesman of 


(Concluded on Page 11, Column 1) 


Solder Fitting is the only solder 
type fitting on the market in which POSI- 
TIVE PROOF of a leak-proof joint can actually 

be seen without resorting to a pressure test. 
There is no guess work about STREAMLINE. The solder 
inserted through the feed hole (an exclusive feature) com- 
pletely seals the bonding surfaces, and its appearance at the 
end of the fitting assures you, beyond all doubt, that the joint is 
refrigerant proof, that vibration cannot work it loose, and that it is 

permanent and actually stronger than the tube itself. 

STREAMLINE Forged Brass Fittings are furnished in complete range 
in couplings, tees, elbows, etc., with male and female ends and in re- 
ducing sizes. Send for Catalog and Price List 2003 illustrating our com- 
plete line of Valves, Fittings (solder type and flare), Denyeraters, Strainers, 
etc., for Mechanical Refrigeration. 


MUELLER BRASS CO. 


PORT HURON, MICHIGAN 


STREAMLINE For SAFETY4**ACCURACY 


RADE MARK REG. U. S. PAT. OFFI 


IN PIPE FITTINGS 
Fg SoMMITONING 


@ The STREAMLINE 
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Diversified Lines 
Sought by Dealer 
In Saginaw, Mich. 


(Concluded from Page 10, Column 5) 
commercial equipment for the power 
company, and users are his main 
source of leads, he claims. 

Because there is a slight chemical 

aste to the drinking water in Sagi- 
1aw, water cooler sales have been 
very good, Mr. Krueger said. 

Although he has been selling com- 
mercial equipment with Consumers 
Power for only a year, Mr. Krueger 
has been selling commercial refrig- 
eration for nine years. 

“I sell prospects guaranteed 
quality to fit their actual needs; I 
never mention horsepower to them.” 
he said. 


Range Market Encouraging 
To Wilks Distributing Co.; 
12 Pelco Coolers Sold 


Wilks Distributing Co., distributor 
for Sparton in Saginaw, added Pelco 
beverage coolers to its line this 
spring and so far has sold 12 coolers, 
Walter Schultz, manager of the 
retail sales division, told us. 

Taverns and stores selling beer 
bought the units sold so far, he said. 
Wilks had just received some Inter- 
national oil burners, and plans to 
push sales of this article. The com- 
pany may add more commercial 
equipment later, Mr. Schultz said. 

Enthusiastic on the subject of elec- 
tric ranges, Mr. Schultz said that 
Wilks has sold about 250 ranges in 
a little over two years. Gas range 
sales have been on a par with elec- 
tric sales, he stated. 

Electromaster ranges were sold 
up until recently, but the company 
is now selling Crawford electric 
ranges and Chambers Gas ranges. 

“We had a _ demonstration on 
Chambers ranges in the store Mon- 
day (Aug. 30) and about 75 women 
attended,” Mr. Schultz said. “We 
gave a $50 prize, the cash award 
being applicable on a new gas 
range.” 

Conducted by the Chambers fac- 
tory home economist, the demon- 
stration resulted in two direct sales, 
and the company obtained several 
new prospect names. 

April and May were best re- 
frigeration selling months for the 
firm, but things have been slow 
since then, largely as a result of 
unsettled labor conditions, Mr. 
Schultz believes. But he concurs 
with Saginaw commercial dealers 
in anticipating a “good fall business.” 

Being on the job and making no 
false claims for merchandise are two 
of the factors involved in Mr. 
Schultz’s salesmanship. He told us 
of a sale he had made recently. 

‘I had just gotten into my car 
this night, about 9:30, when I saw 
a couple stop in front of the store 
and look in. So I got out to see 
what they wanted. 

“They were looking at ranges, and 
it seems they’d been all over town 
and couldn’t make up their minds. 
The man said that they had been 
considering a gas range, that they 
hadn’t looked at electric ranges. 

“So I showed them an electric 
range and told them about it, and 
before they left I had a signed order 
for an electric range and for an 
electric refrigerator.” 

Leads obtained by canvassing, and 
tips from users and friends, bring 
in sales for this company. Three 
salesmen, who sell all the merchan- 
dise carried, work under Mr. Schultz. 


Georzia Commercial Sales 
Total $291,822 for 7 Mos. 


ATL..NTA—Bolstered by $40,005 
Worth of commercial refrigeration 
*quipment (including water coolers) 
and $9.45 worth of air conditioning, 
‘commercial appliance sales of 
Georgia Power Co. reached a dollar 
Volume of $69,975 for July, a $622 
Merease over sales of the previous 
month 

Commercial sales for the first 
Seven inonths of the year totaled 
$291,822. of this total, commercial 
cngetion and water coolers ac- 
pene for $163,982, air conditioning 
rod $23.960, and ventilating fans for 
13,259. 

— sir-conditioning sales jobs for 

rgia Power during July were by 

© Atlanta, Columbus, Macon, and 
me divisions, 


‘38 Commercial Sales 
Expected to Double 
Total of 1937 


sales made during 1937, was the 
prediction voiced by T. J. Newcomb, 
commercial refrigeration sales man- 
ager of Westinghouse: Electric & 
Mfg. Co., before some 35 field 
supervisors who recently gathered 
here for the department’s annual 
sales and promotion meeting. 

The 57% increase shown by sales 
during the first seven months of this 
year, compared to the corresponding 
period in 1936, is only an indication 
of the increase to be expected next 
year, Mr. Newcomb declared. 

The three factors which he believes 
will be largely responsible for this 
anticipated increase are: generally 
improved business conditions; stead- 
ily increasing corsumer demand for 
strictly fresh, well-preserved foods; 
promotion of ‘packaged’ merchan- 
dise for commercial refrigeration 
installations. 

The American housewife, Mr. New- 
comb stated, now knows that she 
can keep perishable foods fresh and 
crisp in her own electric refrigerator, 
so she is beginning to demand equal 
or better food preservation from her 
source of supply. Wholesale and retail 
butchers, grocers, and market oper- 
ators, he said, are commencing to 
feel the pressure of this demand, and 
the need for installing adequate com- 
mercial refrigeration equipment. 

Mr. Newcomb described the em- 
phasis on “packaged” commercial 
units as an event that should put 
“new life” into the commercial re- 
frigeration industry. Commercial 
installations, he said, have required 
the service of a highly trained and 
skilled engineer, because of the com- 
plex and heterogeneous nature of 
the equipment. 

The self-contained or “packaged” 
product, Mr. Newcomb. explained, 
eliminates much of this difficulty. 
It puts even the small dealer in 
a position to sell commercial refrig- 
eration with a satisfactory profit, 
and widens the potential installation 
horizon. 

Westinghouse’ sales promotion, 
advertising, market analysis and 
other merchandising plans were pre- 
sented to the field representatives by 
Jay Baughman, D. C. Davison, 
George Park, R. H. Tull, and O. A. 
Shoup. Round tables followed. 


Refund on Power Demand 
Rate Ordered to User 
Of 7 14-hp. System 


CONCORD, N. H.—lIn a case de- 
clared without precedent in New 
Hampshire, the Public Service Com- 
mission has ordered the Public Serv- 
ice Co. of New Hampshire to make 
reparations of $153.60 to Louis 
Cerier, proprietor of a wholesale 
meat concern in Nashua. 

The amount includes charges for 
electric service for an electric re- 
frigeration plant which was installed 
in 1931, with interest at the rate 
of 6% per year for electricity fees 
from April 1, 1933, to April 1, 1935. 
The dispute arose over a 714-hp. 
motor which has been and now is 
operating the refrigeration plant. It 
was pointed out the  petitioner’s 
active connected load was estimated 
at 71% kilowatts and the load charge 
was made on that basis. Cerier 
claimed in April, 1935, the electric 
company, at his request, installed a 
demand meter which showed the 
active connected load to be 4.3 kw. 
Explaining the case, the Public 
Service Commission said: 

“Electric service is furnished 
under the company’s commercial 
schedule, a two-part rate consisting 
of an active connected load charge 
and an emergency consumption 
charge. The claim for the refund is 
based on the active connected load 
charge. 

“The company claimed that in 
estimating the active connected load 
in this case it followed an established 
trade practice whereby, in the case 
of small motors, one kilowatt of 
demand is taken for each horsepower 
rating of the motor, while an esti- 
mate of demand may vary widely 
from the actual demand as shown 
by the demand meter, it has been 
acceptable to the commission in the 
past as a measure avoiding large un- 


MANSFIELD—Sales of commer- 
cial refrigeration equipment in 1938 
will more than double the volume of 


warranted capital expenditures.” 


Interconnecting Zone System Proves Efficient 
Setup for Denver Mortuary Air-Cooling Job 


DENVER—First mortuary in Den- 
ver to be equipped with an air-con- 
ditioning system using mechanical 
refrigeration is the Hofmann Mortu- 
ary, Inc., in which the local Frigid- 
aire branch installed equipment. 

The system has been installed to 
operate in three zones. The first zone 
includes the small drawing-room 
chapel and adjoining family room; 
the second zone includes the main 


chapel and adjacent family room; 
and the third, the second floor of 
the mortuary which contains six 
slumber rooms, three display rooms, 
and four offices. 


The three zones are controlled 
from a main panel board located 
on the first floor. Switches on the 
board control delivery of conditioned 
air to one zone. Each unit has a 
control switch by which it may be 


turned off separately from the other 
units in the zone, and by which 
only the fan to circulate air may be 
operated. 


Each unit also has an adjustment 
which allows the air coming from 
it to be directed in any of eight 
different directions. 


The system is arranged so that 
only one zone operates at a time 
since, according to Mr. Hofmann, 
there will never’ be any occasion 
when more than one zone will be in 
use at a time. This feature reduces 
operating costs. 


This Is the Fly Wheel 


Tt 1s precision balanced, has fan-shaped spokes; tts 


weight insures even, vibrationless performance. Another example of the essential quality 


delivered by Mills Modernized Refrigeration. 


Mulls Condensing Units 


Mills N ovelty Company 


4100 Fullerton Avenue, Chicago, Ill. 
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AIR CONDITIONING AND REFRIGERATION NEWS, OCTOBER 6, 1937 


Czech Household Market Boomed by Armament Program 


Beer Dispensers & Butcher Shops 
Prove Best Fields for New 
Refrigeration Systems 


By John 
COUNTRY of 15 million Czechs, 
Slovaks, Germans, Poles, Hun- 


garians, and Jews surrounded by a 
bunch of powder-keg nations; a land 
where prosperity is booming because 
“we’re arming like devils; and a 
population for whom beer is both 
food and drink—that’s Czechoslo- 
vakia. 

“We believed and trusted in the 
League of Nations until we saw 
Japan invade Manchuria, and Italy 
gobble up Ethiopia. That jolt woke 
us up!” declared one Czech. “Waking 
up” meant this country chose an 
armament program as a more reli- 
able defense than sanctified league 
treaties. 

Before the war the standard of 
living was very low and the rich class 


limited. But after independence was 
proclaimed in 1918, the general situ- 
ation changed. Land was taken from 
the vast holders and given to the 
farmers. Money which formerly went 
to Austria remained in Czechoslo- 
vakia. 

Then the Depression and_ the 
League combined about the same time 
to make times miserable for Czecho- 
slovakia. The local population could 
not absorb the many manufactured 
products, so the factories closed, un- 
employment rose to one million. And 
the people began to wonder if they 
would be at the cross-roads of the 
next war. Surrounded by such coun- 
tries as France and Germany, Aus- 
tria and Poland, Russia and Italy, 
they hear insults hurled on all sides. 

So the country embarked upon an 
armament program which, combined 
with plenty of foreign orders for big 
guns, started this highly industrial- 
ized country to humming at increas- 
ing speed. Factories reopened and 
building programs got under way. 


Such plants as Skoda, the Krupp of 


Strohm 


Czechoslovakia, turned out muni- 
tions in vast quantities. (While the 
writer was quaffing beer and talking 
refrigeration in fair Bohemia, Skoda, 
which also manufactures big refrig- 
eration plants, dragged down a fifty 
million dollar order to furnish muni- 
tions to China. (“Skoda” in Czech 
means “too bad.’’) 

As the world economic conditions 
improved, the purchasing power of 
the people rose steadily. Unemploy- 
ment dropped to 350,000. And with 
the increase in living standards came 
a desire for the more refined life such 
as the people hadn’t enjoyed in 
centuries of domination by foreign 
countries. 


VACATIONS FOR ALL 


By government order all laborers 
now get an annual vacation of 10 
days with pay while office workers 
get three weeks. They receive old 
age pensions, and are protected by 
sick benefit insurance which provides 
free medical treatment for the work- 
man and his entire family. 

The government is based upon 
lines similar to our own with a 
president and a parliament. (Their 
independence was proclaimed from 
the same Philadelphia hall where the 
U. S. got its start. Our thanks: 
Prague has a Wilson station and a 
Hoover street.) 

Although few Czechoslovakians 
think there is danger of an immediate 
war, they are prepared. At $10 each 
gas masks are too expensive for 
many people but every person in a 
city knows what to do in case of air 
raids. A list of the occupants of all 
buildings hangs on the wall with 
instructions for each—like fire drill 
orders on board a boat. Factories 
too have been moved to the interior 
and divided into small units. 


THERE IS ONLY ONE MEANING TO 


nous 
yer WRERAITA 


No. | 


It's not even a trade secret... the 
number of new refrigerators coming 
out with Cutler-Hammer Control as 
standard. The vote has been cast; it is 
heavily in favor of Cutler-Hammer. 

The real significance for the service 
man is what must have gone on before 
these refrigerators standardized on 
C-H. Think of the facilities the manu- 
facturer has for thorough and exhaus- 
tive testing. Put yourself in his place 
and see what the decision in favor of 
C-H means. 

And what is best for the box is best 


for the service man. That's why more 
_ @nd more service men are standardiz- 


Check These 
Outstanding Features 


@ 4 models meet nearly every 
nee 

@ Famous C-H overload pro- 
tection 

e Dependable C-H_ settings 
stay “set” 

@All wanted advantages: 
cold control; defrost posi- 
tion; adjustable tempera- 
ture and pressure range; 
fits large or small open- 
ings; mounts horizontal or 
vertical; simple connections 


ing on Cutler-Hammer Refrigeration 
Control for Replacement use. It's the 
only control that gives him the stand- 
ard C-H features of design. Write for 
literature. CUTLER-HAMMER, Inc., Pio- 
neer Manufacturers of Electric Control 
Apparatus, 1362 St. Paul Avenue, 
Milwaukee, Wis. 


CUTLER-HAM MER 
= = REPLACEMENT CONTROL & 
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Since the Republic inherited four- 
fifths of the industrial resources of 
the Austro-Hungarian Empire, the 
majority of the people are engaged 
in a highly diversified industry. The 
remaining two-fifths are agricultur- 
ists raising grain, potatoes, sugar 
beets and hops. Leading industries 
are coal mining, forestry, sugar re- 
fining, metallurgy, and manufacture 


of glass, porcelain, leather goods, 
linen, cotton, and woolen textiles, 
furniture, imitation jewelry, wood 


pulp and paper, musical instruments, 
and toys. 


U. S. IMPORTS TOTAL $28,500,000 


Imports from the United States in 
1936 amounted to about $28,500,000 
and consisted mainly of raw cotton, 
non-ferrous metals, petroleum prod- 
ucts, fresh and dried fruits, resin, 
machinery, office equipment, min- 
erals, chemicals, wooden wares, and 
automotive vehicles. 

Exports amounted to about $28,- 
000,000, chief items being linen goods, 
gloves, glassware, leather shoes, 
malt, imitation stones, woolen goods, 
cotton goods, burlap, hides, and but- 
tons. The U. S. stands second in 
trade with Czechoslovakia with 7.6% 
as compared with Germany’s 19%. 

Both local manufacturers and 
foreign importers found the refrig- 
eration market excellent at present 
and saw a substantial and steady 
increase in business for the future. 

The big volume of business, prob- 
ably 85%, is in the commercial field 
with butchers’ cooling and beer dis- 
pensing equipment the best sellers. 

All refrigeration men estimated the 
butchers to be their best customers; 
yet a commercial paper says only 
10% of them are using electrical 
cooling equipment. Butchers are good 
buyers because they make their own 
sausages and cure their own hams— 
Prague sausages and hams have a 
real name in the meat-eating world. 

In Bohemia, the home of the 
famous Pilsen brew where they drink 
beer like water, it is only natural 
that beer dispensers should be a 
necessity. But manufacturers must 
add more than the two taps with 
which most American jobs are equip- 
ped. They use an average of six 
taps to dispense shades from light 
to dark, and five to 15% alcoholic. 
In century-old buildings, monasteries, 
and beer halls the people go the year 
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1 Small volume displacement per unit of 
refrigeration permitting the use of 
small, compact equipment. 

2 Not corrosive to ordinary equipment. 

3 Operates at positive pressures, even at 
sub-zero temperatures. 

4 Fast cooling and quick freezing. 

5 Gives controlled low temperatures 
easily and efficiently. 

6 Thermally stable and does not decom- 
pose at any temperature existing in the 
refrigeration system. 

7 Has low head pressure, adaptable to 
air-cooled condensersand light-weight 
equipment. 

8 Economical of power. 

9 Handled, serviced with ease. 

10 Easy to “hold’”—comparatively low 
leakage. 

11 Easy to engineer—no unusual design 
problems. 


ARTIC—the iictnend 
Refrigerant for Service Work 


E. I. Du Pont de Nemours & Co., Inc. 
The R. &H. Chemicals Dept., Wilmington, Del 


Continued Peace Is Key to Progress in Czech Sales 


Czechoslovakia, busy industrial democracy at the “crossroads of 
Europe,” is an active market for refrigeration equipment at present, 
and an even better potential market if Europe will stay at peace, 


reports John Strohm, 


world-touring journalist, who has been writing 


for AIR CONDITIONING AND REFRIGERATION NEws on market possibilities 
in the various countries he has visited. 


Mr. Strohm explains the nature of the Czechslovakian market, 
and gives the viewpoints of Czechs who are playing a leading part in 
the distribution of refrigeration equipment. 


around, take their lunch, buy mugs 
of beer. 


COMMERCIAL MARKET GOOD 

Cooling equipment for restaurants, 
hotels, and dairies are good sellers. 
Ice cream at present has a slow 
market. It is made by small dealers 
who for the most part use the old 
cracked ice freezing methods still 
used down on the farm, when com- 
pany comes for Sunday dinner. 


Although household refrigeration 
only got its real start during the 
past two years, there are now about 
3,000 household units in use, ranging 
in price from 2,500 to 8,000 crowns. 
(1 crown = 3% cents.) 

But now since its advantages have 
been realized and economic condi- 
tions warrant it, building contractors 
are installing it in all new buildings, 
apartment houses, and such. Frigid- 
aire, Tatra and other manufacturers 
report many such installations re- 
cently with central refrigerating 
units servicing the built-in boxes. 

The old houses, as one man said, 
“don’t even have bath tubs or W. 
C.’s—let alone electric refrigerators.” 


USE OF ICE NOT COMMON 


The people are not yet entirely 
sold on the idea of refrigeration 
since even the use of natural ice 
has never been common. “In America 
people sell themselves; but here they 
don’t think they need it,” voiced one 
dealer. 

The demand for household units is 
growing steadily, however, and re- 
frigeration men forecast a big future 
within the next few years. Govern- 
ment and cities are encouraging its 
use through education, reduced elec- 
trical rates, and installation in gov- 
ernmental institutions. 

The biggest drawback to refrig- 
eration progress is the highly protec- 
tive import duties which range from 
375 to 3,000 crowns per 100 kilos. 
Duty on compressors, valves, coils, 
motors, and thermostats is roughly 
$6 per 100 pounds while on steel 
cabinet units it is as high as $48. 
Consequently, importers bring in only 


MODERN. 


to the last detail / 


—these improved 
refrigerator doors 


O many engineering im- 

provements have been fea- 
tured in the new ACE “Loxit” 
Hard Rubber Assembly units 
—doors, rails, jambs—that our 
large production facilities have 
been taxed to keep pace with 
the demand of manufacturers of 
display refrigeration cabinets. 


Among these advantages— 
reduction of air leakage— 
lighter weight with greater 
strength—shock absorbing 
jambs — quiet roller bearing 
action—all with no increase 
in cost. 


Complete range of door sizes 
for every cabinet type. Storage 
and service doors, glazing 
strips, trim, etc. 


Manufacturers: write for 
complete details and prices to 


AMERICAN HARD RUBBER CO. 
11 Mercer St., NewYork, N.Y.—Akron, 0. 
111 West Washington St., Chicago, mM. 


ACE 


“LOXIT” 


PATENTED 


DOORS 


necessary mechanical parts, build the 
cabinets here. 

Negotiations for a trade agrec- 
ment between Czechoslovakia and 
the U. S. are now being carried o1 
with prospect of a lower duty on 
refrigerators and their parts. This 
would also include automobiles, tie 
duty on which is 200%. 

Immediate needs in refrigeration 
include cooling systems for transpor- 
tation units, and storage rooms for 
vegetables and fruits. It is estimated 
Czechoslovakia loses between 350 
and 350 million crowns annually be- 
cause she has not adequate cold 
storage rooms for. storing her 
produce and must buy from other 
countries in the winter. 

Czechoslovakia is highly electrified 
with all villages of 100 and up having 
access to electric power. Rates are 
relatively high, averaging 1.80 
crowns or about 6 cents per kilowatt 
for commercial use. 


REDUCED ELECTRIC RATES 


Just recently the Prague municipal 
plant reduced rates from 2.70 to .80 
crowns on all current used for re- 
frigeration, cooking, washing, and 
ironing. And in a campaign to in- 
crease current consumption, they are 
promoting the all-electric kitchen 
with a power rate of .40 crowns. 

The market for air conditioning 
is “just opening up” with several 
installations in hotels, sanitariums, 
and cafes. But it will never attain 
a great sales volume, refrigeration 
officials predict. 

Obstacles holding back the sale of 
air conditioning are: 

(1) Winter is six months long, 
and other seasons are relatively cool 
with none of “your American dog 
days”’; 

(2) Price is prohibitive; 

(3) People don’t know what it is; 

(4) Existence of cold water in 
areas where air conditioning would 
most likely be sold, that is, the 
mountain regions where such famous 
health resorts as Carlsbad are lo- 
cated; 

(5) Electric current rates are high. 


10 CZECH MANUFACTURERS 


There are 10 manufacturers of re- 
frigeration equipment in Czechoslo- 
vakia, with five more making a few 
boxes a year, and three who import 
their units and assemble here. 

Frigidaire imports all mechanical 
parts and builds cabinets here, leads 
in the sale of domestic units, and 
runs close competition with Tatra 
in the smaller commercial line. 

Tatra and Horak Bros. are the 
sole manufacturers of compressors 
although they import their controls 
from the States. 

Praga Works imports Westing- 
house household. units, and along 
with Skoda manufactures the bulk 
of the big ammonia plants. Erste 
Brunner, Mraz, Coburg, and Eta 
specialize in commercial jobs. Elec 
trolux is imported from Sweden, 
Norge and Curtis from the States, 
and Linde from Germany. 

Frigera, Ltd., Kralovska 67, Praha 
(Prague), which holds the franchise 
for Frigidaire, controls about 35-40% 
of the total refrigeration business in 
Czechoslovakia, exclusive of the big 
ammonia plants, according to A. 
Mrna, sales engineer. They iead in 
the sale of household units, «ithough 
three fourths of their business volume 
is in the commercial field. 

Since the duty is so prohibitive on 
metal cabinets, they import omly 
about 10% of the complete America? 
cabinets—for those customers “Wh? 
want the genuine American article 
and are willing to pay the differ 
ence.” 

They point to the service they 
give, their low profit, the fact yee 
sell quality, and have sales an 
dealer organizations coverilg the 
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Czech Viewpoint on 
Import Possibilities 
Outlined by Dealers 


(Concluded from Page 12, Column 5) 
coutry as reasons for controlling 
suc: @ volume of business in com- 
petition with manufacturers who can 
undersell -them. 


Frigera Has Sold about 
7,000 Compressors 


Their combined commercial and 
nouschold installations total 4,000 
whic: means they have about 7,000 
Frigidaire compressors in use. Ac- 
cording to Mr. Mrna’s belief, no 
other country in continental Europe 
nas sO many big units as the 18 
4-cylinder compressor installations 
Frigera has made, 14 in butcher 
shops and two in dairies. 

Frigera is making an_ especial 
effort to educate small ice cream 
dealers to use electrical freezing 
cabinets. They recently held a dem- 
school for restaurant 
cafe owners, showing them why 
freezing With electricity is cheaper, 
more sanitary, and quicker than their 
present methods. The campaign is 
pringing results in increased sales. 


“Several years of planning in air 
conditioning are just beginning to 
pear fruit,” according to Mr. Mrna. 
To date most of their sales have 
been through ventilation firms who 
have had the contracts for govern- 
ment buildings and institutions. 
They predict the best air-condi- 
tioning market will be in hospitals, 
sanitariums, and the many spas for 
which Czechoslovakia is famous. 
Frigera, Ltd., has been established 
10 years with a sister firm selling 
General Motors cars and the German 
Opal. As a sideline they make ma- 
chine gun parts in their factory— 
the writer couldn’t be shown that 
part. 


Tatra Makes Cooling Units; 
Also Autos & Railway Cars 


Refrigeration business shows a 
one hundred percent increase this 
year for Ringhoffer-Tatra-Werke A. 
G., although it is but a sideline for 
one of the biggest industrial organi- 
zations in Czechoslovakia which man- 
ufacturers automobiles, refrigeration 
plants and railroad cars in five fac- 
tories, with 7,000 men on the pay- 
roll, 


According to Refrigeration Man- 
ager Karl Bohm, Tatra is the largest 
manufacturer of refrigeration in the 
country, 90% of its business being 
in the commercial line. The company 
started making units in 1931 and 
last year sold between 600 and 700. 
It also does an export trade with 
the Balkan countries, mainly Rou- 
mania, 

Sales to butchers are greatest, 
closely followed by restaurant and 
beer cooling installations. Ice cream 
freezers are just beginning to sell. 
In attempting to wean the confec- 
liners away from old methods, Tatra 
has developed a standard job with a 
‘apacity of 10 gallons of cream a 
(ay, run by a half-horsepower com- 
pressor, 

Recently installed is a special job 
NM an iron factory—a $2,000 beer 
‘oler and an 80-foot table. The 
management there spends $35 daily 
0 cool off hot employes with cold 

er, 

Mr. Bohin doesn’t think American 
manufacturers can compete in com- 
mercial units with local manufac- 
lurers who have the advantage of 
bing on the home ground. 
ae ever, as the biggest railway 
~~ manufacturer in central Europe, 
hes established organization with 
ite yY of capital, Tatra is highly 
: a in getting in contact. with 
—. manufacturer of air con- 

ning in the U. S., with the pos- 


— & partnership might be 
— for distribution to central 
rte “The market in Czecho- 
‘ la is not bi , bu ening up,” 
he declare. - ie di 
And if his 

Mutual ba. “e company could find a 


some of cooperation with 
Ce, American firm, he believes 


darnevaicia could be made a 
Cranie ine center. Tatra has the 
Socom man power and capital 
gram yd ‘o put over such a pro- 
may Feng interested manufacturer 
De Ri ite to Karl Bohm, Direktor 
Stefar enotter-Tatra-Werke A. G., 


Financing Is Big Need, 
Says Wm. Janak 


Wm. Janak, Libus, Czechoslovakia, 
is now carrying on experiments in 
quick freezing to meet a need which 


is costing Czechoslovakia an esti- 
mated 12 million dollars annually. He 
is now buying and freezing strawber- 
ries, plums and other fruits on a 
small scale, selling them during the 
winter and spring. He predicts a 
great future for quick freezing 
methods and cold storage rooms. 


But the crying need at present 
is financing companies. Importers 
must pay in advance, and the banks 
are too conservative for anything 
out of the established order. ‘The 
market for refrigeration is good, and 
opportunity is here; but money is 


lacking,” he asserted. 


He advanced the opinion that it 


was impractical to manufacture com- 
pressors in Czechoslovakia until mass 
production arrives. The Czech manu- 
facturer can never hope to compete 
in quality and price in a _ small 
series with American products. 


As an example he said the biggest 


local manufacturer would not make 
more than 500 compressors which 
would be split into several different 
sizes. A big company will not bother 
with such a small order of castings, 
and a small producer turns out such 
inferior work that 50% 
rejected because of leaks. 


must be 


Until mass production arrives, he 
thinks it would be better if refrig- 
eration manufacturers imported the 
compressors from the States and 
made the base, condenser, and re- 
ceiver here. 


The market for ice cream is poor 
because the local ice cream is only 


frozen ice, so cold it has a reputation 
of being unhealthful. He believes 
there is a potential market for an 
American ice cream, as he has ex- 
perimented with a cream containing 
14% butterfat and an_ increased 
latent heat. 


He believes an organization making 


such cream with the cheap materials 
available could sell dispensing cabi- 
nets to the dealers with the promise 
they would pay for themselves in 
a short time. But those with initiative 
and those with 


have no capital 
capital -are too conservative. 


Mr. Janak would like to see a very 


small compressor on the market with 
which to run a two cubic foot refrig- 
erator. That is as big as people want 


now, he says. Electrolux sells units 
of one cubic foot capacity, but they 


are too small and too expensive to 


operate. 


Brunner Tells Problems 
In Servicing Units 
“The biggest difficulty connected 


with the sale of commercial refrig- 
eration in Czechoslovakia is the fact 
that service must be carried out by 
the manufacturer himself,’’ according 
to the refrigeration manager for Erste 


Brunner, manufacturer of commer- 


in Brunn, Czechoslovakia. 


States. 


parts from the factories,” 
plained. 


stalled 


Slovakia. 


fathers did before them. 


“As far as we can judge the mar- 
ket in this country for commercial 
refrigeration plants is for a long time 
to come not saturated, but business 


who will be in a position to come 
up to individual requirements and 
who can keep up local service in 
every respect,”’ the engineer asserted. 


Erste Brunner started manufac- 


as 1887. In 1934 they started making 
air and water cooled automatic 
plants on the basis of methyl chloride 
for industrial purposes. Aggregates 
with capacities of 300 to 14,500 calor- 


f . 
mie 45, Praha XVI, Czecho- 


ies per hour are manufactured for 
all purposes, 


Poor Materials in U.S. Parts 
Criticized by Mraz 


Although they do not now make 
household refrigerating plants be- 
cause “the demand is too small,” 
they intend to go into this line when 
the market warrants it. 

The only kick on American prod- 
ucts comes from Ing Mraz of Chocen, 
Czechoslovakia, manufacturer of 
commercial refrigeration and _air- 
planes. He declares he is getting poor 
products from the States, such as 


“They. corrode because of poor 
material, and also show poor work- 
manship. We find Swiss products 
much better,” he said. 


He also complained U. S. compa- 
nies have no representatives or stock 
here, which entails long delay. 

Practically all of his business is 
in the commercial lines since do- 
mestic refrigeration is too expensive 
for the people. “A 160 liter cabinet 
now sells from 4,000 to 5,000 crowns 
—when it sells for 2,000 crowns 
people will buy it,’’ he asserted. 


for Bata, international shoe manu- a 
facturer, which attains a temperature _ 
of 75° C. below zero. It is used for 

making synthetic rubber for tires. 


Another special appliance he has 
worked out is for town markets in 
the Balkan countries, particularly 
Bulgaria. In Balkan cities farmers 
bring their products to a central 
market where housewives do _ the 
buying every morning. Mraz has 
drawn up plans and made a system 
of cold rooms beneath the surface 
of the market to supply cheese, 


automatic expansion valves, switches, The commercial market he finds | meats, and milk to the selling rooms 


and thermostats. 


good. He has made a special unit 


on the surface. 


eS 


A 


bi i aa 


THE BRONZE BEARING FOR THE 
PISTON WRIST PIN IS ACCURATELY. 
DIAMOND BORED TO INSURE PERFECT 
LIGNMENT AND MINIMUM WEAR: 


cial refrigeration and steam turbines, 


“And there are no service men 
just around the corner as in the 
Service men do not exist 
because they do not receive spare 
he ex- 


He pointed out selling of refrig- 
eration plants was connected with 
considerable risk when they were in- 
in out-of-the-way places in 
the mountains of in sanitariums in 


“Another drawback is the lack of 
standardization in commercial cases, 
and the necessity of making a case 
two inches longer or shorter to fit 
the customers’ needs. People here are 
not so progressive; they want equip- 
ment which will fit in with the way 
they have been doing for years, and 
the way their fathers and grand- 


will be possible only for such makers 


turing refrigerating plants as early 


do. 


Brunner construction and range of models, comprising 47 Condens- 
ing Units, air and water cooled for practically all refrigerating and 
air conditioning applications. Full information for quick reference 
in the Brunner Refrigeration Catalog. . . . Your copy will be mailed 


of 


, 


Just a detail? Of course it is. Yet upon the precision and durability 
f of the piston pin and bearing depend to a large degree the life of 
the refrigerating compressor. Here is an element taking a consider- — 


This explains. why the Brunner engineering specifies a hard ; i 
bronze alloy at this vital point, and extreme accuracy of boring i 
and alignment. ee ee Just listen to a Brunner snap “on” and quietly ea : 
|  purr—whether it's new or many thousand tons of refrigeration old. iw : 
Extremely quiet! Naturally this means less wear and tear, greater 

serviceability. ee ee You'll be interested in a detailed study of the 


promptly on request. Brunner Manufacturing Co., Utica, N.Y., U.S.A, 
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Time Payment 
Terms 


AJOR development in the 
M appliance merchandising 
business this fall has been the 
recent decision of finance compa- 
nies to shorten terms and increase 
down payments. 


Gloomy prophets have _ been 
predicting dire consequences for 
this move. They say that terms 
should even be extended to longer 
periods next year, to offset the 
higher prices which rising costs of 
labor and materials will force. To 
prevent a possible buyers’ strike, 
they reason, the monthly payments 
should be kept smaller. 


Dealers Themselves Favor 
Shorter Terms 


It is true that a large proportion 
of low-income-bracket prospects 
for elec.rical appliances are in- 
clined to ask—not “how much ?’’— 
but “how .nuch down, and how 
much a montn?” Nevertheless, a 
look at some of the resolutions 
passed by dealer associations in 
recent months would indicate that 
the men who actually sell these 
appliances to the public have little 
or no fear of the consequences of 
tightened instalment credit. 


Groups of “big dealers,” notably 
the National Retail Furniture 
Association and the National 
Retail Dry Goods_ Association 
(department stores), have gone 
on record this year as urging the 
adoption of shorter terms. 
associations, city dealer leagues, 
and special committees of dealers 
and distributors in many localities 
the country over have added their 
demands for saner credit. 


Loss of Volume Not 
Feared by Dealers 


It is obvious that this feeling 
would not be so unanimous if 
dealers feared that shorter terms 
would cost them money. Against 


State | 


The unpaid balance, 


regulated instalment sales on a 
that wild financing, and even well- 


| 


36 or 40 months basis, is hurting © 


their business. 


As one dealer put it not long 
ago: “It’s not too hard for a 
dealer to make money his first two 
years in business. But it’s the 
third year that wrecks so many 
of them—largely because they 
have got themselves out on a limb 
on long terms.” 


For two or three years price 
competition was bitter in the 
household refrigeration business. 
Once that situation got under 
better control, the competition in 
terms began. Next, no doubt, the 
chiselers and throat-cutters will do 
their disheartening work in terms 
of trade-in allowances. 


Entire Industry Moving 
Toward Clean Merchandising 


But slowly and surely, appliance 
dealers, distributors, and manufac- 
turers are moving toward the goal 
of a completely clean business, a 
business with both volume and 
profits, as well as customer satis- 
faction. 


Working in this direction, the 
National Association of Sales 
Finance Companies has decreed 
that terms on_ refrigerators, 
ranges, and water heaters be 
shortened from the prevailing 
period of 36 months to a maximum 
of 30 months; dishwashers, ironers, 
and washing machines from 36 to 
24 months; radios and vacuum 
cleaners from 24 to 18 months; 
self-contained air-conditioning 
units, 30 months. 


In every instance, a down pay- 
ment of at least 10% of the retail 
price is required. 


Instalment Sales Volume 


Is Not Increasing 


One indication that shorter 
terms may not seriously affect 
appliance sales volume comes in 
the fact that instalment sales 
have not increased notably, despite 
the unusually attractive terms 
which have been offered in recent 
years. 


Speaking before a meeting of 
the National Association of Sales 
Finance Companies at the Stevens 
hotel in Chicago last Thursday, 
President Henry Ittleson of the 
Commercial Investment Trust Corp. 
pointed out that instalment paper 
now out is less than the volume 
recorded in years immediately 
preceding the depression. It is 
considered anything but excessive. 


Mr. Ittleson noted that the out- 
standing consumer instalment debt 
as of Dec. 31, 1936, is approxi- 
mately two billion dollars, which 
is less than 3% of the estimated 
national income this year, and is 
less than 5% of the estimated 
retail sales for 1937. 


Outstanding Time Paper 


Stays at Modest Figure 


Furthermore, this debt of two 
billion dollars consists of approxi- 
mately 10 million separate notes. 
averaging 


close to $200, is in the form of 


notes “given in partial payment 
for some family purchase, some 


family good, toward which every 


_ normally 


the possibility that shorter terms | 


may reduce sales volume, these 
dealers have weighed the actuality 


working member of the family 
contributes until the 
debt is liquidated. 


Retail credit extended in 1936 
was two billion dollars short of 
the 1929 volume. It is also re- 
ported that early estimates show 
a decline in instalment sales thus 
far in 19937. 


{ 
} 


Long Terms Have ‘Nuisance 


Value’ to Chiselers 


Long terms are not desired by 
the average dealer because he 
thinks they will help him sell more 
appliances; rather, they are de- 
tested as a weapon with “nuisance 
value” to chiseling competitors. 


Hence the recent decision of the 
companies which handle instalment 
paper to put terms on a more 
business-like basis is being wel- 
eomed by all and sundry in the 
appliance business. 


Machines for 
The Salesman 


CCEPTED generally for a 

long time has_ been. the 
dictum that mass production and 
advertising go hand-in-hand, that 
each makes the other possible and 
economical. 


However, it has remained for 
Clark Wilmot, account executive 
for Brooke, Smith & French 
advertising agency, to state this 
theorem in dramatic terms which 
every salesman and dealer should 
well understand. Speaking before 
the first convention of Bendix 
home appliance distributors, Mr. 
Wilmot said: 


“Machines increase the produc- 
tivity of the worker; advertising 
increases the productivity of the 
retail salesman. Just as machines 
give the laborer a hundred hands, 
advertising lends the salesman a 
thousand voices. Were it not for 
advertising, the salesman could 
not keep pace with the laborer and 
warehouses would be glutted with 
unsold merchandise. 


John Patterson Dictum 


In Mass Production 


“Advertising is simply putting 
into mass production John Patter- 
son’s ‘one best way of telling,’ 
the so-called canned sales talk.” 


Sometimes dealers and salesmen 
are inclined to begrudge the 
tremendous amounts of money 
which their factories spend on 
national advertising. They would 
rather see it returned to them in 
the form of longer discounts, or 
bigger commissions. 


Advertising Reduces Number 


Of First Calls on Prospects 


But every salesman who has 
ever borne a grudge of this nature 
in the back of his mind should be 
able to see the point of Mr. Wil- 
mot’s elucidation. 


Advertising gives the salesman 
“a thousand voices.” It carries his 
story into homes at ridiculously 
low cost per call, thus helping 
him over the first and biggest 
hurdle, that of getting inside the 
door. Advertising reduces’ the 
number of calls necessary to sell 
the prospect—thus saving his time 
and increasing his productivity— 
by doing his “pre-approach and 
“approach” for him. 


LETTERS 


Specifications of 


Air Conditioners 


Robert T. Gidley 
Architect 
3637 Maplewood Ave., Dallas 
Editor: 

Do you have a copy of ELEctrICc 
REFRIGERATION News giving specifica- 
tions of air-conditioning equipment 
available, and if so, what is the price? 


I know that you usually bring out | 


such an issue early each summer. 
I am not interested in electric refrig- 
erators but in air conditioning only. 
However, if it is impossible to get 
these specifications separately I would 
have to buy them together. I am 
interested in air-conditioning equip- 
ment of all types and I am particu- 
larly interested in the small, room- 
size conditioners. 

Also will you please give me the 
address of the Air Conditioning Manu- 
facturers Association so that I may 
get in touch with them in the matter 
of getting price lists. 

R. T. Giviey. 

Answer: Specifications on summer 
and winter air-conditioning equipment 
were published in the July 29, 1956 
issue of ELEcTRIC REFRIGERATION NEWS. 
Price of this issue is 25 cents per 
copy. Specifications for this year 
have not been issued. 

The Air Conditioning Manufacturers 
Association headquarters are at 915 
Southern Bldg., Washington, D. C. 


Bound Volumes of 
The News 


United Supply Co. 
207 N. 16th St. 
Omaha, Neb. 

Editor: 

We have kept copies of Air CoNpI- 
TIONING AND REFRIGERATION News in the 
binder which you people sell. We are 
wondering what kind of a proposition 
you have on binding these up in a 
permanent binder. Would appreciate 
hearing from you regarding the same. 

AusTIN JoNgs, Sales Mgr. 


Answer: You may obtain perma- 
nently bound copies of AIR COoNDITION- 
ING AND REFRIGERATION News in the 
form of bound volumes with either 
paper board or cloth and leather 
covers. Each volume contains issues 
for four months, volumes starting 
with the first issue of January, May, 
and September. 

Paper bound volumes cost $3 each 
and cloth and leather $5. These prices 
are f.o.b. Detroit. 


Distribution of 


Kilfrost in America 


Master Machinery Ltd. 
Igloo Building 
103-111 Bathurst St. 
Toronto, Can. 
Editor: 

We noticed in your issue of Sept. 1 
that you had made an answer to an 
inquiry regarding Kilfrost, the Eng- 
lish preparation for preventing for- 
mation of ice on refrigeration coils, 
giving as the distributor, B. Trudel ‘& 
Co., Montreal. Our company here in 
Toronto is Canadian distributor for 
Kilfrost, and Armco International, 
New York City, is distributor for the 
United States. We thought that the 
correct information on this matter 
might be of interest to you. 

G. M. Morrison, Manager. 


Jobber Wishes He Had 
Space in Red Book 


Refrigeration Service, Inc. 
3109 Beverly Boulevard 
Los Angeles, Calif. 
Sept. 30, 1937 
Publisher: 

The copies of the Rep Book, about 
which you wrote me recently, arrived 
this morning and are being mailed 
out this afternoon. 

The copy of the book addressed to 
us is the first one I have seen, and 
I feel that you are to be congratulated 
upon its appearance and value to 
those who are to receive it. I only 
wish our company could have afforded 
some space in this book, and hope 
that we may be able to purchase 
some in one of the future editions. 

Should you wish to have us mail 
additional copies of these, please do 
not hesitate to send them along. 

L. P. Rotu 


Sears Roebuck Finds 
Red Book Useful 


Sears, Roebuck & Co. 
Chicago, Ill. 
Sept. 30, 1937 
Publisher: 

We have received our copy of the 
1937 Rep Book and wish to thank you. 
This book is proving very helpful and 
interesting. 

We would greatly appreciate re- 
ceiving any additional literature that 
you may issue. 

Mrs. H. R. OcraM, Librarian. 


Wants More Catalogs 


On Refrigeration 


Russell W. Lewis 
177 East 8th St. 
Chillicothe, Ohio 
Sept. 20, 1937 
Dear Sirs: 

Received my copy of Rep Boox. I 
think it is great. Will appreciate any 
further literature or catalogues, many 
thanks for the above. 

R. W. Lewis 


_the development of your © 
in bringing out a French =dit 


Jobber Believes Red 
Book Policy: Is Good 


White & Shauger, Inc. 
Plumbing, Heating, and Electrica) 
Supplies, Refrigeration and Oil Burp. 

ing Accessories 
435-439 Straight St. 
Patterson, N. J. 
Editor: 

We have just received your issy, 
of Master CaTALoc or AiR CONDITIV NIN, 
AND REFRIGERATION. 

We believe your policy in had jg 
a good one. It will be mutual fo» the 
wholesaler, the manufacturer ang 
yourselves. 

We are now purchasing abou’ 75¢, 
of our refrigeration supplies from 
manufacturing concerns as _iisteq 
therein. 

Your supplementary issues wil] bp 
awaited with interest. 

J. W. Wire 


Red Book Makes 


Catalogs Convenient 


Warsaw Battery & Electric Service 
108 S. Washington St. 
Warsaw, Ind. 
Sept. 23, 1937 
Publisher: 

I was more than pleased when | 
received my copy of the Rep Boox 
I hope more manufacturers and dis. 
tributors take to this method of plac. 
ing their advertising in our hands 
Such a convenient and appropriate 
form of receiving literature will saye 
it from going to the waste basket 
with only a glance, when it shoul 
be saved, because it is never known 
when any particular item may fk 
desired. 

Also, since my last communication 
with you, I have gone in with my 
brother to form the above company 

You have done a great job on the 
News this year. More success to you, 

C. Devore Lerpy 


Master Catalog 
Is Very Handy 


Ed. Friedrich Incorporated 
San Antonio, Tex. 
Sept. 22, 1937 
Publisher: 

We just received a copy of your 
Rep Book, Master CATALOG oF AIR 
CONDITIONING AND REFRIGERATION and I 
believe that this unit should be very 
handy in many _ respects—especially 
so after you have it more complete. 
By that I mean a greater number of 
different firms listed. 

J. A. BrinKoeter, 
Engineering Dept. 


Step in the Right 


Direction 


Harry F. Perissi 
44 Whitehall St. 
New York, N. Y. 
Sept. 30, 1937 
Publisher: 

Thank you ever so much for send 
ing me copy of the 1937 Masts 
CaTaLoG, which I find not only well 
done, but very helpful. It is indeed 
a step in the right direction and 4 
the opportunity is presented, I shall 
be pleased to put forward the sug 
gestion you recomend when talking 
with suppliers. Harry F. PEnissi 


Fine Piece of Work 


Anderson Show Case Mfg. Co. 
321 N. E. Filmore St. 
Minneapolis, Minn. 
Sept. 17, 1937 
Publisher: 

We received your 1937 Master CAT 
Loc, Rep Book. This sure is a fine 
piece of work, we appreciate yo 
sending us one. Thank you 

A. E. ANDERSON 


Institute Congratulates 
French Edition Plans 


Institut International du Froid 
9, Avenue Carnot 

Paris, France os 

Sept. 23, 1937 

Publisher: 
During the absence of Dr. Mauris 
Piettre, who is at present . 
States at the Food Conference ” 
the Massachusetts Institute of Te 
nology, we beg to acknowledge ™ 
ceipt of: Is 
A set of Master Service Manui! 
Nos. 1, 2 and 3 on household eft 
eration; ysl 
A copy of Master Service eo 
No. C-1, the first in a series on ©" 
mercial refrigeration. -, observilé 

, 7 

We are very interested ! endeavor 
jon an 
an “International Edition” ° ee 
Master Service Manuals on CF. 
cial refrigeration. May we expresatif 
congratulations upon this 0 ture 

which will usefully add to litera 
on refrigeration matters. _ Editor 
Dr. H. H. Mooy, Chief 
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At Baker Ice Machine's Get-Together 


Dick Baker (left) and Harry Koontz, purchasing agent, were impromptu 
speakers at the recent annual Baker Ice Machine Co. golf tournament 


dinner. 


Austin Jones of the United Supply Co., Omaha, was the 


candid cameraman who took these pictures. 


Bobo, Miss. Market for 
Refrigerators, Ranges 
Is 100% Saturated 


JACKSON, Miss.—The sales man- 
ager’s dream for every product, 100% 
saturation, has been achieved by 
both electric ranges and refrigera- 
tors in one town and by refrigerators 
alone in a second served by the Mis- 
sissippi Power & Light Co. 

Sale of an electric range last week 
brought 100% range and refrigerator 
saturation to Bobo, Miss., a town on 
Mississippi Power line. Sherard, an- 
other small town in Mississippi, is 
100% saturated on refrigerators— 
and salesmen are now working to 
equal Bobo’s record on ranges. 


Beck & Gregg Adds Three 


Dealer Salesmen 


ATLANTA—Beck & Gregg Hard- 
ware Co., Crosley distributor, has 
expanded its sales organization by 
adding three specialty salesmen who 
will sell lines previously sold by the 
company’s general salesmen. 

Special representatives, trained in 
radio and appliance sales promotion, 
include: J. Q. Forrester, covering 
north Georgia, George T. Laney, 
covering east Georgia, and James C. 
Jenkins, covering south Georgia. 

The new men will assist dealers in 
planning campaigns, training person- 
nel, and will work with them to 
develop a greater sales volume, re- 
ports J. F. Gordy, manager of the 
radio-appliance division. 


Hamady Is Mich. Distributor 
For Invisible Kitchens 


FLINT, Mich. — Hamady Hard- 
ware & Appliance Stores has been 
appointed distributor in the eastern 
half of Michigan, including Detroit, 
for the line of invisible kitchens and 
bar-ettes manufactured by Electric 
Invisible Kitchen Co., Chicago. 

The Hamady firm already has 
opened one appliance store here and 
has completed plans for three similar 
stores throughout the eastern part 
of the state, as well as for a new 
Sales organization and a complete 
display room in Detroit. 


Portsmouth, N. H. Model 
Home Is Opened 


PORTSMOUTH, N. H.—The New 
Hampshire Gas & Electric Co., of 
Portsmouth and Newmarket; the 
Derry Electric Co., of Derry and 
East Jaffrey; the Fred L. Wood Co., 
of Portsmouth; and the New Hamp- 
Shire Air Conditioning Co. combined 
to irstall an electric kitchen, plumb- 
ing : nd heating, and air conditioning 
in Yortsmouth’s new model home, 
oe was recently opened to the 
ublic, 


Methods of Controlling 
Time Sales Outlined 
By Credit Manager 


NEW YORK CITY—tThree rules 
for keeping the granting of credit 
on a sound basis and avoiding the 
after-effects of runaway credit at 
some distant date were laid down to 
members of the Metropolitan Con- 
trollers’ Association on Sept. 23 by 
A. B. Buckeridge, executive manager 
of the Credit Bureau of New York, 
Inc. 

He urged retailers in permitting 
purchases on credit to do _ these 
things: 

1. Sell merchandise, not terms. 

2. Don’t compete on terms. 

3. Whatever plan is selected, get 
a down payment sufficient to bind 
the sale; follow up_ collections 
promptly; don’t sell to credit ‘‘under- 
weights,” and don’t let terms be 
carried so far that they have to be 
carried to fulfillment by the next 
generation. 


LIBERAL CREDIT POLICY 


A store should have a liberal 
credit policy so as to facilitate buy- 
ing by the public, Mr. Buckeridge 
declared—but a liberal credit policy 
does not mean the sanctioning of 
policies which may prove injurious 
to the customer himself, may later 
prove troublesome for the store, or 
lead to heavy bad debt losses. 

“Credit should be extended today 
in the same manner as prior to the 
depression,” he said. “Have a liberal 
credit policy, but counterbalance it 
with a close collection policy. 

“The main contention of credit 
managers throughout the country is 
that terms should be based on the 
life of the merchandise. Where an 
article is out of date six months and 
the terms are 12, the customer loses 
all interest after the six months in 
making payments.” 


COLLECTION PERCENTAGE HIGH 

In permitting the granting of easy 
credit, retailers should not be misled 
by the fact that collection percent- 
ages are at a high peak today, ac- 
cording to Mr. Buckeridge. 

‘“‘We are on a wave of prompt pay- 
ment that has about reached its peak. 
For the past several months there 
has been an indication that the con- 
sistent increases in percentages will 
not be maintained much longer. They 
will, however, maintain a high level 
until a falling off in business, war 
scare, higher taxes, the over-exten- 
sion of credit or other causes tighten 
up the pocket-books of the charge 
brigade. 

“The present station of high col- 
lection percentages and low collec- 
tion losses may mislead us_ into 
thinking that such a state of affairs 
will continue forever. If we go on 
lowering down payments and length- 
ening terms, we may over-sell the 
present goods risks or take on a 
type which is not capable of paying 
promptly.” 


REFRIGERATION TUBES 


Unusually Soft! — 


THE AMERICAN BRASS CO. 


=G Se inal Offices: 


FRENCH SMALL TUBE Branch a 
Waterbury, Conn. > 


New Jersey League 
To Meet Oct. 


ATLANTIC CITY, N. J. — An- 
nual convention of the New Jersey 
Council of Electrical Leagues to be 
held at the Hotel Traymore here 
Oct. 9 and 10 will be attended by 
maintenance engineers, contractors, 
manufacturers’ and wholesale distri- 
butor representatives, electric house- 
hold appliance dealers, and utility 
executives. 

Slated speakers for the first day’s 
divisional discussions on _ lighting 
market development and merchandis- 
ing are Henry G. Clum, Edward J. 
White, and Lee Williams. 

Richard H. Osgood of Newark, 
president of the Essex Electrical 
League, is directing convention ar- 
rangements. 


Heilmann & Bryant Made 
Detrola District Heads 


DETROIT — Otto Heilmann and 
Earl F. Bryant have been appointed 
district managers in the St. Louis 
and Denver territories for Detrola 
Corp., radio and refrigerator manu- 
facturer here, according to Horace 
H. Silliman, director of sales. 


Mr. Heilmann was previously affili- 
ated with the United American Bosch 
Corp. He traveled for this company 
during the past three years in the 
St. Louis territory, and in the eastern 
half of Missouri and southern Illinois. 

Mr. Bryant, who also was asso- 
ciated with the American’ Bosch 
Corp., traveled in the firm’s western 
territory. 


@ Sales resistance to new equip- 

ment, on the part of the tavern 
keeper, evaporates when he tries beer cooled by the Temprite. e The 
perfect cooling, regardless of weather or amount drawn—the correct 
collar—the complete elimination of waste from suds down the drain — 
are most convincing. e Temprite Portable Demonstrator can be rolled 
in to the bar—is ready to serve beer in a minute— enables you to sell 
the easiest, most effective way—by actual demonstration. e Write for 
Bulletin B-1. 


TEMPRITE PRODUCTS CORPORATION 
1849 East Milwaukee Avenue + Detroit, Mich. 
ORIGINATORS OF INSTANTANEOUS LIQUID COOLING DEVICES 


"Distribution 
Check’’ 


“PASS NUMBER” 


"One 38.9°” 
“Two 39.0°” 
“Three 38.95°” 
“Four 38.85°” 
“Five 38.8°”’ 
"Six 38.9°” 


RerRiGeRANT CONTROL, under 

varying load conditions, is 
checked every hour for weeks — 
every 15 minutes for days— every 
5 minutes for hours—to find the 
consistency of operation, and the 
proper valve application. 


The liquid and suction lines are 
tested for size and arrangement— 
the efficiency of the distributor 
header checked—suction manifolds 
and remote bulb applications 
compared and arranged for the 
most efficient control. The ALCO 
engineering department has tested 


Consult an ALCO £& 


* 


Engineered Refrigerant Control. 
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over 200 types and styles of evap- 
orators and coolers. Frequently their 
efficiency and capacity has been 
improved—as much as 25 to 100%. 


The results of these tests have fur- 
nished the dataneededtodetermine 
the correct THERMO Valve appli- 
cation. Every ALCO Engineer and 
Field Representative has an accu- 
rate knowledge of the characteris- 
tics of most standard evaporators. 


Take advantage of their experience 
and information—both laboratory 


and field — 


ngineer for 


ALCO » a tiaras Corea 
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AIR CONDITIONING AND REFRIGERATION NEWS, 


OCTOBER 6, 1937 


SELLING AIR CONDITIONING 


Kansas City Firm Follows Tested 
Appliance Distributing Ideas 
In Air-Condi nditioning Field 


KANSAS CITY—In the ellos of office of Harold W. Falls, manager 
of the Kelvinator air-conditioning department of the Richards 


& Conover Hardware Co., 


distributor 


in western Missouri, 


Kansas, and Oklahoma, hangs a motto that just about sums up 
the department’s business philosophy. 


The motto is: 
around the hive.” 


“The bee that gets the honey doesn’t hang 


What the motto should add, to be a working slogan for the 


Rich-Con air-conditioning department, 
th? 
shouldn’t be sought from flowers - 


just the start of the job. . 


so rare that its cost is higher than 
its market value, and it should fill 
the honeycomb nicely and have 
wax enough around it to keep it 
for a long time. 


PROPER ENGINEERING 


In Mr. Falls’ words, ‘Getting the 
business is important, but it’s just 
as important to engineer the job 
properly and price it so that both 
you and the customer are satisfied 

. he with his installation, and you 
with your profit on the job.” 

Air conditioning is a comparatively 
new venture for Richards & Conover, 
but the company has been in the 
hardware and building supply field 
since 1857, and is well and favorably 
known to business men and others 
in the territory it covers. 

This fact has been an important 
factor in Rich-Con’s success in the 
air-conditioning field, and Mr. Falls 
is the first to admit it. 


NAME WELL KNOWN 

“Our business associations, formed 
by the company over a long period 
of time, bring us into contact w. 
commercial air-conditioning prospects 
we might otherwise never hear 
about,” he says. 

“The Rich-Con name is weli known 
—our reputation for fair dealing has 
been built up solidly—and people who 
have done business with us in the 
past to their satisfaction usually 
come back when they want some- 
thing else that we have to sell. 

“That is true of hardware and 


is that getting the honey is 


building supplies—it’s also true of 
air conditioning. Without the Rich- 
Con name behind us, it’s hard telling 
just what problems we might have 
had to overcome.” 


With its headquarters in Kansas 
City, Rich-Con operates branch offices 
in Wichita and Salina, Kan., and 
Tulsa and Oklahoma City, Okla. The 
air-conditioning department has rep- 
resentatives in all the company’s 
branch offices. 


KANSAS CITY LARGEST 


Largest department is in Kansas 
City, where eight salesmen, two sales 
supervisors, and three engineers are 
on the regular staff. In Wichita, the 
next largest territory, the Rich-Con 
organization maintains four sales- 
men, one supervisor, and an engi- 
neer; in Salina, a _ sales engineer 
handles the whole works; in Tulsa 
there are three salesmen and a super- 
visor; and the Oklahoma City office 
is staffed by four salesmen and a 
supervisor-engineer. 

All Rich-Con air-conditioning sales- 
men start in on a four-week proba- 
tionary period; if they stand the 
gaff through that trying time they’re 
apt to develop into fairly good 
producers, Mr. Falls has found. 


JUDGING NEW MEN 


“We can usually tell, within a 
month, what chances a new man has 
of succeeding with us as an air- 
conditioning salesman,’ Mr. Falls 
says. “If we see he’s not going to 
do justice to the job or to himself, 
we tell him so. Some newcomers get 
discouraged before their probation 
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period is up, and leave of their own 
accord. It’s a kind of work not every- 
body can do well.” 

While the salesmen are on proba- 
tion, and after they’ve become full- 
fledged Rich-Con air-conditioning 
men, they are placed on a drawing 
account of from $15 to $25 a week, 
against which their commissions 


apply. 
COMMISSION SCALE 


These commissions are on a sliding 
scale, dependent more on the way 
the job is sold than what its actual 
selling price (in dollar volume) may 
be. Here’s how the scale runs: 

For jobs sold at list price, the 
commission is 15%; if the salesman 
has to sell at 10% off, his commis- 
sion drops to 12%; if he drops his 
price to 20% off, his commission 
comes down to 10%. On jobs sold 
at more than 20% off list, the sales 
commission is 7%. 

There’s a motive back of the scale. 
It gets the Rich-Con salesman “in 
business” with the company—if he 
sells the job at more profit to Rich- 
Con, he makes more; if he cuts the 
price, his commission suffers not 
only a drop in dollars, but in percent- 
age as well. 


PRICE LAST CONSIDERATION 


As a result, he’s likely to talk 
quality, correct engineering, profit 
to the business man—almost every- 
thing else, in fact—before he tries 
to land the job with the price wedge. 
And that’s exactly what the Rich- 
Con heads want him to do. It’s 
money out of his own pocket if he 
doesn’t. 

So the company’s sales budget 
depends in general on the number 
of jobs sold, and the prices at which 
the salesmen sell them. Sales super- 
vision, however, is figured on the 
Rich-Con budget at between 5 and 
744%. Usually it will scrape the top 
of this estimate rather than the 
bottom, Mr. Falls finds. 


SALARY FOR SUPERVISORS 


Supervisors are on a salary, which 
is figured against a predetermined 
dollar volume quota anticipated in 
the territories they cover. If the 
supervisor in any territory makes his 
quota, he will meet the salary costs 
fixed by the company. After the 
quota is reached, the supervisor gets 
a bonus on all sales made in his 
territory—his reward for bringing in 
“plus” business. 

All of the company’s six engineers 
are on_ salaries—and engineering 
costs mount up to about 12%%. 
Kansas City especially is a red hot 
air-conditioning territory, and com- 
petition is keen—resulting in a large 
ratio of estimates to actual number 
of contracts signed. That keeps engi- 
neering expenses high—and a Rich- 
Con survey and estimate is just 
about as thorough as any you'll run 
on to. 

This 124%,.% is added to the cost 
of all air-conditioning contracts 
landed by the company. It is an 
addition to the company’s regular 
mark-up on jobs, which is figured to 
cover everything but this item. 

Sales promotion expense comes in 
the Rich-Con air-conditioning budget 
at from 3 to 4%—and this, again, is 
lower than it would be if the depart- 
ment were not a part of the larger 
organization, Mr. Falls points out. 
The Rich-Con name itself is a good 
sales promoter, he declares—it al- 
ready means something in its terri- 
tory, and so there’s no need to spend 
money selling it; you can concentrate 
on the product. 


Learning New Tricks from An Old 
Hand at the Game 


In this, the fourth of a series of interviews with firms that have 
made a success in the distribution of air-conditioning equipment, is 
told the story of Richards & Conover, an old-established Kansas City 
wholesale hardware firm that graduated into the electrical appliance 
field and eventually into air conditioning. 


Long years of experience in meeting merchandising problems have 
helped this firm to make its way successfully in air conditioning; othe: 
dealers will find interesting the Richards & Conover sliding scale o° 
commissions for salesmen, the way mark-ups are graded by types of 
jobs, the manner in which the firm has built its air-conditioning sale- 


and service personnel. 


While these interviews with air-conditioning dealers who ar. 


operating profitably run somewhat to the “long” 


side in terms o° 


reading time, the editors believe that by publishing the series at this 
particular time, which is “between seasons” in air conditioning, readers 
will have the opportunity of digesting the information provided, and 


making use of it in their 


planning for the coming year. 


No provision is made in the de- 
partment’s budget for general over- 
head, since this again is something 
that is absorbed by the larger parts 
of the Rich-Con organization. 

The -company’s mark-up practice 
is largely determined by two factors: 
the size of the job, and competition. 


ADD ENGINEERING COST 


On “package” merchandise—room 
coolers—the company’s practice is to 
charge cost plus freight, doubled. 
The “cost” figure represents actual 
factory cost plus a mark-up of from 
5 to 7% as a safety factor. 

On major air-conditioning installa- 
tions — construction-type jobs — the 
company’s mark-up ranges from 40 
to 3314%, depending on the actual 
size of the job, construction or 
operating features involved (or ex- 
pected), and how strong competition 
is for that particular installation. 


‘PACKAGE’ MERCHANDISE 


Out of the mark-up comes sales 
and supervisory expense, general 
overhead, advertising and sales pro- 
motion, profit—everything but engi- 
neering expense. And as_ stated 
previously, the company adds 124% 
to cover that item. 

Of his eight Kansas City salesmen 
—Mr. Falls says they’re apt to have 
come from almost anywhere, that 
there’s no set rule by which you can 
judge their probable values before- 
hand. In general, though, his best 
producers are products of Kansas 
City night school training. 

One of the salesmen is “self- 
trained,” and worked up from the 
Rich-Con service department. 


Two | 


of the men formerly sold _ schoo! 
supplies; one has a father who 
manufactures furnaces; another, who 
works the “class” field, formerly 
was a Cadillac automobile salesman. 
The others had previous experience 
in commercial refrigeration selling, 
with Rich-Con and other companies. 


ALL PROPOSALS CHECKED 


“Our salesmen needn’t be engi- 
neers, nor have an engineering back- 
ground, to succeed for us,” Mr. Falls 
says. ‘Every proposal we send out 
is signed and approved before it is 
given to the salesman. One of our 
engineers takes a job and checks it 
through, from beginning to end.” 

And that isn’t all. On jobs which 
might present special operating prob- 
lems or involve added heat or light 
loads not accounted for in the origi- 
nal estimate, Mr. Falls or one of his 
engineers makes a call “on location’ 
while the installation is in progress, 
just as final check-up and precau- 
tionary measure. 

Mr. Falls had made such a call on 
a job which Rich-Con was putting in 
at Lee’s Summitt, Mo., and recalled 
the incident: 

The air conditioning was part of 
a restaurant remodeling job, and his 
inspection had revealed that in addi- 
tion to the anticipated heat load from 
steam tables, grills, and coffee urns, 
an unanticipated load would result 
from extra-heavy interior and show- 
window lighting. This meant an 
extra strain on the conditioning 
system. 

To relieve this as much as possi- 
ble, he had suggested to the builder 


(Concluded on Page 17, Column 1) 
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Check-up During Installation Period Is 


Precaution that Pays Richards & Conover 


(Concluded from Page 16, Column 5) 
that louvers be placed at the tops 
of the windows, to dissipate most of 
this heat load to the outside. The 
puilder accepted the suggestion, and 
what might otherwise have been an 
yunsa‘isfactory installation was _ set 
right. 
CHECK BACK ON JOBS 

Precautions like this take time 
and _rouble—but if they make the 
customer, contractor, or builder 
realize that Rich-Con is just as inter- 
ested aS he is in the successful 
oper. tion of that job, they’re worth 
every minute they cost, Mr. Falls 
peliev es. 

“It pays to check back on jobs 
during installation, particularly if 
the air conditioning is part of a 
general modernization program, to 
jook for angles just like the one we 
caught at Lee’s Summitt,” he says. 
‘t's the little things, overlooked by 
puyer, Salesman, and designer, that 
often throw the whole system out of 
palance. 


SATISFACTORY OPERATION 


“If you can catch all these angles 
pefore the job is put into operation, 
you can save both yourself and the 
buyer a lot of grief later on. 


“The job must operate satisfac- 
torily—that’s one requirement you 
can’t side-step. The buyer will usually 
meet you half-way if you recommend 
changes in equipment or layout be- 
fore the job is done. After it’s 
operating, though, it’s your baby— 
and if you have to add equipment to 
bring the job up to standard, it’s 
money out of your pocket, not the 
buyer’s.”” 

Rich-Con air-conditioning salesmen 
are given regular training classes 
all the while they’re with the com- 
pany. Sales schools are held three 
mornings a week, from 7 to 8 o’clock. 
Norman Wilson, Rich-Con’s person- 
nel manager, conducts the schools, at 
which regular attendance is required. 

At their meetings, the men study 
factory-recommended sales methods, 
and pick up additional selling slants 
from the experiences of their fellow- 
workers. The meetings are quite 

informal and are designed to be an 

inspirational shot-in-the-arm for 
their day’s work—and to get them 
out in the field early in the day. 


SALESMEN TRAINING 


Sales floor work is rotated among 
the eight men. At present, walk-in 
prospects aren’t plentiful enough to 
make this part of the job a bonus 
“soft touch” for deserving producers, 
so it’s a routine procedure. 

Greatest help in securing prospects 
for air conditioning, Mr. Falls says, 
is the Rich-Con reputation, the con- 
nections the company has made in 
its many years in business, and the 
good-will recommendations of users 
of jobs which the company has 
installed. 

All the company’s business connec- 
tions help the air-conditioning depart- 
ment. Inter-office leads have been a 
major factor in building a live and 
lucrative prospect list; business 
houses which have been buying from 
Rich-Con for years, and those com- 
panies from which the company buys 
its own supplies, usually give the 
company the inside track on air- 
conditioning jobs which they are 
thinking about. 

Only canvassing done by the de- 
partment is of Kansas City business 
houses, to give them the “profit 
story” of air conditioning. 


ROTATE FLOOR WORK 

This “profit story” is a part of 
‘very air-conditioning survey made 
by Rich-Con of commercial prospects. 
It's the most powerful argument you 
‘an use, Mr. Falls believes. Showing 
the business man how air condition- 
Ng more than pays for itself—in 


eee 


more customers, extra sales, bigger 
meals, less time off by employes be- 
cause of illness—and showing it to 
him through the actual dollars-and- 
cents experience of other business 
men... you can’t ask for a more 
convincing story than that, he says. 

Price is still a sticker, Mr. Falls 
finds. The average person hasn’t any 
concept of the cost of an air-condi- 
tioning system. After they’ve used it 
a while, they all say it’s worth the 
price, but it isn’t an easy task to 
convince them of that beforehand. 
Press of competition, and experience 
of others in their business line, still 
is the most potent sales lever. 


‘PROFIT STORY’ IN SURVEY 


Letters from satisfied users, Mr. 
Falls has found, do about as much 
as anything to break down sales 
and price resistance. Especially is 
this true if the ‘booster’ letter is 
from a large company. 

Mimeographed copies of letters 
like the following, from C. T. Thomp- 
son, president of Thompson-Hayward 
Chemical Co., are in every Rich-Con 
man’s portfolio: 

“While the Kelvinator air-condi- 
tioning unit isn’t entirely completed, 
it is working so satisfactorily that I 
can’t help but write and tell you 
of the pleasure that has been ex- 
pressed by our office organization 
over this installation. 


LETTERS BREAK RESISTANCE 


“Never have I known of anything 
that seems to have met with such 
universal approval, and I have noted 
with amazement, over the fourth of 
July holiday period, how many came 
down to the office to work because 
it was more comfortable in the office 
than it was being around out of 
doors, and the same condition pre- 
vails during the evening. 

“If this extra energy to work, to- 
gether with the greater satisfaction 
in their work, keeps up, I am sure 
it has been one of the most profitable 
investments we have ever made...” 


ADVERTISING PROGRAM 


Most of Rich-Con’s advertising is 
direct mail and local newspaper and 
magazine insertions. Two local trade 
magazines, covering the restaurant 
and hotel fields, are used regularly 
by the company. Local newspaper 
space is used occasionally, without a 
set schedule. 

The advertising program is worked 
out by Mr. Falls, and is in direct 
proportion to the amount of business 
which the company is doing. If busi- 
ness is better than anticipated, more 
advertising is used; if it falls off, 
so does advertising expenditure. 

Nearly all sales are made on the 
time-payment plan. The company 
has no definite down-payment rules 
on instalment purchases, but it’s a 
play-safe policy to get as large a 
down payment as possible, Mr. Falls 
says. In most cases, the down pay- 
ment will be about 20%. 


TIME PAYMENTS 


Major factor influencing the com- 
pany’s time-payment policy is the 
credit standing of the purchaser. Old 
established companies can arrange 
payments just about to suit them- 
selves; small business men, whose 
credit isn’t as sound as it might be, 
may be asked to arrange payments 
to suit the Rich-Con credit heads. 

In most cases, however, it hasn’t 
been necessary to ask customers for 
a definite payment, because they 
make the first move toward setting 
up an instalment schedule themselves. 

On all sub-contracted work (elec- 
trical, duct, and plumbing work), 
the company’s practice is to ask the 
customer for cash enough to cover 
this part of the job. Reason for this 
is that sub-contractors usually de- 
mand cash for their work, and by 
obtaining it straight from the cus- 
tomer Rich-Con avoids having addi- 
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tional money tied up in the transac- 
tion for materials and labor which 
it did not directly furnish. 


The company handles all installa- 
tion work itself, except in cases in 
which union labor is required. Then 
union workmen are hired, and are 
supervised by one of the company’s 
own installation experts. 


27 SERVICE MEN 


In its five branches, Rich-Con 
employs 27 service men. Sixteen of 
these men are in Kansas City head- 
quarters, three in Wichita, one in 
Salina, two in Tulsa, and five in 
Oklahoma City branch offices. 


All service men are trained by the 
company. Rich-Con’s service super- 
visor conducts his own training 
schools regularly; he, of course, has 
been factory-trained. Most of the 
service men are old-timers, in point 
of experience; all of them have 
worked up through household and 
commercial refrigeration. The men 
who make the best showing for the 
company in these two fields are 
moved up to the air-conditioning 
service department. 

On major air-conditioning jobs, 
the company usually sub-lets the 
electrical, duct, and plumbing work. 
Estimates are first obtained from 
sub-contractors, and quotations are 
made to the customer—as a separate 
item—after these bids are received. 


SUB-LET DUCTWORK 


On all sub-let contracts, the com- 
pany takes a mark-up, adding it to 
the original bid submitted by the 


sub-contractor before passing it on 
to the purchaser. This mark-up is 
more of a safety factor than any- 
thing else, but it is also a guard 
against later shaving of the overall 
profit on the transaction. 

The company gives a one-year 
service guarantee on all jobs it sells, 
and has set up a service reserve to 
cover anticipated servicing costs. 
This reserve, which amounts to 5% 
of the cost of the equipment, is listed 
as a separate item on the final bid 
and estimate made to the customer. 


2 Mass. Dept. Stores 
Install Air Conditioners 


NEWBURYPORT, Mass. — Join- 
ing the trend towards modern mer- 
chandising methods, two department 
stores here, H. W. Pray & Co., and 
Kray’s, have installed year-around 
air-conditioning systems. 

General Electric equipment, con- 
sisting of a 10-ton system with a 
5-hp. blower fan, was installed in 
the H. W. Pray & Co. store by the 
Lawton Engineering Co. Other 
modern notes in this store include a 
lighting system employing Holophane 
built-in control lens units and lumi- 
line lamps. 

Frigidaire air-conditioning equip- 
ment is installed in Kray’s. A 5-ton 
compressor and 2-hp. blower fan 
circulate the air throughout the store 
through concealed ducts. Modern 
lighting in this store was planned 
and installed by the Grand Rapids 
Store Equipment Co. 


8-Month Household Sales 
315,000 over ’36 Period 


(Concluded from Page 1, Column 3) 

mates by AIR CONDITIONING AND 
REFRIGERATION NEWS. 

The former high sales mark for 
August, 120,700 units, had been 
established in 1935. Last year’s 
August world total was 117,900 units. 


Sales by 15 reporting member 
companies of National Electrical 
Manufacturers Association (Nema) 
also set a new all-time high record 
for August, totaling 126,028 units. 
The previous high total for Nema 
sales also had been set in August 
of 1935, with 109,834 units. 


This year’s world household refrig- 
erator sales estimate, through 
August, shows an increase of 315,000 
units over comparable figures for 
the same period of last year, when 
world sales were estimated at 1,856,- 
000 units. 


World sales of commercial refrig- 
eration equipment reported by 15 
member companies of Nema’s com- 
mercial refrigeration section drop- 
ped to 14,114 units during August, 
compared with 17,726 units for the 
same month last year. 


A large seasonal drop was shown 
in sales of self-contained air condi- 
tioners. World sales during August 
reported by Nema manufacturers to 
distributors and dealers totaled but 
61 units, compared with 1,000 during 
July, the last “hot month” for that 
item. 


B- 
REFRIGERANTS 


bincly 


Do not ask for just any refrigerant, not questioning its 
merits. There is a difference in refrigerants, as you will 
guickly learn the first time you specify Ansul. The indi- 
vidual analysis tag on every cylinder is just one of the 
many extra steps in manufacture that Ansul employs to 
protect that plus quality and plus satisfaction that users 
have come to expect from Ansul Sulphur Dioxide and 
Ansul Methyl Chloride. « Choose blindly no longer. 
Specify Ansul on your next order for refrigerants. 


ANSUL CHEMICAL COMPANY “a & 
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AIR CONDITIONING 


400 Business Men View 
Air-Conditioning Plant 
In Gimbel’s Store 


Air Conditioning Must 
Hold Exact Conditions 
In Test Laboratory 


10-hp. Conditioner Cook 
12-Room House 


ST. LOUIS—Grilled outlets wit, 


DEWEY, Okla.—A complete test- circular and square designed meshes HO 
PHILADELPHIA—More than 400 | ing laboratory for “4 Rasp Bd prc age pectin | ahs nae stall 
- a0 : engineers, architects, and business | maintaining a constant high quality ‘ . System ent 
Baker Tells Why Air Conditioning Is cm attended the dinner sponsored | of their product is a feature of the installed in the home of William tl 
. r by the air-conditioning division of | Dewey Portland Cement Co. in their reseed et —_ —, ee here by Augu 
Profitable Equipment for Use the Electrical Association of Phila- | main plant here. se + Westinghouse iistrj. by th 
delphia to inspect the large air-con- A Westinghouse air-conditioning agg ia ties. sini tee deaaniil & Po 
ditioning installation recently com- system now being installed in this i on a ate he die cones . Cool Roo 
in Modern Bakery pleted at Gimbel Brothers’ store, 9th laboratory by Natkin & Co. it is nly includes a CLS-390 Ww “ulp- fourth 
and Market St. here. believed, will be of material assist- house compressor with an Atte install 
LOS ANGELES—Said to be the / pointed out that bakery Work is | ree eae ain re ee ne a ese cons ty maintain, | ait conditioner. Ducts leading trom J ne 
first complete air-conditioning sys- | likely to be somewhat enervating, |. inion dollars EZ the lar a of — ie Paar ype cn is atmos- | the condenser in the basement up the ine C2 
tem involving all-year temperature | due to the heat and shifts in tem- | it. ty5¢ installed in the United States | pherie conditions as pre-selected, and | Clevator shaft to the second floor ayster 
and humidity control to be installed | perature as ovens are turned on and this g ode Sin tenteiintian ale éen- 4 ag oh a te % rh te ame + atid distribute conditioned air tc the “ d fi 
in a bakery is the installation now | off. This means that the common | Gisi,% 350,000 sq. ft. of floor space, | clans comfortable while engaged in | HOMe’s upper rooms. out in 
in operation in Helms Bakery here. | cold and other such afflictions have penerene Ale all Boy ast at ti wom prc einai tine bag William Eisman, sales representa. P 
Although bakeries have lagged | a higher incidence among bakery em- et the nil ildin Pant ietiiabenh te & is tive of Natkin Co., sold the job, 149 
behind certain other industries in =. ge Page going ay = “ned g- quip TEST UNDER EXACT & te 
air conditioning for control of pro- | vigor application to the job, an . NDITION . H : 
cess and poco air cuaiaenians is | sometimes a sharp reduction in em- Refrigerating capacity of the sys- wp we ; A ies diniied Kluit Directs Sales for — 
declared by many engineers to be of | ploye’s working hours. tem is 1,200 tons, utilizing two : nr i on Ponty’ Airtemp Distributor oe. ; 
more actual benefit to bread making centrifugal refrigerating machines of | cement companies ® section 0 eig’ 7 
processes than to some of the other ELIMINATES SPOILAGE 850 and 350 tons respectively. A total the country, a great amount of their DETROIT—Jack F. Kluit has been show. 
processes for which acceptance of Mr. Helms further explained that | of eight dehumidifiers is used, six | cement eos on in our ae appointed sales manager of th: air. plete , 
air conditioning is of long standing. | establishing humidity and tempera- | located in the sub-basements and ee i “te prt a A °r | conditioning department of Airtemp ee 
Many bakeries use humidifiers to | ture control in storage rooms is a | One each on the third and seventh pt dee i - . aioe Struc- | Construction Corp., distributor of Ms a 
control the humidity and tempera- | Step toward eliminating some shrink- floors. ures, > ro rete nar a 4 man- | airtemp heating and air-conditioning Wi Ye 
ture, and to wash the air entering | age and spoilage for the bakery. For | George R. Conover, managing | 48¢r Of Natkin's “ulsa branch. equipment, according to H. B. Orr, -y “4 
the dough raising rooms. Air enter- the baker using air conditioning can director of The Electrical Associa- “To insure maximum life to such | general manager. ¢ eo 
ing the steam proofing rooms is also | purchase miscellaneous ingredients, | tion, presided and introduced the construction, a sample of every For 10 years Mr. Kluit was con. — 
often washed as well as being con- | raisins, nuts, etc., in larger quanti- | speakers at the dinner. Speakers in-| ‘batch’ of cement that is made is | nected with Smith, Hinchman @ oe 
trolled for temperature and hw- | ties, taking advantage of market | cluded Ellis A. Gimbel, chairman of | moulded into a form and then given | Grylls, Detroit arcihtects and engi- a ry 
midity. These points, however, are | conditions more readily because he the board, Gimbel Brothers, Inc.; | several tests of compression and | neers, and later was associated with 7 os 
about the only ones where a large- | can hold materials until needed. Arthur C. Kaufmann, vice president | resistance. To make these tests ac- | Albert Kahn, Inc., another local — 
scale advance has been made in the Since the price of ingredients is | 29d executive head of Gimbel| curate and comparable, it is neces- | architectural and engineering firm, = oe : 
field of air conditioning bakeries. an important part of the selling | Brothers; Charles S. Leopold, con-| sary that they be made in every | He came to Airtemp Construction _ om 
prices of bakery goods, it is obvious | SUlting engineer who designed and/ case, under exactly the same tem- | Corp. from Detroit-Michigan Stove < 
AIR INGREDIENT OF BREAD that air conditioning helps to cut supervised the installation; and| perature and humidity conditions, | Co., where he was assistant sales 5-ton EI 
Yet bread is one of the few prod- production costs. George E. Whitwell, vice president in | and for this we are air-conditioning | manager of the air-conditioning divi- eral - 
ucts in which air is actually an charge of sales, Philadelphia Electric | the testing room in the laboratories | sion. capacity 
ingredient used in making the INSTALLATION COSTS $100,000 Co. of this company. a of Mrs. 
product. The installation at Helms Bakery Following the talks, those present 70° TEMPERATURE SAL 
The following points outlined by | cost approximately $100,000. It fur- | were divided into groups of 20 and 50% HUMIDITY ’ The 1 
Paul H. Helms, president and gen- | nishes 100,000 cu. ft. of air per | conducted by guides to inspect the nf the mon 
eral manager of Helms Bakery, | minute, and a temperature of 80° | entire system. “For proper results this room . 
should be of assistance to the air- | with 50% relative humidity is Attendance at the dinner included | Must maintain a temperature of 70° yw 
conditioning salesman in selling pros- | guaranteed. The central conditioning | members of The Electrical Associa- | and 50% relative humidity the year 
pective users in the bakery field on | system uses 260 tons of refrigeration. | tion of Philadelphia; the Philadelphia | around. To accomplish this, we are Perfec 
the advantages of air conditioning, There are two bread coolers, each section of the American Institute of installing one Westinghouse 2% -hp. Conditio1 
as they show valuable complete air | of which is served by a separate | Architects; and the local section of | Compressor, in conjunction with a Frank | 
conditioning may be to the baker. unit. In addition, there is an air- | American Society of Heating and Westinghouse air-conditioning unit. — 
“From the production standpoint,” conditioning unit for the offices and | Ventilating Engineers, American “This unit is complete with heat- (York), 
declared Mr. Holms, ee one for the bakery proper. Society of Refrigerating Engineers, | ing coils, cooling coils, humidifier Supply ¢ 
of bread coolers is perhaps the mos _ | Building Owners and Managers As- | sprays, and filters. The compressor 
important utilization of air condition- sit seu ta Poo pecs thal sociation, and Merchants’ Associa- | and conditioning unit are _ being . 
ing. In large bakeries, the bread is | .ooing had been installed for some | tion. placed outside of the room to be _ Air we 
discharged from a traveling oven | ii.. and are not included in the conditioned and from it ducts for a oe 
and goes onto a traveling carrier : t installati the supply and return of air are tons, wel 
which takes the loaves to a cooler | P7CS©nt tnstallation. Mueller Furnace Co. Adds run into the room. Hygrostats and Southe 
One feature of this installation was ste Settegast 
where a metal arm automatically | ; tallati phe df ) E. B h thermostats maintain the desired —~H) 8 
pushes them on a shelf in the cooler. | Stallation of ducts and fans above astern Branches conditions. tons); F 
the traveling oven to exhaust 4,000 “O t th tot avons Southern 
CONTROL SOFTNESS OF BREAD | cu. ft. of air per minute. With this PHILADELPHIA—J. G. Werner | that “Westin As - - pe ve j Texas C 
“This shelf carries them to the top | 4frangement, the air from warmer | has been appointed branch manager | cuch an peer. eres <an ths tenes, | (5% tons 
of the cooler, and makes several | Points is not drawn into the circu- | for the L. J. Mueller Furnace Co.,| cany sealed compressor with en- ON Mp On (e Not in 
trips back and forth the length of | lation system, but is thrown outside. | Milwaukee, with offices at Delaware pr ater pp ae by the suction " HB were thr. 
the cooler, when the loaves are again & Morris Streets, Philadelphia. Mr. : ’ totalin 
placed automatically on an under Conditioner Suspended Werner’s quarters provide space for — pence gh gyi Ey aa CLOGGED VALVES ARENT sold A 
arm belt and carried up to the sort- complete warehouse stocks of air- | gjes in the air throughout the plant ALWAYS HIS FAULT period. T 
ing tables and wrapping machines. Under Stage Floor conditioning equipment, pipes, fit-| which might give a great deal of Septembe: 
“If the temperature and humidity tings, registers, and coal, oil, and | trouble to open motors.” 
of the cooler are regulated,” explained ATLANTA — Because restrictea | 825 furnaces. ; : 
Mr. Helms, “the baker can control | gace presented a problem, the unit A similar branch office has been Calling the serviceman on the Winte 
the softness or hardness of his loaves. | o¢ the Westinghouse air-conditioning established at 405 W. Warrington carpet doesn’t prevent clogged re- 
Our customers, for example, like a system installed in the Center theater Ave., Pittsburgh, with Karl E. Kah- ‘ ‘ P ro 
frigerator valves. He isn’t to blame: 
solid crusty loaf, and since some of here by Randall Bros., distributor ley in charge. £ 
the bread had been coming soft out | hag to be mounted against the lower The Mueller Furnace Co.’s eastern Nature is. In spite of the most care- BUFFA 
of the cooler’ we decided to install | side of the stage floor on an angle- | headquarters offices have been moved ful handling of units, and in spite of J “ Corp 
air conditioning as it was important to larger and more convenient quar- , winter air 
to ; i iron rack. : careful baking at the factory, in- 
eliminate ‘this condition in order The space was excavated and the | tetS in the Candler Bldg., 123 Mar- : g yy a bill sti 
to satisfy customers. wall pi ended; the two compressors | ket Place, Baltimore. C. L. Hewitt, tricate passages of the mechanism the impor 
DOUGH-MAKING OPERATION | are located directly beneath the unit, | J™» e@8tern sales manager, reports may trap and hold trouble-making J “ing w: 
that not only local service will be ° Pered, circ 
“The operation of dough-making with the evaporative condensers in Seniiet ten thin wnnthatn tae moisture. The 
is, briefly, as follows: flour is lifted | the front of the compressors. Supply | .).,, supplementary shipping pers A fundamental cure, like Acti slate av 
by conveyors, resifted, and dumped grilles are located directly above the te. sneha ia tm tates te dAl , > aah hed “ out 
into automatic scales. The correct | Stage opening and are delivering air | py ida = vated Alumina, is needed. Activa Ae comp 
weight is then dumped into mixers | at a distance of 91 feet. : Alumina adsorbs and removes the Bills ; 
and other ingredients are weighed The system is a complete modula- slightest trace of moisture. It Is retur wn 
out and put into the mixer which is | ting system without any summer- a di d hich are tem: Use a ied 
then closed. winter change-over mechanism, be- A C ASTLE use in cartri ges, which are — requ 
“After mixing, the dough is dis- | cause even during the winter months porarily inserted in the system, to se anc 
charged into long troughs for de- | heat is required part of the day remove moisture as the refrigeral! Bi , ny 
velopment. Since there are bound to and cooling part of the day. circulates. The procedure is ¢a* ‘Your Hor 
be some dust particles enter the mix Claimed to be one of the most : ‘ : aieanel lished in 
as the flour is dumped and ingredi- | modern theaters in the south, the AN and inexpensive. In fact, Activa in April . 
ents added, air conditioning the | show house has a seating capacity Alumina does such a good job that ia 
bakery means closer control over this | of 500. Remodeled in 1934, the theater several refrigerator manufacturers B 
factor.” was equipped with a washer air sys- : pany ston 
a Increased comfort of employes and | tem. The system did not prove satis- now build permanent cartridg ° 
~° their better health, is said to be | factory and Louis S. Bach, manager into their machines, forever pr Liss 
™ another factor making air condition- | of the theater, ordered a Westing- i i valves. 
; ing important to the bakery. It is / house installation. venting moisture-clogged se peOSTON 
=. ALUMINUM ORE COMPAN?: creased P 
= = = poppy A pl Sales Agent: ALUMINUM COMPAN! + age 
| ie * ct rl TT a‘ iC AN OF AMERICA, Pittsburgh, Pennsylvan Office build: 
se Caters, 
| SOLENOID VALVES ane 
N Publis} 
P st 2 Vision of 
Write for our catalog describing Several 
refrigeration and air conditioning 3 Pied by 
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ni 
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DETROIT, MICHIGAN 
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PREVENTS CLOGGED REFRIGERATOR vaLve> 


2100 INDIANA AVE., CHICAGO, ILL. 
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04 Air Conditioners 
Seld in August in 
Houston Territory 


HOUSTON, Tex.—Twenty-four in- 
stallations of air-conditioning equip- 
ment \vere made by distributors and 
dealer: in this territory during 
Augus'. according to reports made 
py these outlets to Houston Lighting 
& Po\. er Co. 

Roo’? coolers made up three- 
fourth: of the total, with 18 such 
install. ions reported during the 
month The six other installations 
ranged from 4 to 40 tons refrigerat- 
,acity. In addition, three other 
system» were sold but not installed, 

‘© air washer systems were 


put in operation. 
149 .NSTALLATIONS MADE 


A to‘ il of 149 air-conditioning in- 
stallaticns had been made in the 
Houston territory during the first 
eight m mths of this year, statistics 
show. Cf this number, 98 were com- 
plete systems, and the remaining 51 
were unit coolers. 

Two systems were installed in 
Walgreen drug stores during August, 
one of these being the month’s larg- 
est job, 40 tons, and the other total- 
ing 26 tons capacity. Both were 
Carrier installations. A Westinghouse 
system of 29 tons capacity was in- 
stalled in Kelley’s Cafe, and another 
Westinghouse system went _ into 
Lamar Hat Shop, this one totaling 
4,2 tons. 

Fluor Corp. began operation of a 
5-ton Frigidaire system, and a Gen- 
eral Electric system of the same 
capacity was installed in the home 
of Mrs. G. A. Rolls. 


SALES BY DISTRIBUTORS 


The 18 room coolers sold during 
the month were divided as following 
among the city’s air-conditioning 
distributors: 

Perfection-Aire (Cool-Aire), 8; Air 
Conditioning Co., (G-E), 3; Straus- 
Frank Co. (Carrier), 3; Cochran 
(Westinghouse), 2; Star Electric Co. 
(York), 1; and General Electric 
Supply Corp. (G-E), 1. 


AIR WASHER SALES 


Air washer installations made dur- 
ing the month, and their rating in 
tons, were aS follows: 

Southern Film Service (114 tons); 
Settegast-Kost Funeral Home (1% 
tons); Fogle-West Co. (1% tons); 
Southern Grill (4 tons); and South 
Texas Commercial National Bank 
(5% tons). 

Not included in the month’s total 
were three air-conditioning systems, 
totaling 42 tons capacity, which were 
sold but not installed during the 
period. These will be included in the 
September tabulation. 


Winter Air Conditioning 
Promoted by Utility 


BUFFALO—Buffalo Niagara Elec- 
trie Corp. is promoting interest in 
winter air conditioning by means of 
4 bill stuffer piece which stresses 
the importance of the air breathed 
during winter being filtered, tem- 
Pered, circulated, and humidified. 

The average person, the folder 
Points out, breathes 35 Ibs. of air per 
(ay, compared to eating but 4 Ibs. of 
food and drinking 3 lbs. of water. 

Bill stuffer is enclosed with a 
return card, which the customer may 
use to request a booklet telling about 
health and comfort through proper 
winter humidification. The booklet is 
* reprint of Dr. Burke’s article on 
Your Home and Your Nose,” pub- 
lished in American Home magazine 
m April, 1954, 


Boston Edison Co. Booklet 
List: Installations 


prOSTON “Air Conditioning for 
ee P) fits,” an 86-page plastic- 
und booklei listing and illustrating 
—s Stores, restaurants, hotels, 
ns buildin -s, banks, funeral homes, 
which hospitals, and _ factories 
bein have cen air conditioned, has 
diy Publish 4 by the air-conditioning 
"sion of ' oston Edison Co. 
Ho a i ustrations are accom- 
the *d by  stimonial letters from 
nieg “cents of these compa- 
a) oF inst. ations, pointing out the 


V 

~ and | nefits (particularly in 

4 llar-and.. ents way) which these 
anization. have derived from 


t 
Melt air-con itioning systems. 


THE AIR AGE 


BY F. O. JORDAN 


Too Much of a Good Thing 


Is it actually possible to get too 
much of a really good thing? 


What a fool question. Everybody 
knows that more than enough of a 
good thing is too much—if you can 
get it. 


Sleep is a very good thing in the 
proper quantities, but too much 
sleep is bad. For example, these 
cases, where some unfortunate per- 
son sleeps for years and years. They 
are instances of too much of a good 
thing. 


Everybody likes good food but 
most people know from painful 
experience what too much of the 
best of it can do. 

And the newspapers say that even 
too much love is bad, especially if 
practiced in the same neighborhood 
where your wife lives. Somebody or 
other is always finding out the possi- 
bility of getting too much of a good 
thing. 

This goes even for air conditioning. 
Air conditioning is a good thing but 
we can get too much of it. 


This is not to be construed as an 
argument against air conditioning 
any more than the doctor’s warning 
against over-eating is a criticism of 
good food. It merely is a warning 
not to try to take too much of a 
very good thing by insisting on too 
low an environmental air conditioned 
temperature when your metabolic 
system is all tuned up to good old 
summer weather. 


Of course, we all know how 
vitality and efficiency very definitely 
are reduced by the intense discom- 
fort of the high temperatures and 
humidities of this same alleged good 
old summer time. However, we can 
err on the other side of the ledger 
by exposing our summertime anat- 
omy to the rigors of air conditioned 
temperatures too far below. the 
natural summer temperatures. to 
which our body has been acclimated. 

When we first get an air condi- 
tioner which has plenty of capacity 
it is a temptation to set the control 
away down and forget all about the 
fact that our bodies have become 
adjusted to higher temperatures. 

* * * 


A Warning from the 
Medical Profession 


Dr. C. E. A. Winslow, Yale Uni- 
versity health expert says: 

“Like many new things this busi- 
ness of summer cooling has at first 
been overdone. 

“There can be little doubt that 
many people have been injured by the 
sharp contrast between air-conditioned 
trains and the outside atmosphere. 


vee ene ZENITH 


REFRIGERANT FILTER 


re 


- « » FOR SULPHUR DIOXIDE 
FREON OR METHYL CHLORIDE 


REFRIGERATORS 


Zenith ele- 
ments provide 
finer spacings 
(.002”) than 
any asbestos 
sack or wire 
screen filter. 


Easily 
Installed — 
Easily Refrigerant 
Cleaned 2 


Permanent Protection Soran. 
No Wool or Asbestos to capacities. 
Rot and Wear Out 


Corrosion Proof— 
Leak Proof 


Ample Capacity 


ZENITH CARBURETOR CO. 


Subsidiary 
BENDIX AVIATION 
Detroit, 


With an outdoor temperature of 95° 
Fahrenheit the indoor temperature 
should not fall below 80°. At 90° 
outdoors the differential should be 
12°. At 80° outdoors, the indoors 
temperature should be only 75°, mean- 
ing a differential of 5°.” 


* * * 


However, just to show that this 
authority on public health is con- 
vinced that the proper degree of air 
conditioning definitely is beneficial to 
health, he says further: 


“Of the vital importance of air 
conditioning, we have the amplest 
evidence. 


* * * 


“The studies of Prof. Ellsworth 
Huntington, Yale geographist, have 
demonstrated that outdoor climates 
which are too warm or too cold, too 
moist or too dry, have a very definite 
effect in increasing mortality rates. 


“C. A. Mills has recently shown that 
an over stimulating climate is related 
to an excess death rate from certain 
metabolic diseases (e.g., pernicious 
anemia, goitre, angina pectoris, Addi- 
son’s disease). 


“L. Arnold, in experiments with 
animals, has demonstrated the mech- 
anism by which a warm temperature 
increases liability to internal diseases, 
by diminishing the intestinal blood 
supply and lowering the acidity of 
the gastric juice. 


“In considering the problems of air 
conditioning, we should no longer be 
satisfied with avoidance of certain 
harmful conditions in the air, such 
as dust, fumes, bad odors, too much 
chill or heat. 


“Our aim should be efficiency and 
fullness and joy of living. 


“We stand on the threshold of an 


era of air conditioning in which the 
pleasure of positive physical satisfac- 
tion,, not merely the avoidance of 
dangers of health, will be our primary 
objective.” 


s * * 


In order to avoid the injury 
claimed by Professor Winslow as a 
result of injudicious use of the air 
conditioning, we must avoid room 
temperatures in the lower seventies 
during hot weather. 


But how can the very temperatures 
commonly maintained in the well 
heated room in winter, be injurious 
in the summer time? The answer is 
that we are not the same persons 
in the summer as in the winter. A 
tree is the same tree all year around. 


During the winter the tree stands 
fully exposed, but immune to sub- 
zero temperatures and polar gales. 
Every spring it blossoms out as full 
of life and leaves as ever. But sup- 
pose that you could take the mid- 
summer’s tree whose entire system 
is attuned to midsummer conditions, 
and suddenly subject it to a mid- 
winter gale of “10 below.” The mid- 
summer sap would freeze and it 
never would be the same old tree 
again. 


Likewise, with our own limbs and 
trunk. They also undergo a transi- 
tion in step with the changing sea- 
sons. Into our veins there is injected 
some mysterious essence of winter. 
Mother Nature’s protective serum 
innoculates us to a _ considerable 
extent against the virulence of 
winter. 


When our bodies are in this state, 
indoor temperatures may be posi- 
tively injurious to our health, as well 
as decidedly uncomfortable to the 
normal, healthy individual. 


When spring comes our ever- 
solicitous Mother Nature injects into 
our veins a_ different protective 
serum, the more languorous essence 
of spring. 

While in this metabolic condition, 
and when the outdoor thermometer 


is well up in the nineties, indoor 
temperatures away down in_ the 
seventies cause an unhealthful shock. 
Even though the initial effect may be 
pleasant, the results are often un- 
desirable. 


Some members of the medical pro- 
fession are predicting an increase of 
certain ailments as a result of the 
growing prevalence of air condition- 
ing. Their prophesies may come true 
unless self restraint is practiced. 
Summer air conditioned tempera- 
tures must be held between the 
limits of loss in efficiency due to 
excessive warmth on the one side, 
and injury to health due to excessive 
coolness on the other. 


Just because human efficiency and 
health suffer from a deadening heat 
wave, there is no excuse for air 
conditioned temperatures so low that 
joints stiffen and throats ache. 


' It is the writer’s belief that the 
ideal indoor temperature for health 
and efficiency during very hot 
weather is one just hovering on the 
borderline of slight discomfort from 
the heat. 


A THEME FOR ADVERTISING 


Most people are surprised to dis- 
cover how comfortable 85° can be 
when the outside thermometer reads 
100° in the shade, if you keep the 
room humidity down. 


Some air-conditioning enthusiasts 
question the advisability of admitting 
that ill effects can result to health, 
even for misused air conditioning. 
However, trouble is trouble and it 
can beget more trouble if you do not 
look it right in the eye, and take 
the necessary steps for its elimina- 
tion. 


One of the steps would appear to 
be a timely warning for the necessity 
of self restraint. One of the larger 


‘distillers of “hard likker,” acting 


along this line of thought, is adver- 
tising: “If you must drink whiskey, 
drink good whiskey, and remember 
that alcohol and gasoline do not mix.” 


COMPRESSOR PARTS 


Every item in the complete 


line of Perfection 
Refrigeration Parts is certified to excel . . . And 
Perfection has achieved the ideal of excellence so well 
that electrical refrigeration service engineers throughout 
the world associate dependable parts, satisfied customers 


and growing business with the name PERFECTION. 


This outstanding line includes Valves, Water Regulators, 
Fittings, Compressor Parts for all popular makes of 
units, Service Tools and Accessories. 


PERFECTION REFRIGERATION PARTS CoO. 
(A division of Perfection Gear Company . . . Established 1919) HARVEY, ILLINOIS 


PERFECTION 


reme excellence 


In the dictionary - - - or 
inthe refrigeration service 
field - - - PERFECTION 
means the same - - = - 
supreme excellence .. . 


THe 
maaan of 


Poh e@ |} 


CERTIFIED 
PARTS 


FITTINGS 


A Complete Line of Refrigeration Parts 
- Certified to Excel - 


Perfection Compressor Parts are accurately made, and 
carefully finished so that they are sure to fit perfectly 
and contribute to long, quiet, dependable operation 
of the refrigerating system . . 
this complete line are also carefully made of the best 
suited materials, rigidly inspected and certified to excel. 


Distribution is through leading jobbers—and jobbers 
and service engineers both agree that in the refrigera- 
in the dictionary, Perfection means 
supreme excellence. 


tion field, as 


WATER REGULATORS 


$ a ‘ 
" 
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SERVICE TOOLS 


. All other products in 
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AIR CONDITIONING AND REFRIGERATION NEWS, OCTOBER 6, 1937 


14,114 Commercial Machines Sold to Distribetort ond 
Dealers during August, 1937 by 15 Manufacturers 


The following report of commercial 


ciation (Nema) by the following 15 com- 


vinator Corp., Leonard Refrigerator Co., 


refrigerating and air-conditioning equip- panies: Merchant & Evans Co., Norge Corp., 
ment sales for August, 1937, was made Brunner Manufacturing Co. Carrier  Servel, Inc., Uniflow Manufacturing Co., 
to the Commercial Refrigeration Section Engineering Corp., Crosley Radio Corp., Universal Cooler Corp., Westinghouse 
of the Refrigeration Division of the Frigidaire Corp., General Electric Co., Electric & Manufacturing Co., York Ice 
National Electrical Manufacturers Asso- Gibson Electric Refrigerator Corp., Kel- Machinery Corp. 
SALES FOR AUGUST, 1937 
OO @ PO ae ha ra. a wees. 
ue juan’ ue juan’ ue uantit Vv 
1. Bottle Water Coolers—Complete....... 909 $ 62,037 1D 781 @ 98” $ 7,068 @ 109” $ 69,886 
2. Pressure Water _Coolers—Complete.... 2,067 216,056 37 3,349 195 19,820 2,299 239,225 
3. Water Coolers—Low Side Only........ 434 34,479 2 6 21 2,017 457 36,652 
4. Ice Cream Cabinets—Complete........ 868 143,614 61 7,333 118 16,264 1,047 167,211 
5. Ice Cream Holding Cab. Only (Remote) 270 32,746 4 428 14 1,767 288 4 
6. Bottled Beverage Coolers—Complete... 1,230 120,777 57 2,941 77 7,234 1,364 130,362 
7. Milk Cooling Cabinets (No High Sides) 62 ee s 63 689 
8. Air Conditioners—Self-Contained ..... 5* 6,136* 4 906 52 12,208 51 6,978 
9. i Cian Bide) oe Type 
oO ig URS te 249 119,019 3 , 
10, Air Conditioners: ailing 393 11 3,787 263 123,199 
ooling Only—No Hig BU cack aces 162 28,178 1 290 14 1,829 
14. ay Conditioners— Ceiling Type oid arr 
quipped for Heating—No High Sides) 49 22,408 1 387 2 1,060 F 
12. Air Conditioners—Residential Type - — 
(No High Sides, Boilers, or Furnaces) 106 Tee lesa Ct(“‘(‘( 3 1,500 109 43,269 
13. Condensing Units Less Than % Hp... 1,459 71,796 26 1,641 314 19,366 1,799 92,803 
14. Condensing Units—% Hp.............. 1,938 155,463 60 ,069 272 25,280 2,270 185,812 
15. Condensing Units—% Hp.............. 1,219 120,288 42 3,974 171 19,826 1,432 144,088 
16. Condensing Units—%4 Hp.............. 910 119,832 25 3,856 113 16,215 1,048 139,903 
17. Condensing Units—1 Hp.............. 619 99,417 12 2,288 63 11,065 694 -112,770 
18. Condensing Units—1% Hp............. 332 62,906 1,772 50 10,425 390 75,103 
19. Condensing Units—2 Hp.............. 180 41,931 2 552 20 4,883 202 47,366 
20. Condensing Units—3 Hp.............. 150 45,460 1 533 46 11,818 197 57,811 
21. Condensing Units—5 71 0 Cs ee Te i 3 1,187 74 34,102 
22. Condensing Units—7% 37 23,514 2 1,129 3 1,892 42 26,535 
23. Condensing Units—10 H 57 ey 0 eta 0Ct Cec 2 1,470 59 42,470 
24. Condensing Units—15 35 33,378 1 Be 8245500 | pees 36 33,872 
25. Condensing Units—20 16 ae ak eee 2 2,724 18 22,675 
26. Condensing Units—25 16 ee leesnae. . Genswses “anese jj | esas 16 24,972 
27. Condensing Units—30 16 ee), Gass. | owekde gums = —~ yeemtne 16 27,609 
28. Condensing Units—40 36 titer” haba 2 3,200 38 66,117 
29. Condensing Units—50 3 Pe? fo steas Pe ; eer) reese. ~° 0) Reales 3 5,025 
30. Total—Lines 13 to 29 7,094 988,374 179 21,308 1,061 129,351 8,334 1,139,033 
31. Total—Lines 1, 2, 4, 6, 8, and 30....... ae 0UC—C~*CS — °C—t«~:«CC RDG ee 0CC~*C«C~C Cw wv pt | ee 
32. Commercial Evaporators 
(NGt Reported AhOVe)....65.0.c0ce008 3,097 101,639 180 6,143 905 28,219 4,182 136,001 
33. Air Conditioning Evaporators 
Clot Heported AOVe)....iscscssscess 209 67,062 2 154 22 1,855 233 69,071 
SA. Total Commercial & Air Conditioning. ..... $1,976,629  ..... $44,569 ~~... $234,061 _......... $2,255,259 


*Includes sales and credits reported by more than one company. 


Rolling Scaffold Used to 
Install Glass Blocks 
In Carrier Plant 


SYRACUSE, N. Y.—A rolling 
scaffold was developed by construc- 
tion engineers to speed the moderni- 


zation of the new Syracuse plant of . 


Carrier Corp. 

Designed to facilitate the installa- 
tion of the modern glass blocks in 
the air-conditioned office building, 
the unique scaffold allows eight sets 
of workmen to operate simultane- 
ously on eight windows, at four 
different levels. The glass replaces 
the old type window. 

The scaffold can be moved as a 
unit. After glass block is installed 
in one section, it takes less than 
10 minutes to move the scaffold to 
another. 


4,665 Leads Bring 1,191 
Appliance Sales 


NEWARK—A total of 4,665 leads, 
resulting in 1,191 appliance sales, 
were turned in by 1,528 non-selling 
employes of operating companies of 
the Public Service Corp. of New 
Jersey during July. 

During the seven-month period 
ending July 31, 33,270 leads were 
turned in by non-selling employes, as 
against 31,368 in the corresponding 
period of 1936—an increase of 1,902 
leads, or 6%. 


Pederson Directs Sales for 
Brown-Camp Co. 


DES MOINES—Clinton W. Peder- 
son has been appointed sales man- 
ager of the home appliance division 
of Brown-Camp Hardware Co., local 
Fairbanks-Morse distributorship. 


Refrigeration Tubes 


+ 


THE AMERICAN BRASS 4 eH 
FRENCH SMALL TUBE BRANCH 
General Offices: Waterbury, Conn 


125,028 Household Electric Refrigerators 
Sold by 15 Manufacturers 
In August, 1937 


Electrical 
(Nema) 


sales for August, 


1937: 


Apex 


The following 15 member companies of 
the Refrigeration Division of the National 
Manufacturers 
reported household refrigerator 
Electrical 


Association not 


and Westinghouse 
Member companies 
Jomoco, Ine., 
and Sparks- 


versal Cooler Corp., 
Electric & Mfg. Co. 
reporting included: 
Merchant & Evans Co., 
Withington Co. 


Mfg. Co., Crosley Radio Corp., Fairbanks, 
Morse & Co., Frigidaire Corp., General 
Electric Co., Gibson Electric Refrigerator 
Co., Kelvinator Corp., Leonard Retrigera- 
tor Co., Norge Corp., Servel, Inc. (export 
only), Stewart-Warner Corp., Sunbeam 
Electric Mfg. Co., Uniflow Mfg. Co., Uni- 


The sales of the reporting companies 
do, however, include units manufactured 
for the following concerns: Major Appli- 
ance Corp., Montgomery Ward & Co., 
Potter Refrigerator Corp., and _ Sears, 
Roebuck & Co. 


SALES FOR AUGUST, 1937 


Lacquer (Exterior) Domestic Canadian Other Foreign 

Cabinets Complete Quantity Value Quantity Value Quantity Value 
i a eer re 269 $ 12,667 2* $ 97* 99 5,114 
2. Less than 3 cu. ft 1 > 3saa j- di0ac> kewe-* © °°) eens 
3. to 3.99 cu. ft 4,053 250,442 17 1,029 1,424 93,131 
4. 4to 4.99 cu. ft 26,393 1,758,690 799 53,523 4,489 315,811 
5. 6 to 5.99 cu. ft 22,348 1,808,232 581 47,072 1,729 146,876 
6. 6 to 6.99 cu. ft 36,662 3,167,795 223 20,544 898 86,133 
a 7 to 7.99 cu. ft 5,884 601,283 61 5,957 369 39,899 
8. 8 to 9.99 cu. ft. 3,666 | ee 139 16,793 
De ee Oe GE Tececees FF j | TR ‘eeeve | “Seeee> “GQakee j§§. Beker 
10. 13 cu. ft. and up. s witeee.  oleeeee’ cameee 4 wladeti! Aabee>  -Gigcee 
11. Total Lacquer ........... 99,283 7,986,614 1,679 128,028 9,147 703,757 

Porcelain (Exterior) 

Cabinets Complete 
io ee” ee eee 158 12,151 10 792 39 3,074 
13. S60 Cee Wis Bhes cscs 1,629 147,675 32 2,968 136 12,558 
14 S tO GOO OU Bees ccesee 5,818 588,950 23 2,374 141 14,767 
15 75D Tae GW Bees acves 1,650 184,900 6 664 87 10,082 
16. SOO Wee GU. Thess acess 1,918 232,262 13 1,589 72 9,661 
i. 20 to T2908 cu. f........ 203 38,980 1 192 14 2,38 
28. IS GU. TH. GAG UD... c..ss 449 90,405 12 2,418 65 13,633 
19. Total Porcelain ......... 11,825 1,295,323 97 10,997 554 66,160 
20. Total—Lines 11 and 19... 111,108 9,281,937 1,776 139,025 9,701 769,917 
21. Separate Systems 

ee ee eee 231 4,499 565 18,786 746 36,436 
22. Separate Household 

TOVEDOTELOTS nc scrccecese 773 9,219 173 2,411 955 7,518 
23. Total—Lines 20, 21, 22...112,112  _..... S| eee he ree 
24. Condensing Units 

a ee eee 463 33,077 22 1,486 146 9,725 
25. Cabinets—No Systems ... 217 See: s0kes <—oneewe 34 1,686 
26. Total Household ........  ..... $9,337,686 $161,708 ..... $825,282 


*Includes sales and credits reported by more than one company. 


business. 


LET DOOR GASKETS BE 
YOUR BUSINESS GETTERS 


Refrigerator own- 
ers will not call for you until they bave 
to. But why wat for that call? Every 
refrigerator that is over five years old 
is in need of new door gaskets. That’s 
your cue for mew business and more 
Offer a complete gasket 
inspection and replacement service. 
Not only is this profitable business in 
itself—it gives you a chance to check 
over the entire mechanism as well. 


THE MILLER RUBBER COMPANY, INC., Akio, Ohio 


“Engineers in Rubber’ 


Miller makes this service easy and pro- 
fitable. From the Miller simplified line 
of 20 gasket types, you can service 80% 
of all boxes — and remember — Miller 
makes by far the majority of gaskets for 
refrigerator manufacturers, and the 
Miller Replacement Gaskets are made 
from the original specifications and 
dies—accurately made for specific boxes. 


Ask your local jobber today about Miller 
Replacement Gaskets or write direct. 


ea ne 
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Brooklyn Man Sells 
1,002 Electroluxes 
In 6-Month Period 


BROOKLYN-—Specializing in the 
apartment-house field, Leonard F. 
Genz, wholesale appliance salesman 
for Brooklyn Union Gas Co., sold 
1,002 Servel Electrolux refrigerators 
in the first six months of 1937. More 
than 600 of these units were sold 
for installation in new apartment 
buildings. 

During the month of June alone, 
Mr. Genz sold more than 400 Electro- 
lux refrigerators. 

Back of Mr. Genz’ . performance 
this year lies considerable experience 
in Electrolux salesmanship. Before 
joining the staff of the Brooklyn 
utility in 1934, Mr. Genz was asso- 
ciated with Elizabethtown Consoli- 
dated Gas Co., Elizabeth, N. J. In 
1933, while working for this com- 
pany, he became a “charter mem- 
ber” of Servel’s Quintuplet club by 
selling six Electrolux units on his 
Memorial Day holiday. His work on 
that day also resulted in two addi- 
tional sales the next morning. 

Before this year, Mr. Genz’ record 
month was September, 1936, when 
his gas appliance sales totaled more 
than $46,000. Included in the month’s 
total of 697 appliances were 345 
Electrolux refrigerators. . 


Duluth Firm Builds 


Humidifier Line 


DULUTH, Minn. — Recently an- 
nounced here by the Electro Heater 
Mfg. Co. is a new line of house 
humidifiers said to contain no wicks 
or moving parts. 

The line consists of three models, 
one being a portable type for locat- 
ing within the room to be humidified, 
and the others being for basement 
installation, one model being for use 
with the warm air heating system, 
and the other being for use with 
steam heating. 

The portable humidifier is said to 
be of 3-gallon capacity. It is pro- 
vided with a low-speed fan for cir- 
culating air over a wire rack which 
supports the dehumidifying surface, 
consisting of a cloth, and delivering 
it to the room. 

The basement units are to be sup- 
ported overhead from the _ joists. 
These units are provided with float 
valves for regulating the water sup- 
ply, which may be taken from con- 
venient cold water piping, but prefer- 
ably from the hot water system. This 
water is further heated to approxi- 
mately 185° F. by a steam coil con- 
nected to the steam heating system, 
or by an electrical heating element 
if the house heating is of the hot air 
or hot water type. 

Either hand-operated, or humidi- 
statically-operated controls may be 
supplied for regulating the humidify- 
ing capacity of these units, which 
is placed by the manufacturer at 
10 to 24 gallons of water per day. 


READY NOW 


COMPLETE 
ENGINEERING DATA 


| This ENTIRELY NEW folder contains com- 


plete engineering data on BINKS Industrial 
Spray Noxzzles—Atmospheric Spray 
Cooling Towers—induced Draft Coo)- 
ing Towers and Forced Draft Cooling 
Towers. 

Write for this Valuable Catalog Today! 
BINKS MANUFACTURING Co. 


3114-40 Carroll Ave., Chicago 


RICHARD T. CRAGG 
New advertising and sales »ro- 
motion director for R. Cocper 


Jr., Chicago General Electric 


distributor. 
* o* * 


Cragg Heads Sales Promction 
For R. Cooper Jr. 


CHICAGO—Richard T. Crags has 
been appointed advertising and sales 
promotion manager of R. Cooper Jr, 
Inc., General Electric distributor in 
Chicago and northern Illinois. 


Mr. Cragg, just 26 years old and 
only three years out of Northwestern 
university, has been connected with 
the Cooper organization in a sales 
promotion capacity since his gradua- 
tion. He succeeds Sam Nides, who 
left the company last month to form 
Nides-Cloud, Inc., distributing auto- 
matic stokers. 


Institute Publishes Book on 
Castings for Porcelain 


CHICAGO—A handbook on “Pro- 
duction of Castings for Porcelain 
Enameling,” has just been published 
by the Porcelain Enamel Institute. 


The booklet, prepared by the com- 
mittee on cast iron practice of the 
Institute’s technical research section, 
is the result of cooperation between 
expert foundrymen and representa- 
tives of the porcelain enameling 
industry. 


Included in the booklet are a num- 
ber of illustrations depicting im- 
proper designs of castings. Among 
the subjects covered in _ individual 
sections are: blistering, warping, 
influence of design, influence of molé- 
ing practice, influence of melting and 
pouring, influence of iron composi- 
tions, and influence of raw materials. 


Provide Ample Protection from 


FUMES 


The serviceman should 
always take along the 
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Servel’s Service Manager Tells 
Why Oil in System Should Be 
Checked After Installation 


BY K. M. NEWCUM 


proper amount of oil in a com- 
pressor, and a suggested schedule of 
checking the oil level in condensing 
uniis, is outlined by P. B. Reed, 
service manager, Commercial Refrig- 
eration Division, Servel, Inc., in a 
recent bulletin issued by that com- 
pany. 

Mr. Reed points out that everyone 
recognizes the fact that all moving 
mechanical parts, including those in 
the compressor must be supplied with 
the proper amount of lubrication. To 
assure proper distribution of oil to 
all parts of the compressor a certain 
oil level must be maintained in the 
crankcase. 


RETURNED WITHOUT OIL 


“Many compressors are returned to 
the Servel factory with little or no 
oil in them,” Mr. Reed states. ‘The 
required oil charge was added to the 
compressors before they were origi- 
nally shipped from the factory. The 
question is what happened to the oil.” 

Methyl chloride and Freon-12 both 
have the characteristic of diluting 
themselves with oil, he explained. 
Either of these refrigerants when in 
the chilling unit (evaporator) is 
not in its pure state, but is ac- 
tually a mixture of oil and refrig- 
erant. 

The concentration or percentage 
of oil in the mixture varies with 
the temperature of the mixture, the 
velocity of the gas, and the type of 
chilling unit. The dilution is greater 
with Freon-12 than with methyl 
chloride, according to Mr. Reed. This 
is a normal condition and more 
should be known about it. 


ge-g— of maintaining the 


BEARINGS NOT LUBRICATED 


If the oil level in a compressor 
becomes so low that the connecting 
rods do not contact it, the oil will 
not be splashed around to lubricate 
the bearings, pistons, cylinder walls, 
seal, etc. The only possible lubri- 
cation these parts can get is from 
the oil that may return with the 
refrigerant gas from the evaporator. 


As a result, the parts are not re- 
ceiving the proper amount of oil and 
they run stiff and begin to wear. 
Any looseness in any of the com- 
pressor parts will show up in the 
form of a knock. If this condition 
exists for only a short period, the 
addition of oil will allow the parts 
to run freely and the compressor 
will again run quietly. 

If, however, the compressor has 
been running short of oil for an ex- 
tended period, the parts will have 
become worn to a point where the 
addition of oil will not remove the 
knock. It may relieve the condition 
and prevent further damage, but it 
cannot put back the material that 
has been worn off while the surfaces 
were inadequately lubricated, accord- 
ing to Mr. Reed. 

J, When a new commercial condens- 
ing unit is installed it has the cor- 
rect amount of oil in the compressor. 
The chilling unit, tubing, valves, etc., 
are not charged with oil or refriger- 


GASKETS, WASHERS, SPACERS 
LEAD ALLOY SHEET MATERIAL 


Any required thickness, 
hard or soft. Hundreds 
of dies available. Write 
for samples and prices. 
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PRODUCTS CO. 
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ant. With the system in operation, the 
refrigerant starts to circulate, carry- 
ing along with it a small percentage 
of oil. Once in the chilling unit the 
oil collects until the concentration of 
oil builds up to a point predetermined 
by the above-mentioned conditions of 
temperature and velocity and the 
type of low side. 


RETURNS WITH REFRIGERANT 


When a certain quantity of oil has 
accumulated in the evaporator, and 
has gone into solution with the re- 
frigerant throughout the system, the 
oil in excess of this amount returns 
with the refrigerant vapor to the 
crankcase. There are even changes 
in the concentration percentage as 
these conditions change, and slight 
changes during different cycles of 
machine operation, states Mr. Reed. 

The oil that remains in the chilling 
unit, and in solution with the refrig- 
erant, comes from the compressor. 
Result is a lower oil level in the 
crankcase. Naturally, more oil must 
be added by the service man to 
compensate for the amount lost to 
the chilling unit. 


CAN’T PREDETERMINE NEED 


It is not possible, claims Mr. Reed, 
for the compressor manufacturer to 
predetermine the extra amount of 
oil that may be required. The extra 
oil charge is determined by the size 
of the chilling unit, its type and the 
kind of application. It is also im- 
practical, Mr. Reed says, to recom- 
mend a certain definite amount of 
extra oil to be added for each pound 
of refrigerant used in the system. 

Two systems, points out Mr. Reed, 
using the same amounts of refrig- 
erant, may have different concen- 
trations of oil in the chilling unit 
due to differences in tube sizes and 
length, refrigerant distribution, and 


other differences that affect the veloc- 


ity and temperature. 

The safest way to avoid running 
a compressor short of oil, declares 
Mr. Reed, is to follow these simple 
rules: 

Check the oil level in the com- 
pressor; (1) within 24 hours after 
installation, (2) again one week after 
installation, (3) again one month 
after installation. 

It is also recommended that the 
oil level be checked every three to 
six months as oil may be lost through 
leaks. 


‘Fix-It’ Truck Services Farm 
Electrical Appliances 
In Utah District 


SALT LAKE CITY—A “fix-it” 
truck, equipped for making minor 
repairs on practically any appliance, 
is now serving the 10,000 widely 
scattered residential and farm cus- 
tomers in the Provo division of Utah 
Power & Light Co. 

The truck is manned by four men 
dressed in white uniforms identified 
by the “Reddy Kilowatt” emblem. 

During the next few months the 
truck and its crew will stop at the 
home of every utility customer in 
the Provo district in search of de- 
fective appliances. Any appliances 
found with burned-out heating 
elements, frayed cords, loose con- 
nections, or similar defects will be 
repaired free of charge. Charges will 
be made only for necessary replace- 
ment parts. 

While on its junket, the repair 
crew also will keep on the lookout 
for possible prospects for new ap- 
pliances. 

The specially constructed “fix-it” 
truck is equipped with workbenches, 
test panel, tools, and repair parts. 
Room is also provided for display 
of new appliances. 

If the “fix-it” idea proves success- 
ful, Sales Manager Huckins of the 
utility plans to apply it to other 
districts throughout the company’s 
territory. 
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New Service School 
Opens in Detroit 


DETROIT — Thermal Institute, a 
new trade school devoted to the 
study of practical refrigeration and 
air conditioning, has been opened at 
51 Temple Ave. here by Maurice F. 
Tyroler. 

At present, Thermal Institute 
offers three courses—Practical Re- 
frigeration, Advanced Refrigeration, 
and Air Conditioning. The nature of 
these courses is fairly well indicated 
by their titles. 

Mr. Tyroler firmly believes that 
practical knowledge should come 
before involved theory, so he has 
designed his courses accordingly. His 
first course is arranged on the pro- 
ject plan. Students are given a 
minimum of theory, but are taught 
to make flares and fittings, to know 
the various parts of a refrigerating 
unit and the functions they perform, 
‘to tear down a complete unit and 
reassemble it. 


ADVANCED COURSE 


The advanced course concerns it- 
self with the various principles of 
refrigeration underlying the opera- 
tion of different types of units. This 
course too, however, has its share 
of practical shop work. 

The air-conditioning course will be 


-purely a lecture course until such 


time as an air-conditioning labora- 
tory can be set up. 

Mr. Tyroler, who will handle a 
large share of the instruction, has 
had 28 years of teaching experience 
and six years of experience in the 
refrigeration field. He has been con- 
nected with Herkimer Institute, New 
York City, Refrigeration Engineer- 
ing Institute, Detroit, and Detroit 
School of Refrigeration. 


BLOSSOM ASSISTS 


John Blossom, who will assist Mr. 
Tyroler with the instruction, was 
formerly with American Injector Co. 
and more recently with Kelvinator’s 
service department. He also has been 
connected with the Detroit School of 
Refrigeration. 

Another instructor, whose name is 
as yet unannounced, will complete 
the staff. 

Cost of the complete course (in- 
cluding both refrigeration and air- 
conditioning) is set at $225. If pur- 
chased separately, $150 each will be 
charged for the combined refrigera- 
tion course and the air-conditioning 
course. As an introductory offer, how- 
ever, the entire group of three 
courses is being offered for a limited 
time at $150. 

To furnish his students with the 
practical part of their refrigeration 
education, Mr. Tyroler plans to buy 
old boxes and units for the students 
to recondition. After being com- 
pletely overhauled and rejuvenated 
these refrigerators will be sold on 
the second-hand market. 


Stickers Advertise 
Service Facilities 


OKLAHOMA CITY — Albert Ah- 
rens Co., General Electric and Hot- 
point appliance dealer, is calling at- 
tention to its service department by 
inserting promotional stickers in all 
bills and receipts mailed out. 

These stickers, gummed on one 
side, are white, with the following 
legend printed in blue: “For service 
on refrigerators, washers, or clean- 
ers call Albert Ahrens Cc.” 

The transparent, oiled envelopes 
used to hold the stickers bear the 
printed suggestion that the sticker 
be placed in the refrigerator room, 
and the information that the Ahrens 
service crew has been company- 
trained for 10 years in efficiency and 
courtesy. 


Commonwealth Edison Co. 
Offers Appliance Course 


CHICAGO—Instructions in air con- 
ditioning and the technical and oper- 
ating features of electrical appliances 
are included in the 16 free courses 
being offered by the industrial de- 
partment of Commonwealth Edison 
Co. for employes during the fall 
and winter term. 

The course on technical and oper- 
ating features of electrical appliances 
is especially designed for employes 
in the sales and home service fields. 
It includes a study of applied electri- 
cal fundamentals, operating charac- 
teristics, and costs of electric ranges 
and other appliances. 


SERVICE MEN! 


The Master Service Manuals on HOUSEHOLD Refrigeration 
Installation and Service provide a complete and inexpensive 
course of study for the beginner and valuable reference books 


for the experienced man. 


The Master Service Manuals on COMMERCIAL Refrigeration 
offer an advanced course of study dealing with the more 
complicated problems encountered in a wide variety of com- 


mercial applications. 


MASTER SERVICE MANUALS 


by K. M. NEWCUM 
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HOUSEHOLD REFRIGERATION 
INSTALLATION & SERVICE 


% K M NEWoUM 


Household 
Manual No. 1 


Household 
Manual No. 2 


Household 
Manual No. 3 


Note: All three of these manuals on household refrigeration are ready for delivery. 


MANUAL NO. 1-—The theory and 
principles of refrigeration explained 
in simple terms. Characteristics of 
the various refrigerants in common 
use. An explanation of the construc- 


tion and operation of the major 
component parts of a household 
electric refrigerator including the 


condensing unit, evaporator, control, 
and motor. 144 pages. Price $1.00. 


MANUAL NO. 2--Diagrams show 


how to distinguish the difference 
between the fundamental types of 
systems. Detailed instructions re- 


garding the proper methods of 


installing and servicing each type. 
This book is a comprehensive guide 
to the servicing of all the popular 
makes of household electric refrig- 
erators. 128 pages. Price $1.00. 


MANUAL NO. 3-—Detailed informa- 
tion regarding methods of servicing 
several special types of refrigerators 
(now classified as ‘orphan makes’ 
because production of these models 
has been’ discontinued) including 
Allison, ElectrICE, Holmes, U. S. 
Hermetic, Majestic Hermetic, Ma- 
jestic Conventional, Socold, Iroquois, 
and Welsbach. 144 pages. Price $1.00. 


Foreign Postage—Add 50 cents to the total amount of your order if shipment 
is to be made to any point outside of the United States. 


Commercial Refrigeration 
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Commercial 
Manual C-1 


Commercial 
Manual C-2 


Commercial 
Manual C-3 


Note: Manuals C-1 and C-2 are ready for immediate delivery. C-3 is not yet completed. 


MANUAL NO. C-1—The theory and 
principles of refrigeration presented 
in a more complete manner than in 
previous manuals. Properties of 
refrigerants, including effect on 
lubricating oils, inflammability and 
explosive characteristics. Types of 
refrigerant cylinders, valves and 
safety devices. How to _ transfer 
refrigerants from larger to smaller 
cylinders. Drying of refrigerants 
used in commercial systems. 96 pages. 
Price $1.00. 


MANUAL NO. C-2—Installation and 
service methods. Detailed informa- 
tion on commercial condensing units 


and their component parts, such as 
crankshatts, connecting rods, piston 
valve and discharge valve assemblies, 
stuffing box seals, liquid receivers, 
etc. Water regulating valves, both 
electric and pressure-actuated types, 
their operation, adjustment and serv- 
icing. 112 pages. Price $1.00. 


MANUAL NO. C-3—Installation and 
service methods continued. Chapters 
on operation of evaporators, thermo- 
static expansion valves, pressure and 
temperature controls, motors, starters 
and overload relays. Note: This book 
not yet completed but will be avail- 
able in November, 1937. Price $1.00. 


The Master Service Manuals are carried in stock by all the 


leading jobbers of refrigeration supplies. 


If your jobber cannot 


furnish, send your order and remittance by mail to the publisher. 


Note: On account of the increased costs of production it is no longer possible 
to offer reduced rates for orders in combination with subscriptions to the 


News. 


The only discount now available applies to an order for books only 


which amounts to $25.00 or more. This quantity discount is 10% 


Foreign Postage—Add 50 cents to the total amount of your order if shipment 
is to be made to any point outside of the United States. 


BUSINESS NEWS PUBLISHING CO. 
5229 Cass Ave., Detroit, Mich. 
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THE BUYER'S GUIDE 


The Fewer The Parts— 
The Better The Valwe ©@ Fersed Brass Body 


Simplicity is irtue in all things—but here ats 
snore important then in rf thermal osmalen valve. « Ball Type Orifice 
@ Three Pusher Pins 


With this in mind we've been downright stingy 
@ Simplified Construction 


about the number of parts that go into Peerless 
@ Easily Adjusted 


Thermal Expansion Valve Model 7—and we know 
that has a lot to do with the “top notch” per- 
formance of this valve. 

We know that, if these few parts are accurately 
machined, carefully assembled, and _ thoreughly 
tested,—we’ll build a good valve—one you'll like 
to use because it’s dependable. And that’s the 
reason we build ’em that way! 


oa PEERLESS of AMERICA, Inc. 


METHYL ESTABLISHED IN 1912 AS THE PEERLESS ICE MACHINE CO. 


CHLORIDE 
SULPHUR New York Factory Main Factory—General Offices Pacific Coast Factory 
DIOXIDE 43-20 34th Street 515 West 35th Street 3000 S. Main Street 

Long Island City Chicago Los Angeles 


AND FREON PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 
FOR PERFORMANCE 


PREE RULES SD 


- Ee 


GOING 
PLACES 


ERVICEMEN and engineers the country over have enthusias- 
tically adopted Ranco Type RL Temperature and Pressure 
Commercial Controls. — 


These controls are offered with either constant 
cut-in or constant cut-out which allows the 
setting of either a minimum or a maximum 
temperature or pressure yet having differential ad- 
justment. One control for all commercial gases. 


s 


Built for heavy-duty service in a wide range of com- 
mercial applicaticns, such as water and beverage 
coclers, meat coolers, walk-in coolers, show cases and 
milk coolers. The line also includes a thoroughly de- 
pendable control for automatically-fired steam boilers. 
: : : Write for bulletin. 


z TYP 4 RL RANCO, Inc., Columbus, O. 
COMMERCIAL CONTROLS 


JOMANOD BVASSING .THIAL 


KASON FORGED-BRASS HARDWARE 
FOR SUPER-SERVICE 


MODERN REFRIGERATION demands hardware of super-service 
quality—hardware which will serve faultlessly and faithfully in this 
severe type of service and surmount the climatic and atmospheric 
conditions peculiar to it. KASON has provided this type of 
super-serviceability in its Forged-Brass Hardware, which by reason 
of its greater tensile strength and wider elastic limit is unqualifiedly 
the hardiest metal construction known to the industry. 


A complete line of KASON Forged-Brass Hardware for the 
refrigerator manufacturer is presented in detail in Catalog No. 38 
now ready for distribution. 


KASON HARDWARE CORPORATION 


127-137 Wallabout St., Brooklyn, N. Y. 


No. 1058 
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LINES OF COMMERCIAL 
HARDWARE FOR 
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GRAND RAPIDS BRASS COMPAN 


GRAND RAPIDS, MICHIGAN 


P AR Refrigeration Compressors are made in six sizes. Models R25— 
R50—R100 are two cylinder pumps and are recommended for use on 
highsides from 14 to 1 horse power. Models R200—R500—R1000 are 
four cylinder V type construction and are recommended for use on 
highsides from 11 to 10 horsepower. 

Par Refrigeration Compressors are designed for use with Freon and 
will successfully operate with Methyl Chloride. They are designed with 
large displacements for low speed operation. Multiple cylinder V type 
construction develops a very smooth and quiet operation. 

Pistons are nickel-iron and are fitted with three piston rings. Crank 
shafts are drop forged steel. Shaft bearings are Oilite. Connecting rods 
are made of bearing bronze. Wrist pins are steel hardened and ground. 
Cylinders and cylinder heads are effectively finned for efficient cooling. 
Shaft seal is hand lapped. External spring used on shaft seal to elimi- 
nate chatter and noise. 
¢ Equipment includes—grooved fan spoke flywheel, suction and dis- 
charge line valves, Bulls-eye sight oil gauge in crank case. 


MODERN EQUIPMENT CORPORATION 
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QUESTIONS 


Air Conditioning 


Installations Data 


No. 3113 (Engineer, Illinois)—“If at 
all possible, can I obtain from your 
organization data and figures which 
I can use to bring up to date a 
tabulation in connection with’ my 
study of air conditioning. 

(The tabulation covers distribution 
of conditioning plants in tons of re- 
frigeration by class of service through 
1932 only.) 

“If you have no such data avail- 
able would you kindly inform me as 
to where I might try to get same.” 

Answer: We have just published a 
booklet, “AiR CONDITIONING SURVEYS,” 
which contains summaries of _ in- 
stallations for comfort cooling made 
in 55 United States trading centers. 
These reports were furnished by the 
power companies serving the various 
areas and are classified by type of 
installation and by date of installation 
(prior to 1935, during 1935, and during 
1936). Copies of this book are avail- 
able for 50 cents per copy. 


Truck Fleet Owners 


No. 3114 (Advertising Agency, Min- 
nesota)—“Can you furnish us, or tell 
us where to get a list of companies 
owning fleets of refrigerated trucks? 

“This inquiry is in behalf of one of 
our customers who makes a small 
fan with a 6, 12 or 32-volt motor, 
which is adaptable to a great many 
uses. They understand that some of 
these trucks use ice and figured that 
the fan could be utilized to circulate 
a current of air over the surface of 
the ice.” 

Answer: The two major users of 
refrigerated trucks—and these two 
classifications of users probably ac- 
count for more than 90% of the re- 
frigerated trucks now in use—are 
meat packing concerns and ice cream 
manufacturers. 

For lists of these companies ad- 
dress the Institute of American Meat 
Packers, 59 E. Van Buren St., Chi- 
cago, Ill. and the International Asso- 
ciation of Ice Cream Manufacturers, 
1105 Barr Bldg., Washington, D. C. 


Makers of Evaporators 


No. 3115 (Dealer, Illinois)—“We are 
subscribers of your Air CONDITIONING 
AND REFRIGERATION News and ask you 
if you will please give us the manu- 
facturer’s name and address of Mul- 
lins’ evaporators as used on 1931 and 
po model Westinghouse refrigera- 
ors. 

“We would appreciate your cooper- 
ation so that we can communicate 
with the manufacturer of the said 
Mullins’ evaporators.” 

Answer: The Mullins’ evaporator is 
made by the Mullins Mfg. Co. of 
Salem, Ohio. 

You may also be able to secure 
suitable replacement evaporators from 
Fedders Mfg. Co., 57 Tonawanda, St., 
Buffalo, N. Y.; Peerless of America, 
Inc., 515 W. 35th St., Chicago, IIL; 
Standard Refrigeration Co., 9 So. 
Clinton St., Chicago, Ill.; or Trenton 
Auto Radiator Works, 626 Brunswick 
Ave., Trenton, N. J. 


National Refrigeration 


Show 


No. 3116 (Manufacturer, Delaware) 
—‘We are writing to know if you 
would give us some information in 
reference to the National Refrigera- 
tion Show, which we understand is 
to be held the first week in November 
in Chicago. 

“We should be pleased to receive 
the names of the headquarters of the 
committee so that we might learn 
if there is any space available and 
the cost of the space.” 

Answer: See below. 

No. 3117 (Manufacturer, California) 
—“Please advise us as to whom to 
get in touch with regarding space at 
the Refrigeration Service Engineers 
Exhibit, to be held in Chicago, Nov. 
3, 4, and 5.” 

Answer: We believe you have refer- 
ence to the exhibits that will be held 
in conjunction with the national con- 
vention of the Refrigeration Service 
Engineers Society, Nov. 3, 4 and 5. 
The refrigeration supply jobbers asso- 
ciation and the refrigeration parts 
manufacturers association will also 
meet in Chicago the same week. 

For information on exhibit space 
address H. T. McDermott, secretary, 
Refrigeration Service Engineers So- 
ciety, 433 N. Waller Ave., Chicago III. 


Perfection-Aire Units 


No. 3118 (Dealer, New Jersey)— 
“Kindly advise us who manufactures 
Perfection-Aire units.” 

Answer: The Perfection-Aire condi- 
tioner is manufactured by the Car- 
raway-Byrd Corp., Dallas, Texas. 

For a complete list of manufac- 


turers of portable room coolers see 
the classification headed “self-con- 
tained room coolers,” in the Comfort 
Cooling Guide, which was published 
as a supplement to the June 23, 1937 
issue of AiR CONDITIONING AND ReErFric- 
ERATION News. Copies of this issue 
with the Guide are available at «4 
cost of 20 cents. 

The Comfort Cooling Guide is a 
sample section of the 1938 Rerricsr.- 
TION AND AIR CONDITIONING DIRECTOR’, 
now in preparation, which will co:.- 
tain listings of all manufacturers .f 
every type and variety of househo) |, 
commercial and industrial refrige: .- 
tion, and air-conditioning equipme:::, 
parts, materials, supplies, tools aid 
accessories. It will give complete a '- 
dresses and trade names. 


Sales Statistics 


No. 3119 (Manufacturer, Ohio) — 
“On page 8 of the Aug. 11 issue f 
REFRIGERATION News, we find a tabu- 
lation showing estimated month'y 
sales of electric refrigerators. Tiie 
yearly totals for 1934, 1935 and 19:5, 
as shown in this statement, differ ‘o 
a small extent from those shown n 
your articles regarding industry saios 
in Jan. 6 and Feb. 3 issues. 

“Will you please advise which «+t 
of figures we should use in making 
up our studies of sales? 

“The monthly figures for 1932 and 
1933 also differ from those shown in 
the 1935 REFRIGERATION AND AIR Con- 
DITIONING DIRECTORY.” 


Answer: There have been some ai- 
justments in some of the early totals 
but you can take the figures as used 
in Aug. 11 issue as substantially cor- 
rect. 

The monthly figures for 1932 and 
1933 check with those published on 
page 60 of the 1935 REFRIGERATION AND 
Air CONDITIONING MARKET Data Book. 


Dehydrating Tubes 


No. 3120 (Manufacturer, Oregon)— 
“Will you please be kind enough to 
let us know the different sources of 
supply on the small pencil type de- 
hydrating tubes used by case manu- 
facturers for removing the fogging 
between the glasses on double and 
triple glass cases?” 


Answer: The following are manu- 
facturers of dehydrators: 


American Hard Rubber Co. 
11 Mercer St., New York, N. Y. 


Arcade Mfg. Co. 
1212 E. Shawnee St., Freeport, IIl. 


Garden City Plating & Mfg. Co. 
1430 S. Talman Ave., Chicago, IIl. 


Henry Valve Co. 
1001 N. Spaulding Ave., Chicago, IIl. 


Imperial Brass Mfg. Co. 

564 S. Racine Ave., Chicago, Ill. 
Ingram-Richardson Mfg. Co. 
32nd St., Beaver Falls, Pa. 


Kason Hardware Corp. 
127 Wallabout St., Brooklyn, N. Y. 


Kerotest Mfg. Co. 
2525 Liberty Ave., Pittsburgh, Pa. 


Silica Gel Corp. 
Baltimore Trust Bldg., Baltimore, Md. 


Manufacturers’ Address 


No. 3121 (Engineer, Rhode Island) 
—‘Can you supply me with the 
addresses of the following refrigera- 
tion companies? Thank you _ very 
much. 

Cooke Electric Refrigeration Co. 

Refrigeration Products, Inc. 

Answer: Address of Refrigeration 
Products, Inc., is 122 W. Illinois St., 
Chicago, Ill. The Cooke Electric Re- 
frigeration Co. was reported inactive 
in 1931 and we have no further data 
about the company. However, there 
is a Cook Electric Co. located at 2700 
S. Port Ave., Chicago, Ill., manufac- 
turer of commercial refrigeration and 
air-conditioning controls. 


Cooke Saad Dies 


No. 3122 (Manufacturer, Texas)— 
“We would appreciate information 4s 
to the manufacturer of the Cooke seal 


ring for compressors and rotary 
shafts. We understand that this 
manufacturer is located in Chicago 


but do not know either the name of 
the concern or the street address.” 


Answer: According to our records, 
the manufacture of Cooke seal rings 
in now in the hands of the Kotary 
Seal Co., 809 W. Madison Ave. Chi 
cago, Il. 


Leak Alarm Device 


No. 3123 (Air-Conditioning Dealer) 
—“In your Aug. 25 issue of Air COND 
TIONING AND REFRIGERATION News there 
is a description of a leak alarm 
signal device, by K. M. Newcu'. 

“Will you please advise us where 
we can obtain complete infor: sation 
on this device, that is, the manufac 
turer, from whom we can 
dimensional data, price, etc.” 


Answer: The leak alarm ievice 
described in the Aug. 25 issue is maé® 
and distributed by the Midwes' d 
neering Co., 617 Fulton Ave., C!ica8® 
Ill. Address your inquiry to Tho 
McKee. 
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Conditioning Made Easy 


- A Complete Course of Study Covering 
All Phases of Air Conditioning 


SUMMER AIR CONDITIONING i 


{ 

oe t 

1, What fs Air Conditioning ? 
I 


| 
| 


SINESS NEWS PUBLISHING CO 
lishers of AIR CONDITIONING 
guid “REFRIGERATION NEWS 


Manual A-1 
Summer Air Conditioning 


MANUAL NO. A-1—Principles of 
Summer Air Conditioning. Functions 
of Air Conditioning. An explanation 
of typical air-conditioning systems, 
refrigeration cycles, performance of 
heat transfer surfaces, condensers, 
unit performance and summer air- 
conditioning systems. 112 pages. 
Price $1.00. (This book is now ready 
for immediate delivery.) 


By F. O. Jordan 


CONDITIONING | 
MASE 7 


BY F.0.J0RDAN 


re 


WINTER AIR CONDITIONING - i 
CHAPTERS s , iH 

7. Typical Heating Systems 
&. Typical Heating Connections _ - 
9. Steam & Hot Water Heating Systems 
10. Hot Air Hesting Systems 
11. Heat Generston & Controls 
12. Heating Specialties 
13. Specificdlions of Heating Systems 
14. Trouble Shooting : 


BUSINESS NEWS PUBLISHING CO 
Publishers of AIR CONDITIONING 
and REFRIGERAT:ON NEWS 


Manual A-2 
Winter Air Conditioning 


MANUAL NO. A-2—Principles of 
Winter Air Conditioning. Chapters 
on typical heating systems, typical 
heating connections, steam and hot 
water heating systems, hot air heat- 
ing systems, heat generators and 
controls, heating specialties, specifi- 
cations of heating systems, trouble 
shooting. Price $1.00. (This book 
will be off the press in October.) 


BUSINESS NEWS PUBLISHING CO 
Publishers of AIR CONDITIONING 


aod REFRIGERATION NEWS 


Manual A-3 
Design Engineering 


MANUAL NO. A-3—Principles of 
Design Engineering. Chapters on 
conditions for human comfort, meth- 
ods of comfort control, mechanics of 
comfort control, principles of design, 
air-conditioning unit design. Price 
$1.00. (Off the press in October.) 
Other manuals in this series, includ- 
ing a reference book, will be an- 
nounced later. 


This series of manuals provides a complete course of study covering all phases of air conditioning 


or contractors, architects, engineers, service men, and students. Profusely illustrated with pictures 


and diagrams of systems and containing many charts and tables. 


Written by F. O. Jordan, 


B.S.M.E., graduate of Purdue University, registered consulting engineer (Michigan) and Air 


Conditioning Editor of the News. 


engineering departments of leading manufacturers of air-conditioning equipment. 


Mr. Jordan has had long practical experience in the 


In this series of 


manuals he has collected and arranged the essential information from all the sciences (mathe- 


matics, physics, chemistry, thermodynamics, etc.) required by the engineer and contractor. 
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Different Load Factors Involved in 


Estimating Commercial Job than 


Apply to Domestic Installation 


SECTION NO. 20-B 
Commercial Load 
And Estimate 


General 


In Section 20, part 1, loads and 
load estimates were discussed in gen- 
eral. However, some types of loads are 
unimportant or non-existent in certain 
branches of the industry. Therefore, 
it is possible and desirable to for- 
mulate simplified methods of load 
computation for a given branch or 
division of air conditioning by omit- 
ting or estimating only roughly certain 
uimportant loads, and by accentuat- 
Ng loads which are important to the 
Particular job, 

Further simplification of field engi- 
oe methods is very desirable 
pay Purpose of reducing overhead 
es and of allowing the limited 
te oq of experienced field engineers 
jo “a & greater volume of the field 
- neering work made necessary by 

© rapid development of the industry. 
Ph the same methods of 
- Oe ergige do not apply to all types 
a. for steps toward simplifi- 
marta wae can be used without 
light ce of the required accuracy for 
. ee projects may result 

_ = error upon the project of 
Which occupancy, because load sources 

are unimportant in one branch, 


ma i 
in Y be the chief source of heat gain 
the other branch. 


tor oemPle, sun load generally is 
“a _ important in residential 
ae &n occupancy and appliance 

* While on certain projects of 


heavy occupancy the two latter named 
loads may constitute practically the 
entire load. 


From the angle of load sources, 
air-conditioning field engineering falls 
naturally into two general divisions 
as to type: (1) the light occupancy 
project whose concentration of oc- 
cupants does not exceed one person 
per 25 square feet of floor area, (2) 
the heavy occupancy project where 
more than one person is present for 
each 25 square feet of floor space. 

In Section 20, part 1, there was 
given a broad discussion of all load 
sources of heat gain encountered in 
comfort air conditioning for the pur- 
pose of helping toward an understand- 
ing of the complete problem. 

Now we are ready to discuss simpli- 
fied methods of load estimation which 
have been devised for the purpose of 
saving time and energy for the field 
engineer when engaged in the heavy 
occupancy classification. 


Air conditioning for heavy occu- 
pancy is commonly known as “com- 
mercial” air conditioning. It is well to 
make use also of the limiting term, 
“for comfort,” for the purpose of 
differentiating between air condition- 
ing for comfort and for manufactur- 
ing processes. 


In that division of the industry 
which pertains to residential and 
similar projects of light occupancy 
concentration, the loads which are 
due to the occupants may be esti- 
mated by a minimum of simple factors 
without appreciably affecting the ac- 
curacy of the domestic load estimate. 
However, proper care must be taken 
in estimating the heat leakage through 
building construction, as such leakage 
constitutes the major portion of the 
load. 


w~ 


In the commercial air-conditioning 
installation this condition is reversed, 
because the occupancy concentration 
in this field generally is high, so 
that the heat gains which depend 
upon and arise from the occupants 
usually form the major portion of 
the cooling load. 

For this reason, great care must 
be exercised in estimating commercial 
loads which are governed by the 
number of occupants, while heat leak- 
age through building construction 
usually is of lesser importance. Fur- 
thermore, the types of construction 
generally used with the commercial 
building vary considerably from the 
types encountered in residential work, 
so that factors for building heat leak- 
age are influenced accordingly. 


Another factor which must be con- 
sidered for the commercial project of 
heavy fluctuating occupancy is the 
lag in time required for sunloads to 
pass through building construction. 


“Lag” may make as much as 25% 
difference in the load for it may 
throw the heavy east wall sunload 
of 10 a.m. into the conditioned space 
at high noon on top of a peak oc- 
cupancy load, or it may throw the 
heavy roof sunload of high noon into 
the conditioned space in the middle 
of the afternoon when occupancy is 
light, so that it does no harm. 

Failure to consider “lag” may lose 
jobs, or result in unsatisfactory ones. 
Table 35, together with its directions, 
includes the effect of “lag” in a way 
that is easy to use. 

Extreme simplicity in field engi- 
neering methods is of less importance 
in the commercial than in the resi- 
dential application, because the latter 
field is based primarily upon a larger 
number of jobs at a small margin of 
profit per job. The large number of 
jobs demands field engineering 
methods of sufficient simplicity that 
they may be used easily by large 
numbers of salesmen, while the small 
margin of profit per unit demands 
a minimum of overhead. 


However, the commercial project 


(Continued on Page 24, Column 2) 


Table 35—Heat Leakage Factors 


(This table is especially prepared 
for use in connection with commer- 
cial projects whose occupancy exceeds 
one person per 25 sq. ft. of floor area.) 


Explanation and Directions: 


1. To compute the hourly load upon 
a surface, multiply the area of the 
surface in sq. ft. by the proper factor 
given by this table. Cooling Loads 
will be in B.t.u. per hour. Heating 
Loads will be Equivalent Direction 
Radiation in sq. ft. 


2. Heat Leakage factors are based 
upon a temperature difference during 
the cooling season of 15°, and a tem- 
perature difference during the heating 
season of 80° between the outside 
dry-bulb temperature and the dry-bulb 
temperature within the conditioned 
space. For other temperature differ- 
entials the factors should be changed 
proportionately. 


3. Heat Leakage factors are based 
upon average good construction. Due 
allowance must be made in cases 
where such conditions do not exist. 


4. Never apply both the factor in 
column D and the factor in column E 
to the same surface, because the 
factor in column E includes both 
Transmission and Sun Effect. 


5. For unprotected windows or sky- 
lights use double the factor in column 
E for the glass “with shades.” 


6. For top floor spaces, if occupancy 
varies less than 60% during daylight 
hours, use factors from column E for 
roof and for windows of exposure 
having greatest window area (except 
for north exposure). Use factors from 
column D for other surfaces. 


7. For spaces not on top floor, if 
occupancy varies less than 60% dur- 
ing daylight hours, use factors from 
column E for heaviest wall and 
window exposure (except north). Use 
factors from column D for other 
surfaces. 


8. If occupancy is 60% heavier be- 
tween noon and 1:00 p.m. than during 
the remainder of the day, use factor 
from column E for’ east wall and 
south windows. Use factors from 
column D for other surfaces. 


9. If occupancy is 60% heavier be- 
tween 5:00 and 7:00 p.m. than during 
the remainder of the day, use factor 
from column E for west windows and 
for roof (or west windows and west 
wall if space is not on top floor). Use 
factors from column D for other 
surfaces. 


10. If occupancy is 60% greater 
both between noon and 1:00 p.m., and 
between 5:00 and 7:00 p.m., base the 
equipment selection upon paragraph 
No. 8 or No. 9 above, depending upon 
which condition shows the heavier 
load. 


1l. If peak occupancy occurs less 
than two hours after sundown and 
is 60% heavier than during daylight 
hours, use factor from column E for 
west wall (not for west windows). 
Use factor from column D for other 
surfaces. 


Items Nos. 6, 7, 8, 9, 10, and 11 
take into account the “lag” in time 
of heat passage through the usual 
type of construction, as well as the 
transmission coefficients, for the con- 
struction. 


A. B. Cc. D. Zz. F. 

Cooling Factors 

Trans- Sun Plus 

mission Trans- Heating 

Only mission Factors 
No. Construction Insulation B.t.u./Hr. B.t.u./Hr. E.D.R. 
1. Outside Walls—9” Masonry ............... None* 5.5 12.0 12 
2. Outside Walls—Frame-Veneer—13” Masonry None* 4.5 8.0 10 
3. Outside Walls—17” Masonry .............. None* 3.5 5.0 08 
4. Outside Walls—Any Standard Construction 3%” 1.5 3.0 03 
5. Masonry—Against Earth ...........eeeeeee None 0.0 0.0 05 
6. Windows—(with shades) ............0.e008 a e 16.5 50.0 35 
7. Windows—(with awnings) ..............0.. —H- 16.5 35.0 35 
8. Skylights (with shades) .....cccisccccseoes — 16.5 80.0 35 
9. Interior Partitions (13” solid masonry).... None 0.07 07 
10. Interior Partitions (glass or metal) ....... oa 10.0 —_- 20 
ll. Other Inmterior Partitiona ..........ccceees 4.0 _- 07 
12. Other Titerieh PRAPEIONS 20. cciccceccccces 31” 1.0 — .02 
13. Roof—6” Concrete—With Attic ............ None 5.0 8.0 ll 
14. Roof—3” Concrete—With Attic ............ None 7.0 12.0 16 
15. Roof—1” Wood—With Attic .............. None 5.0 15.0 11 
16. Roof—6” Concrete—No Attic .............. None 7.0 12.0 .16 
17. Roof—3” Concrete—No Attic .............. None 12.0 18.0 27 
18. Rool—1" WooG—-No Attle ..ciccsesessesses None 8.0 22.0 18 
DO Te WOR PUNE hee eke esi ce Ketecccdecues ag 2.5 5.0 .06 
Se RE EEE: RMI ore eekeass0'ds:05.00 80800084 _ 1.8 3.5 04 
Bi, TOES Wet BRIS bo ck ciieviacsecsaraviverys 34,” 1.0 2.7 .02 
BE:  TRGUEe FIG FE eva. eeacscsssesinnadesesese ag 3.5 9.5 .08 
Re ee eee ee ee ee ee ere re 2” 2.0 6.5 .05 
a ee | rere rer ere eee ee ern 314” a2 0 .02 
25. Ceiling Under Finished Room ............ None 3.0 —- .00 
26. Floor Over Finished Room ............ None 3.0 ——- 00 
27. Fiocor Over BOmGment oo cccccccsssccsscees None 0.0% — 04 
28. Floor Over Or On Ground ............+565 None 0.0 —- .05 


*With plaster directly on wall. 


For 2” furring (air space), multiply values by 0.7. 


For 2” good insulation, multiply values by 0.5. 
+Except where special source of heat exists beyond wall, or where occupancy 
concentration is less than one person per 25 sq. ft. of floor area, when a factor of 


3.0 should be used. 


tFor any standard construction except steel. 


A GILMER BELT 1s NEVER SKIMPED ene ot eg 


L. H. GILMER CO., Tacony, Philadelphia 
“THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS” 


longer — Runs quietly under pulsating 
compressor '»ads. Send for freecatalog. 
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Thermometer e 


closed door. 


“Serviceman” 
Refrigeration Service 
liminates all 
the guess-work of a pocket 
thermometer in service work. 
It oo ou an accurate, 

send, REMOTE read- 
ing the proper way—with 
vs t f tubing 7s a 

enty 0 a reac 

point of testing, neatly com- 
pacted into the case. Guar- 
anteed within one degree—- 


has “Recalibrator” to KEEP 
it accurate. Use it for serv- 
icing all jobs, household and 
commercial, also in selling 
refrigerators. Sold in —10 
to 65° or —10° to 100° ranges 
at oe low dealers 
net price of $5.00 ¥F.O.B. 
Pactory. (Subject to change 
without notice.) 


JAS. P. MARSH CORPORATION ~ 
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THE BUYER'S GUIDE 


line of Dulux and 


sale. 


HOLCOMB & 
1545 E. Van Buren St. 


The HOLCOMB & HOKE 


NEW DEALER PLAN— 


offers you an exclusive franchise which includes a complete 
boxes . . . priced to meet all competition. 


Our New Dealer Finance Plan advances you more cash per 


We furnish the products and fiance the sales. 
All We Ask You to Do Is SELL! 
Write, Wire or Phone At Our Expense for Full Particulars. 


porcelain cases—market coolers and 


HOKE MFG. CO. 


Indianapolis, Indiana 


WRITE 
TODAY | 


AX. TRIPLE GLAZING 


KOCH REFRIGERATOR 


NORTH KANSAS CITY, MO. 


WELDED. 
ALL-STEEL 
CONSTRUCTION 


CORKBOARD 


INSULATION 


WILL BE INTERESTED 


EXPORT DEPT. 
304 E. 45TH ST. 
N.Y. CITY 


DISTRIBUTORS! Increase your 
sales and earnings on electrical 
refrigeration equipment by sell- 
ing the Percival Line. Percival 
equipment meets every require- 
ment of the modern food store. 


For Mechanical 


Refrigeration Only 


C.L. PERCIVAL COMPANY 


' DES MOINES + 
«651 YEARS OF SERVICE 


DESIRABLE TERRITORIES 
still available. Write for details 
of attractive, profit-making 
franchise. 
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Table 36—Window Areas 


a hs 
Width Depth —— wid 
Pt. In. 3Ft. 34Ft 4Ft. 4% Ft SFt 54 Ft 6GPRt. 644Ft. %7Ft 8 Ft 9Ft. 10Ft. 12Ft. 14PFt. 16Ft. 18 Ft. 207 Ft. 
20 6.0 7.0 8.0 9.0 10.0 11.0 12.0 13.0 14.0 16.0 18.0 20.0 24.0 28.0 32.0 36.0 494 = 
2—6 7.5 8.8 10.0 11.3 12.5 13.8 15.0 16.3 17.5 20.0 22.5 25.0 30.0 35.0 40.0 45.0 50.9 5 
3—0 9.0 10.5 12.0 13.5 15.0 16.5 18.0 19.5 21.0 24.0 27.0 30.0 36.0 42.0 48.0 54.0 6.9 6 
3-6 10.5 12.3 14.0 15.8 17.5 19.3 21.0 22.8 24.5 28.0 31.5 35.0 42.0 49.0 56.0 63.0 19.4 1 
4—0 12.0 14.0 16.0 18.0 20.0 22.0 24.0 26.0 28.0 32.0 36.0 40.0 48.0 56.0 64.0 72.0 4 5. 
4—6 13.5 15.8 18.0 20.3 22.5 24.8 27.0 29.3 31.5 36.0 40.5 45.0 54.0 63.0 72.0 81.0 9.4 9 
5—0 15.0 17.5 20.0 22.5 25.0 27.5 30.0 32.5 35.0 40.0 45.0 50.0 60.0 70.0 - 80.0 90.0 100.9 10 
5—6 16.5 19.3 22.0 24.8 27.5 30.3 33.0 35.8 38.5 44.0 49.5 55.0 66.0 76.0 88.0 99.0 110.9 il 
6—0 18.0 21.0 24.0 27.0 30.0 33.0 36.0 39.0 42.0 48.0 54.0 60.0 72.0 84.0 96.0 108.0 1294 i 
6—6 19.5 22.8 26.0 29.3 32.5 35.8 39.0 42.3 45.5 52.0 58.5 65.0 78.0 91.0 104.0 117.0 1399 14 
7—0 21.0 24.5 28.0 31.5 35.0 38.5 42.0 45.5 49.0 56.0 63.0 70.0 84.0 98.0 112.0 126.0 149 5 
7—6 22.5 26.3 30.0 33.8 37.5 41.3 45.0 48.8 52.5 60.0 67.5 75.0 90.0 105.0 120.0 135.0 1509 16 
8—0 24.0. 28.0 382.0 36.0 40.0. 44.0. 48.0 52.0 56.0 64.0 72.0 80.0 96.0 112.0 128.0 144.0 169 is 
8—6 25.5 29.8 34.0 38.3 42.5 46.8 51.0 55.3 59.5 68.0 76.5 85.0 102.0 119.0 136.0 153.0 1799 » 
9—0 27.0 31.5 36.0 40.5 45.0 49.5 54.0 58.5 63.0 72.0 81.0 90.0 108.0 126.0 144.0 162.0 1894 a 
9—6 28.5 33.3 38.0 42.8 47.5 52.3 57.0 61.8 66.5 76.0 85.5 95.0 114.0 133.0 152.0 171.0 1999 4 
10—0 30.0 35.0 40.0 45.0 50.0 55.0 60.0 65.0 70.0 80.0 90.0 100.0 120.0 140.0 160.0 180.0 “200.0 
10—6 31.5 36.8 42.0 47.3 52.5 57.8 63.0 68.3 73.5 84.0 94.5 105.0 126.0 147.0 168.0 189.0 2194 0 | 
11—0 33.0 38.5 44.0 49.5 55.0 60.5 66.0 71.5 77.0 88.0 99.0 110.0 132.0 154.0 176.0 198.0 2% - 
11—6 34.5 40.3 46.0 51.8 57.5 63.3 69.0 74.8 80.5 92.0 103.5 115.0 138.0 161.0 184.0 207.0 2399 ra 
12—0 36.0 42.0 48.0 54.0 60.0 66.0 72.0 78.0 84.0 96.0 108.0 120.0 144.0 168.0 192.0 216.0 "240.0 % 
12—6 37.5 43.8 50.0 56.3 62.5 68.8 75.0 81.3 87.5 100.0 112.5 125.0 150.0 175.0 200.0 225.0 259 ae: 
13—0 39.0 45.5 52.0 58.5 65.0 71.5 78.0 84.5 91.0 104.0 117.0 130.0 156.0 182.0 208.0 234.0 269.9 0! 
13—6 40.5 47.3 54.0 60.8 67.5 74.3 81.0 87.8 94.5 108.0 121.5 135.0 162.0 189.0 216.0 243.0 2799 QD 3 
14—0 42.0 49.0 66.0 63.0 70.0 77.0 84.0 91.0 98.0 112.0 126.0 140.0 168.0 196.0 224.0 252.0 289 : : 
14—6 43.5 50.8 58.0 65.3 72.5 79.8 87.0 94.3 101.5 116.0 180.5 145.0 174.0 203.0 282. 261.0 290.6 git 
15—0 45.0 52.5 60.0 67.5 75.0 82.5 90.0 97.5 105.0 120.0 135.0 150.0 180.0 210.0 240.0 270.0 300.9 50 2 
* . . . which condition shows the heavier 
Width 
Methods of Figuring Sensible Cooling load. " 
11. If peak occupancy occurs less i 
s td] 
than two hours after sundown and js ae 
Load for Commercial Installations oe wae ae ee ee 
hours, use factor from column “Rk” es 
(Continued from Page 23, Column 3) | is in the neighborhood of 15 minutes, | for west wall (not for west windows), ee 
generally allows and demands that | a 10° differential between outside and | Use factor from column “D” for other 9 
more money be spent for engineering | inside temperature may be used as | surfaces. 1 
skill and experience. Nevertheless, the | the basis of design. Otherwise, the 12. Do not figure heat gain through ; . 
highly competitive state of the indus- | acceptance of a 15° differential is | heayy interior masonry _ partitions 3 
try demands low cost which in turn | almost universal. or wall unless some specially heavy uf 
demands that field engineering meth- To determine the sun and/or trans- | source of heat gain exists. bs 
ods be kept as simple and easy aS | mission load upon any surface, multi- Items Nos. 6, 7, 8, 9, 10 and 11 take eb & 
can be made to conform with the | ply the square foot area of the sur- | into account the “lag” in time of : 
required degree of accuracy. face (note that areas may be read | heat passage through the usual type —_ 
Seasonally speaking, there are two from Tables 36 and 37, without | of construction, as well as the trans- aS 
types of loads to be considered in | the necessity of computation), by the | mission coefficients, for the construc % 5 
year-around§ air-conditioning work, | proper factor from Table No. 35, | tion. % 6 
cooling and — and heat- pce alge tees. a the i oe “Lag” is discussed, and the lag for : ; 
ing and humidifying. and explanations. er the | various typical constructions is given 
loads upon all surfaces have been so in Section 20, Part 1 “7 
SUMMER SENSIBLE LOAD estimated, the entire sun and trans- pe age gp oan : z 
mission load is determined by sum- The “lag” of time required for the . 
The cooling, or summer sensible | mating the various area loads. sun’s heat to pass through a struc- : 
load, consists of the following por- ture plays an important part in de- “4 9 
tions: termining the maximum load for 
a 46 «10: 
Transmission Load. HOURLY LOAD CALCULATION projects of heavy fluctuating occu- 8 10 


Sun Load. 
Appliance Load. 
Illumination. 
Occupancy Load. 
Outside Air Load. 


SUMMER LATENT LOAD 


The dehumidifying or summer 
latent load consists of the following 
portions: 

Occupancy Load. 

Outside Air Load. 

Appliance Air Load. 

The heating, or winter sensible load, 
consists of the following portions: 

Transmission Load. 

Outside Air Load. 

The humidifying or winter latent 
load consists of the moisture lost 
from the conditioned space due to 
the outside air load. 


Cooling Load 
A. SENSIBLE LOADS 


1. Sun and Transmission Loads. Sun 
load is the heat load which enters 
the conditioned space because of 
direct exposure to the sun’s rays. 

Transmission load is the load which 
enters the conditioned space because 
of the temperature differential be- 
tween the dry-bulb temperatures out- 
side and inside the conditioned space. 

If a low-priced installation is espe- 
cially desirable, or if the average 
length of occupancy of each person 


COOLING EQUIPMENT 


You cau Sell co @ PERFORMANCE BASIS! © 


, 
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Mg. by Refrigeration Division 


Petry Tees PORTABLE ELEVATOR MFG. CO. 


Beverage and 


e-Food COOLERS 


set PELCO outperforms any other cooler 
you've ever seen! You can reload it 
every 30 minutes! Makes its own floating 
ice, automatically, as needed. Any place 
that sells bottled beverages is a prospect. 


Complete line. For money-saving trade- 
building performance, wise buyers 
choose PELCO. Get the facts! Address 
Desk A107. 


a etd po ne Sages ee 
; . Mtn Ea. 


BLOOMINGTON. 
ILLINOIS 


fe Os 
_. £¢. os 
oy) prey: 


PELCO Model 200 Beverage-Food 
Cooler, The swing is to PELCO. 


in Canada 
UNIVERSAL COOLER CO. of 
CANADA Ltd. Brantford, Ontario 


1. To compute the hourly load upon 
a surface, multiply the area of the 
surface in square feet by the proper 
factor given by this table. Cooling 
loads will be in B.t.w. per hour. 


2. Heat leakage factors are based 
upon a temperature difference during 
the cooling season of 15°, between the 
outside dry-bulb temperature and the 
dry-bulb temperature within the con- 
ditioned space. For other temperature 
differentials the factors should be 
changed proportionately. (For a 10° 
differential, multiply factors by 0.67.) 


3. Heat leakage factors are based 
upon average good construction. Due 
allowance must be made in cases 
where such conditions do not exist. 


4. Never apply both the factor in 
column “D” and the factor in column 
“E” to the same surface, because the 
factor in column “E” includes both 
transmission and sun effect. 


UNPROTECTED WINDOWS 


5. For unprotected windows or sky- 
lights use double the factor in column 
“E” for the glass “with shades.” 


6. For top floor spaces, if occupancy 
varies less than 60% during daylight 
hours, use factors from column “E” 
for the roof, and for the windows 
of the exposure having greatest win- 
dow area (except for north exposure). 
Use factors from column “D” for 
other surfaces. 


7. For spaces not on top floor, if 
occupancy varies less than 60% dur- 
ing daylight hours, use factors from 
column “E” for heaviest wall and 
window exposure (except north). 
Column “D” for other surfaces. 


HEAVY OCCUPANCY FACTOR 


8. If occupancy is 60% heavier be- 
tween noon and 1 p.m. than during 
the remainder of the day, use factor 
from column “E” for east wall and 
south windows. Use factors from 
column “D” for other surfaces. 


9. If occupancy is 60% heavier be- 
tween 5 p.m. and 7 p.m. than during 
the remainder of the day, use factor 
from column “E” for west windows 
and for roof (or west windows and 
west wall if space is not on top 
floor). Use factors from column “D” 
for other surfaces. 


10. If occupancy is 60% greater 
both between noon and 1 p.m. and 
between 5 and 7 p.m., base the 
equipment selection upon paragraph 
No. 8 or No. 9 above, depending upon 


pancy, for this lag determines whether 
or not the arrival of the sun load 
within the conditioned space coincides 
with an occupancy peak. The effect 
of lag will be included if the above 
directions are followed. 


OCCUPANCY LOAD 


2. Occupancy Load. The sensible 
occupancy load is the heat given off 
by the occupants. It is computed by 
multiplying the number of occupants 
by the proper factor as taken from 
Table No. 18. Table No. 17 will be 
of assistance in estimating the prob- 
able occupancy which will occur upon 
various types of projects. 


Considerable care must be exercised 
in estimating the probable occupancy 
as the load should not necessarily 
be based upon the total number of 
persons who visit the conditioned 
space per hour, but should be based 
upon the maximum number of “hour 
occupants.” The number of “hour o¢- 
cupants” may be estimated by multi- 
plying the number of persons wh0 
occupy the space during one hour 
by their average period of occupancy 
in minutes, and dividing the result 
by 60. 


OUTSIDE AIR LOAD 


3. Outside Air Load. The outside aif 
load consists of the heat that must 
be removed from the outside alt 
which is introduced into the cond: 
tioned space in order to cool it from 
the outside dry-bulb to the inside 
dry-bulb temperature. 

The quantity of outside air per hou 
may be estimated by the method 
given under Part No. 1 or Part No? 
or Part No. 3 (never use more thal 
one method) of Table No. 13, usilé 
only the method giving the greater # 
quantity. This generally is the meth 
described under Part No. 1, excel 
upon projects of light occupancy in 
relation to outside exposure. 

After having estimated the ™ 
quantity per hour (c.f.h.), 
sensible outside air load from 
No. 16, generally using a temperatur® 
drop of 15°, or compute by ~ 
plying the cubic feet of ouside air 
hour by 0.25 for a differential 
between outside and inside, * 
0.17 for a 10° differential. 

4. Appliance Load. The 4P 
load consists of the sensible heat 
off by various heat producing ® 
ances. It is estimated by multi 


§) 
(Concluded on Page 25, Colum* 
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Table 37—Area of Plane Surfaces 


C—O 
wiath 
Ft. Length (Feet) 
i he ee ae ee ee es ae ee ee ee ee ee ee ee 
5 2 30 3 40 45 50 5 60 6 70 7 80 8 90 95 100 
5 30 36 42 48 54 60 66 72 78 84 90 96 102 108 114 120 
7 35 42 49 56 63 70 77 84 91 98 105 112 119 126 138 140 
3 40 48 56 64 72 80 88 96 104 112 120 128 136 144 152 160 
7 0 64 63 72 81 90 99 108 117 126 195 144 163 162 171 180 
50 60 70 80 90 100 110 120 130 140 150 160 170 180 190 200 
1 «55 66 77 88 99 110 121 182 143 154 165 176 187 198 209 220 
60. 72 84 96 108 120 132 144 156 168 180 192 204 216 228 240 
jg 6) 78 91 104 117 130 143 156 169 182 195 208 221 234 247 260 
4 70:«84 «(98 «112 126 140 154 168 182 196 210 224 238 252 266 280 
5 75 «690 105 120 135 150 165 180 195 210 225 240 255 270 285 300 
16 80 96 112 128 144 160 176 192 208 224 240 256 272 288 304 320 
jg 9) 108 126 144 162 180 198 216 234 952 270 988 306 324 342 360 
9 100 120 140 160 180 200 220 240 260 280 300 320 340 360 380 400 
110 182 154 176 198 220 242 264 286 308 330 352 374 396 418 440 
y 120 144 168 192 216 240 264 288 312 336 360 384 408 432 456 480 
% 13) 156 182 208 234 260 286 312 838 364 390 416442 468 494 520 
9 140 168 196 224 252 280 308 336 364 392 420 448 476 504 532 560 
9 150 180 210 240 270 300 380 360 390 420 450 480 510 540 570 600 
3) 16) 192 224 256 288 320 352 384 416 448 480 512 544 576 608 640 
4 17) 204 238 272 306 340 374 408 442 476 510 644578 612 646 680 
9 180 216 252 288 324 360 396 432 468 504 540 576 612 648 684 720 
9g 190 228 266 304 342 380 418 456 494 532 570 608 646 684 722 760 
4 200 240 280 320 360 400 440 480 520 560 600 640 680 720 760 800 
210 252 294 9836 378 420 462 604 546 688 630 672 714756798 840 
4 220 264 308 352 396 440 484 528 572 616 660 704 748 792 836 880 
4% 230 276 322 368 414 460 506 552 598 644 690 736 782 828 874 920 
4g 240 288 336 384 432 480 528 576 624 672 720 768 816 864 912 960 
50 250 300 350 400 450 500°550 600 650 700 750 800 850 900 950 1000 
width 
Ft. Length (Feet) 

22 @& 2 2% 30 32 3 36 38 #4 42 44 «46 «48 +~« «650 
5 110 120 130 140 150 160 170 180 190 200 210 220 230 240 250 
g 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 
7 154 168 182 196 210 224 288 252 266 280 294 308 322 336 350 
¢ 176 192 208 224 240 256 272 288 304 320 336 352 368 384400 
9 198 216 284 252 270 288 306 324 342 360 378 396 414 432 450 
1 2% 240 260 280 300 320 340 360 380 400 420 440 460 480 500 
11 242 264 286 308 330 352 374 396 418 440 462 484 506 528 550 
i) 264 288 312 336 360 384 408 432 456 480 504 628 562 576 600 
13 286 4312 3388 364 390 416 442 468 494 520 546 572 598 624 650 
4 308 336 364 392 420 448 476 504 532 560 588 616 644 672 700 
5 330 360 390 420 450 480 510 540 570 600 630 660 690 720 750 
ig 352 984 416 448 480 612 544 576 608 640 672 704 736 768 800 
13 396 432 468 504 540 576 612 648 684 720 756 782 828 864 900 
» 440 480 520 560 600 640 680 720 760 800 840 880 920 960 1000 
” 484 528 572 616 660 704 748 792 836 880 924 968 1012 1056 1100 
528 676 624 672 720 768 816 864 912 960 1008 1056 1104 1152 1200 
% 572 624 676 728 780 832 884 936 988 1040 1092 1144 1196 1248 1300 
% 616 672 728 784 840 896 952 1008 1064 1120 1176 1232 1288 1344 1400 
9 660 720 780 840 900 960 1020 1080 1140 1200 1260 1320 1380 1440 1500 
2 704 768 832 896 960 1024 1088 1152 1216 1280 1344 1408 1472 1536 1600 
4% 748 816 884 952 1020 1088 1156 1224 1292 1360 1428 1496 1564 1632 1700 
% 792 864 936 1008 1080 1152 1224 1296 1368 1440 1512 1584 1656 1728 1800 
3 836 912 988 1064 1140 1216 1292 1368 1444 1520 1596 1672 1748 1824 1900 
880 960 1040 1120 1200 1280 1360 1440 1520 1600 1680 1760 1840 1920 2000 
42 924 1008 1092 1176 1260 1344 1428 1512 1596 1680 1764 1848 1982 2016 2100 
4 968 1056 1144 1232 1320 1408 1496 1584 1672 1760 1848 1936 2024 2112 2200 
% 1012 1104 1196 1288 1380 1472 1564 1656 1748 1840 1932 2024 2116 2208 2300 
8 1056 1152 1248 1344 1440 1536 1632 1728 1824 1920 2016 2112 2208 2304 2400 
8 1100 1200 1300 1400 1500 1600 1700 1800 1900 2000 2100 2200 2300 2400 2500 
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BRANCHES 


HARRY ALTER’S. 


We protect the Dealer 
Write on your letterhead 


THE HARRY ALTER COMPANY 
1728 S. Michigan Ave., Chicago © 
NEW YORK: ST. LOUIS: CLEVELAND 


ERS 


0} 


CARTRIDGE. 
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DEHY 


STOP ec £.F S 


DRATOR 


Easy to refill as dehydrant cartridge 
can be readily removed and new unit 
uickly substituted. Dispersion tube 
for increasing drying efficiency and 
minimizing pressure drop is incorpo- 
rated as integral part of refill cart- 


ridge. Strong spring provides positive seal of dis- 
persion tube on_ inlet fitting, preventing by-passing 
of refrigerant. Choice of 4 


HENRY VALVE CO." sno 


ehydrants at same price. 


BY t°FeaADtIne JOBBE RS 


THE DAYTON RUBBER 
,. om _ DAYTON, OHIO ae 
. WORLD’S LARGEST MANUFACTURER OF V-BELTS 


Da 
Re be 


AL 


all types of appliances, because they pro- 

vide silent, dependable transmission — 
_ because their powerful grip prevents 
] ‘slippage—because they run smoothly 
without weaving, twisting or vibrating. A 
nearby distributor carries a complete stock. _ 
/ MANUFACTURING 


F 
co. 
, 


om 


ELTS 


Ways of Estimating 
Miscellaneous Load 


In Commercial Jobs 


(Concluded from Page 24, Column 5) 
the proper factor taken from Table 
No. 19, by the number of heat 
producing appliances which are used 
during the peak load hour, and multi- 


plying the result by the fraction of 
the peak hour that such appliances 
are used. 


The final result should be multiplied 
by 50% if the appliance is located 
under a canopy from which not less 
than 100 c.f.m. is exhausted per square 
foot of active horizontal area, or by 
10% to 25% if it is located adjacent 
to an opening through which a con- 
siderable quantity of air is exhausted. 


Furthermore, note should be made 
of the percent of its maximum heat- 
ing producing rate at which the ap- 
pliance is used during the peak hour. 
For example, a coffee urn may be 
turned down to 10% of its maximum 
heating capacity during the occupancy 
hour, merely to keep warm the coffee 
that has been made prior to the peak 
hour. 


5. Illumination Load. The illumina- 
tion load is the heat given off by 
the illuminating fixtures. It is esti- 
mated by multiplying by 3.4 the maxi- 
mum number of watts which are used 
for illumination during the peak load 
hour (only when the sun is shining, 
if the peak load hour occurs during 
the period of sunlight). 


6. Entire Sensible Load. The com- 
puted sensible load must be the maxi- 
mum sensible load that occurs at the 
same time. It is obtained by sum- 
mating the above loads which occur 
simultaneously during the peak load 
hour. 

If the sun plus transmission load is 
less than 20% of the entire sensible 
load, 1% must added to the sensible 
capacity of the equipment for every 
1% which the sun plus the trans- 
mission load falls short of being 20% 
of the entire sensible load. 


Hotel House Tanks 
Use Water from 
Condenser 


LINCOLN, Neb. Providing 
against a water waste problem in 
the air-conditioning system installed 
in the Capital hotel here by Natkin 
& Co., Westinghouse distributor, was 
part of the designing and construc- 
tion of the system. 

The system for the 10-floor hotel, 
which contains 250 rooms, was de- 
signed so that water is taken from 
the condenser and piped into an 
overflow tank, from which it is 
pumped to the house tanks on the 
roof. 

These house tanks supply the 
toilets and service sinks in the build- 
ing. Demands of the hotel are such 
that 50% of the water is utilized 
for this service. 

To prevent vibration, the compres- 
sor and fan and fan motor of the 
air-conditioning unit are mounted on 
a 6-inch concrete pillow, which in 
turn rests on 2 inches of ordinary 
cork-board. The fan and compressor 
are bolted down tightiy to the con- 
crete pillow, and “grouted’’ by the 
use of 340-in. steam gasket material 
underneath the pedestals and bases. 

As the fan is connected with 
canvas to the duct system on both 
suction and discharge openings, no 
vibration is transmitted to any por- 
tion of the building. 


Corozone Builds Heater 


For Gas or Oil 


CLEVELAND—tThe Corozone Air 
Conditioning Corp. has just intro- 
duced a new “Coroaire” heater and 
winter air conditioner, available 
either as a gas or oil burning heater. 

Features claimed for the Coroaire 
are: fan circulation, 600 cu. ft. 
capacity, summer and winter oper- 
ation; humidification, 2-gallon capac- 
ity; filtration, winter and summer; 
ionization, deodorizing, purifying, 
and revitalizing; and hourly heating 
output of 41,500 B.t.u. 

Finish of the unit is burled walnut. 
The unit is especially designed for 


small homes, bungalows, summer 
cottages, stores, sinaii business 
establishments, recreation rooms, 


play rooms, shops, and factories. 


Brine Holdover Portable Cooling Unit Made by 


General Refrigeration for Eastern Air Lines 


BELOIT, Wis.—Portable air-condi- 
tioning units of the brine holdover 
type for cooling or heating grounded 
airplanes are being manufactured by 
General Refrigeration Sales Co. for 
Eastern Air Lines. 

Like the units made by the same 
company for American Airlines, Inc. 
(AIR CONDITIONING AND REFRIGERA- 
TION NEWS, July 14, 1937, pages 
20-21), the new machines are in- 
stalled in specially built compart- 
ments mounted on standard speed- 
truck chasses. 

The two types of portable airplane 
air conditioners differ, however, in 
that the refrigerating apparatus in 
the one designed for American Air- 
lines operates directly and only while 
attached to the airplane, whereas the 
condensing unit in that built for 
Eastern Air Lines operates in regu- 
lar cycles whether connected or not 
to a plane. 

Another difference is that the first 
type is completely self-contained, 
while the brine holdover type requires 
an outside source of power. 


HOW IT COOLS 


For summer cooling, the brine 
holdover conditioner takes in warm 
outside air, passes it through filters 
into a cooling unit, reduces the air 
temperature and humidity, and de- 
livers the cool, fresh air into the 
cabin of the airplane through a large 
hose. 

The necessary refrigerating capac- 
ity for the cooling unit is provided 
by means of a large holdover tank 
containing a refrigeration coil and 
freezing solution. The latter is cooled 
and partially frozen by the operation 
of the refrigerating machine during 
the charging cycle, which usually 
lasts overnight while the truck is 
not in demand. 

After the completion of the charg- 
ing operation, the holdover tank 
contains sufficient cold brine and 
ice to provide refrigeration for the 
cooling of several airplanes. 

While the unit is stationed next to 
an air liner to condition its cabin, a 
long electric cable must be extended 
from one of the airport buildings to 
the truck to provide the necessary 
electric power for the operation of 
the blowers and brine circulating 


pumps, which deliver the cold solu- 
tion to the cooling cous. 


For winter heating, cold outside 
air is delivered through filters, over 
the heating coil, and there warmed 
to the desired temperature. The 
heating is accomplished by circulat- 
ing hot brine from the holdover tank 
through the coil. The brine itself is 
heated either by means of a steam 
coil having outside steam connections 
or from electric immersion coils in 
the tank. 


Transmission of the heated air 
from the unit to the interior of the 
plane cabin is by means of the same 
hose used for cool air in summer. 

The complete air-conditioning unit 
is mounted on a steel frame built 
to fit onto the truck chassis, and is 
enclosed in a sheet steel body with 
removable top. Refrigeration and 
steam coils are in the brine tank, 
and above the tank are located the 
air-conditioning coil with filter, blow- 
er, and air silencer and a vertical 
type brine pump. 


CONSTRUCTION OF UNIT 


The refrigerating unit is connected 
to the cooling coil in the tank, which 
is provided with a drain valve and 
a hose connection for filling. There 
are also two steam hose connection 
fittings for the steam coils. 

Two standard air filters and a 
header-type cooling coil, through 
which the brine is circulated, are 
contained in the air-conditioning unit 
itself. As in the unit designed for 
American Airlines, the end of the 
air hose is provided with a special 
bayonet connection to fit into the 
inlet of the plane. 

The conditioning unit is thickly 
insulated, and has a drain for the 
disposal of the condensate from the 
coils when on the cooling cycle. 

Fins on the refrigerating coil ex- 
tend completely across the tank, and 
are arranged as baffles to cause the 
brine to circulate over and under 
them, thereby insuring a more uni- 
form temperature. 

The circulating pump which de- 
livers the water from the tank to 
the air-conditioning coil is mounted 
vertically and is submerged below 
the water level of the tank to elimi- 
nate priming difficulties and packing 
box troubles. When the pump is 
inoperative, the water drains from 
conditioning coil into the tank. 

Refrigeration equipment consists 
of a 3-hp. commercial unit composed 
of a compressor, motor, air-cooled 
condenser, and receiver. 

The refrigerant passes through the 
liquid line strainer, magnetic valve, 
heat interchanger, and thermostatic 
expansion valve to the refrigerating 
coil in the brine tank. A thermostat 
with high pressure cutout is provided 


for protection of the equipment. 
‘the necessary 3-phase, 2Z2ZU-Vvolt, 


60-cycle electric current is supplied 
by means of a cable attached to an 
outlet connection on the truck. 

When in service, the blower and 
the brine pump motors are provided 
with 110-volt, 60-cycle, single-phase 
current through an electric supply 
line kept on a reel under the rear 
of the truck. Both the 3-phase and 
single-phase cables are provided with 
an extra line for ground. 


HOW 


can condensation and drip ke 
overcome in a Walk-In Cooler? 
Write for interesting new data 


on the Rempe 


AUTODRAFT 


COOLER 


UNIT 


Gives Important Data Every Refrig- 
erator Man Should Have. 


REMPE 


co ara zm FE 


340 N. Sacramento Blvd. 
CHICAGO 


yh) 
{smn . 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R. 


DETROIT, MICH. 
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Air Conditioning Surveys 


On this and the following page, AIR CONDITIONING AND REFRIGERA- 
TION NEWS presents detailed surveys from major population centers 
showing where air-conditioning systems providing comfort cooling were 
installed during the first six months of 1936, the type of establishment 
in which it was installed, and the make and size of equipment used. 


Information published in this survey was made available by the 
operating utility companies in the territories covered. A_ similar 


compilation was published in the Sept. 22 issue. 


Birmingham, Ala. 


(Compiled by Birmingham Electric Co.) 


Name Make of Equipment Hp. 
Barber & Beauty Shops 
Pive Points Barper BHOP 2ocsicccscccccvases Howe 3.33 
MITT COORUEY GHOD) sci cciscceseccecscns Airtemp 6.0 
OCR DORM TMD coc rcccnceccevessvens Howe 11.0 
Funeral Homes 
mera BOPVinG CIGNOS) occcécssccesccccsaes Carrier 2.25 
NN ee irae aguas 5 bP CARER DEK RR COROT URES Westinghouse 15.0 
SR ga © ae Airtemp 16.0 
Industrial Hospital 
American Cast Iron Pine Cais. sisccsccces Carrier 25.8 
Laboratory 
Alpes Fortiand Cement Co. ...ccsccccscees Carrier 3.25 
Offices 
Birmingnam Biectric Co. ..6cicccsevccsesse Airtemp 10.0 
Bradley Baldwin All & White............ Airtemp 1.0 
EI ERIE: oo sic bees eek sseee eas ane cee Frigidaire -75 
PP PO rere ee nr rr ree Airtemp 2.0 
US" ee ere er eae ey eae eee Carrier 1.5 
EE, IND. bose sca vhs rennet sonekeeee Frick 1.0 
Wie We GEE isd caics cccacds tecenscene Carrier 28.5 
Restaurants 
SO "| ee eer ee ee ere Carrier 15.0 
Birmingham Athletic Club (3rd Floor).... Airtemp 6.66 
Biumingnem Country CHD ..sscscccccsccces Airtemp 3.0 
| ee OR ESS nr arora © tire tie (oe ere Airtemp 13.0 
TOMAS FOMOTHON HOt oicicccvocdcvessces Frick 40.0 
errr reer errr cre ere Westinghouse 12.5 
Oy AS eer eee eer ee eT er eee Airtemp 6.33 
Tutwiler Continental Room ..........sceeee Carrier 40.0 
Stores 
ARGPEDIO DECOE BRODY cei ccisccccccccicvcceas Airtemp 3.25 
Burger Phillips (6th Floor) .......ccsecees York 26.2 
gh NE Ee ree ree ee ee oe ore Airtemp 3.33 
Pe MRO WA cli skco cb bees aavswe.ed Carrier 3.25 
Eee re ar eee eee Ree ree Trane-Curtis 15.0 
eek aba b 8a W DEAR EMERAARTECOR DARE SS Carrier 367.0 
Bera Tee og PCR TENE ET En eee Westinghouse 16.5 
Ce BOWES BE WRI occsccsccivedesives Westinghouse 31.25 
ee SE (GA on cds cs ds ecuieseeeeauwe Westinghouse 18.5 
EE a POSE CES ohis 5k ob tRGS1S CLAD SSS tb AER Os York 587.5 
Te, TOPO TROD: oso bsciccidcs cacrdasceds York 8.5 
Theaters 
BG eens bere reves risercrvddssrsseucecsses Carrier 58.0 
MOE GE. TOMDUCOE oii icici rccss cect seocveees Carrier 63.0 
Sere rer ey ee eee ree Westinghouse 61.0 
Miscellaneous 
Five Room Coolers 

(3 in offices; 2 in residences)............ 3.8 
EE. VANS GENE TEDL ENE ESE EEFETEDGS OE 65545) OS REET ROUT DROADEES TNA EOD ERRORS RPEC ORE 1,530.45 


DEPT. EX. 


SALES SENSATION OF 1937 


Big waiting market for food stores, restaurants, bakeries, 
tap rooms. New principle “‘Stratosphere”’ coiling. Maximum 
efficiency and capacity in small floor space. Dealers report 
tremendous demand. Big sales opportunity. Write today. 


TYLER Sales-Fixture COMPANY EXER 
NILES, MICHIGAN 


WELDED 
STEEL 


gasee nevunes 


FILTERS & COOLERS 
SURGE TANKS 


EFFICIENCY 


STEEL PIPE COILS 


FILTRINE MFG. CO., Brooklyn, N. Y. 


ICE CREAM CABINET | 
CONVERSION UNITS 


Modernize 2 oven 7 provide pres ha hed 
storage .pace for packag.d goods . . eliminate brine 
leaks and attendant odors . . reduce weighi and sim- 7 
plify installetion . . require a minimum of service .. . 
provide ideal temperatures under all conditions 
.. cost less to operate .. quickly and easily 
installed in any standard cabinet at small cost. 


Write fer Complete Facts 
KOLD-HOLD MFG. CO. - LANSING, MICH. 


47) Outstandingly 
Superior as the 
KOLD-HOLD System 
of Truck Refrigeration 


Tulsa Clothing Store 
Is Air Conditioned 


By Delco-Frigidaire 


TULSA, Okla.—A _  Delco-Frigid- 
aire air-conditioning system was 
installed by W. W. Jenkins Air Con- 
ditioning Co. in Renberg’s, Inc., one 
of Tulsa’s oldest and largest cloth- 
ing stores, as part of a general re- 
modeling program. 

The system serves the first and 
second floors of the 37-year old estab- 
lishment and is designed to perform 
year-around air-conditioning func- 
tions. Remodeling operations per- 
mitted concealment of the air supply 
duct system by means of a new 
suspended ceiling on the store’s first 
floor. 

Equipment installed for cooling 
consists of a 25-ton compressor and 
evaporative condenser, with Condi- 
tionair of matched size, reports War- 
ren Earl, sales manager of Howard 
E. Melton, Inc., Delco-Frigidaire dis- 
tributor in Oklahoma with head- 
quarters in Oklahoma City. 

Winter heating is accomplished by 
the use of duct heaters in the fresh 
and is forced into the duct system 
which the air passes through filters 
and is forced into the duct system 
for even distribution throughout the 
conditioned area. 

Operating economy was a guiding 
motive in the design of the system, 
Mr. Earl says, and each unit of 
the system is of matched design to 
give maximum pertormance at lowest 
possible maintenance cost. 


Airtemp Equipped 200 
Detroit Residences 
In Past 7 Months 


DETROIT—More than 200 Air- 
temp -_ residential air-conditioning 
units were installed in Detroit homes 
from March to September inclusive, 
reports H. B. Orr, general manager 
of Airtemp Construction Corp., Air- 
temp distributor. Almost an equal 
number of residential installations 
were made by the company in the 
rest of Michigan during that period, 
Mr. Orr declares. 

Airtemp equipment has been se- 
lected by the Detroit Air Condition- 
ing Institute for installation in the 
1938 Builders’ Show ‘Ideal Home,” 
which will be opened to the public 
next year and awarded to the holder 
of the lucky ticket at the show, Mr. 
Orr states. 

Engineers of Airtemp Construction 
Corp. already have started to draw 
plans for the Ideal Home installa- 
tion, which will include the latest 
type of year-around Airtemp equip- 
ment. The company will occupy five 
booths at the Builders Show. 

Among current promotional efforts 
of the distributorship is a 26-week 
radio program being broadcast every 
Monday at 9:30 p.m. over station 
WXYZ and six affiliated stations of 
the Michigan radio network. This 
program, known as the “Hour of 
Dreams,” features baritone George 
Morgan, Airtemp dealer in Saginaw, 
Mich. Mr. Morgan used to appear 
with Madame Schumann-Heink. 


Toridheet Aunennses 
New Distributors 


CLEVELAND—Two new distribu- 
tors and eight dealers have been 
appointed to handle the Toridheet 
line of oil burners manufactured by 
Toridheet division of Cleveland Steel 
Products Corp. 

Kelley-How-Thompson Co., Duluth, 
Minn., will distribute the Toridheet 
line in North Dakota, South Dakota, 
norther Wisconsin, the upper penin- 
sula of Michigan, and Minnesota, 
excluding the Minneapolis-St. Paul 
area. 

A. A. Duckett, Inc., with head- 
quarters Camden, N. J., now holds 
the Toridheet distributor franchise 
for the Philadelphia-Camden terri- 
tory. Plans are under way for estab- 
lishment of showrooms at Phila- 
delphia and at Trenton, N. J. 

Newly appointed Toridheet dealers 
are: Peterboro Lumber Co., Peter- 
boro, N. H.; Desautels Music Co., 
Manchaster, N. H.; David Halperin, 
West Brighton, N. Y.; Price & 
Nichols, Waynesboro, Pa.; Burns’ 
Heating Co., Niagara Falls, N. Y.; 
Universal Supply Co., Newark, Ohio; 
H. W. Dyer & Son, Battle Creek, 
Mich.; J. E. O’Neil & Son, Clinton, 
Iowa. 


s s 
Miami, Fla. Area (compiled by Florida Power & Light Co.) 


Name Make of Equipment Hp. Rated Tong 
Club 

Tri-ess Corp. (Picadilly Club), Miami Beach 13.8 10.0 
Industrial Applications 

F. E. C. Railway Co. Station, Miami.... Varies 80.0 60.0 
Southern Bell Tel. & Tel. 

Beach Exchange, 69th St., Miami Beach.. 4.5 5.0 

Edgewater Exchange, Miami ............ Delco-Frigidaire 7.5 6.0 
Harrison Photo Laboratory, Inc., Miami.. York 2.0 2.0 
Offices . 

American Bank & Trust Co., Miami....... Delco-Frigidaire 1.3 0.7 
Wallace Barbour, Inc., Miami Beach...... 4.3 3.0 
Chase Federal Savings & Loan Assn., 

Miami Beach ..-csrccccscssorsccvescocccoe Frigidaire 9.0 7.0 
Dr. Leonard W. Haskin, Miami............ Frigidaire 1.5 1.2 
Henry Hohauser, architect, Miami Beach.. Airtemp 3.5 1.5 
Mershon Law Office, First Trust Bldg., 

Miami... cece cece csc secre cccccccceccceece Carrier 1.0 0.8 
National Title Co., Miami Beach.......... Airtemp 3.3 3.0 
Dr. S. Ney, dentist, Daytona Beach....... 1.0 0.8 
Paramount Ent. Olympia Bldg., Miami 

Paramount OfficeS ......---seeeeeeeeseees Frigidaire 9.4 7.0 

| Re Eerie eae cri ore eee Airtemp 3.6 3.0 
Pittsburgh Plate Glass Co., Miami........ Carrier 13.5 7. 
T. H. Radford, Live Oak..........ssescssoee Norge 1.0 0.8 
Residences and Rooms 
Mlcuaay VEOTSE, WEIR scopes cecsccasesenes 80.0 70.0 
i Re ere ee Tere Cree Delco-Frigidaire 1.5 0.75 
J. E. Calkins, Coral Gables................ Delco-Frigidaire 1.5 0.75 
George Worley, Miami ........sccscscscece Delco-Frigidaire 3.5 1.5 
Restaurants, Cafes, Bars, Etc. 

Morrison’s Cafeteria, West Palm Beach.... York 27.6 20.0 
Neptune Grill, St. Augustine .............. Merchant & Evans 13.7 10.0 
Cc. J. Reese, Jr. (bar & grill), 

BORO UMN. Sik os Sek cece cctkdeatenes Airtemp 3.0 3.0 
Stores 
Cannon Bhoe Co., DBM ois ccssscscrees 8.2 6.5 
Cowen-Nankin Shoe Store, Inc., Miami.... Carrier 12.0 8.0 
Dace Drug Co., Coral Gables... ..ccsrsocss Airtemp 13.0 10.8 
Electric Service, Inc., Daytona Beach..... Airtemp 3.1 3.0 
Miss Marie Gordon, Miami................ Airtemp 3.0 2.5 
Liggett Drug Co., Daytona Beach......... 16.8 15.0 
Lucie Shop, St. AvGUstine ......csescoee Merchant & Evans 13.7 10.0 
Mangels of Florida, Inc., Miami.......... Carrier 10.8 7.5 
Nankin Ghoe Store, MiIAMl. ..0..scs.creics Frigidaire 4.0 2.5 
Richter’s Jewelry Store, Inc., Miami..... Frigidaire 4.0 2.5 
Walgreen’s (drug store), Ft. Lauderdale... 20.0 15.0 
Theaters 
DORE. BE aickt ess betecrcanercanstier« Carrier 52.5 47.0 
Sheridan (Paramount Ent.), Miami Beach.. Carrier 88.5 66.0 
W. P. B. Theater, Inc., West Palm Beach.. General Electric 85.2 70.0 
Co Meer errr re Trt eee eee Te TRE ETAT Toe Te eee ee ee 625.8 491.6 


Weber Showcase & Fixture Company, Inc. 


5700 Avalon Boulevard 


The most complete line of 
Refrigeration Equipment — New 
Streamlined Beauty — Unchal- 
lenged quality. Exclusive Terri- 
tories Now Available — Com- 
plete Financing Plan. 


Cable Address: '"WEBERCO" | 


Established 1902 — 


Los Angeles, California 


lubrication in all models. 


Model No. 500- Write for prices 


TECUMSEH PRODUCTS 


Tecumseh, Mich. 


‘*CHIEFTAIN’’ 


QUALITY-BUILT 
COMPRESSORS and Shiseee 
CONDENSING UNITS 


Alll bearings diamond bored. Positive 
lubrication of parts by newly de- 
veloped process plus forced feed 


Sizes 1/6, 1/5, 1/4, 1/3 h.p. 


OFFICES 


New York 
480 Lexington Ave. 


hoon 2258 
La Salle-Wacker 
Building 


Detroit Export 
De ment 
1002 Palms Bldg. 
eles 


Los 
ariposa St. 


122 


co. Pl Tite Bldg. 


= \) 
lhe Certified Bearing E 


SEAL RINGS 
BUSHINGS 
BEARINGS 
SEAL NOSES 


| Made of “SABECO” Bronze wear longer. 
Correct tin content gives “SABECO” tough- 
ness. There is less seal wear. High lead 
content preserves 
impurity percentage (less than 2/10 of 
1%) assures free running and no scored 
shafts. Suitable for all refrigerants. Send 
blueprints for quotation and further details. 


Fredericksen Company 
Saginaw, Michigan } 


lubricant film. Low 


A tight system calls for | 
FITTINGS THAT WILL STAY TIGHT 


MPERIAL S. A. E. flared fittings have been set- 
ting a mighty fast pace in the air conditioning 
and refrigeration field . . . and their rapid accept- 
ance by installation and servic? men is based on 
results. Imperial fittings are tight when the job is 
finished and they stay tight. 
Write for catalog covering com- 
plete listing of sizes and prices. 
IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


VALVES - TOOLS - CHARGING LINES - FLOATS 


--P 


S.A. E. FLARED FITTINGS 


Brass forged nuts, tees. él 

and queanes — will not cnet 
Heavier and stronger than # AA 
ard—non-porous—no seepag? ; 
season cracking. Tees 4% 
bows have flats for wrench. 
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CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less, one inser- 

tion, $2.00, additional words four cents 

each. Three insertions $5.00, additional 

words ten cents each. 

PAYMENT in advance is required for 

adver ising in this column. 

REPLIES to advertisements with Box 

No. should be addressed to Air Condition- 
and Refrigeration News, 5229 Cass 

Ave., Detroit, Mich. 


—~—s POSITIONS WANTED 


OFFICE MANAGER—Credit Man—Ac- 
countant—35, married, desires connection 
with 2 reliable organization. Seventeen 
ears with large financial institution. 
Thoroughly versed thru practical experi- 
ence. Can furnish very best of references 
as to ability and character. Accustomed 


AIR CONDITIONING SURVEYS 


Omaha, Neb. (Compiled by Nebraska Power Co.) 


Name Make of Equipment Hp. 
Beauty School . 7 
Capitol Beauty School, 1918 Farnum...... Frigidaire 34.5 


Clubs, Recreation Rooms, Etc. 


Caesar’s Country Club, 1403 S. 75th........ Lipman 22.66 
Model Billiard Parlor, 1322 Douglas...... Lipman 6.0 
Omaha Athletic ,Club, 17th & Douglas.... Frigidaire 70.0 
Omaha Club, 2002 Douglas ................. Fairbanks-Morse §.75 
Palace Billiards, 1318 Douglas ............ Frigidaire 11.33 
Plamore Billiards, 1818 Farnam .......... General Electric 22.66 
State Recreation Parlor, 1412 Farnam..... Brunner 5.5 
Venetian Club, 2558 Farnam ............. . Frigidaire 9.0 


Funeral Homes 


Machines. 
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THE BUYER'S GUIDE 


SALES MANAGERS 


Distributors & Contractors— 


This eighty-four page book summarizes installa- 
tions of air-conditioning equipment to date in 
55 U. S. trading centers. A complete tabulated 
reproduction of installation data as furnished 
by utility companies to Air Conditioning and 
Refrigeration News, bound into a _ convenient 
6 x 9” book. 


Price per copy, postpaid, 50 cents 


BUSINESS NEWS PUBLISHING CO. 
oad 5229 Cass Ave., Detroit, Mich. 


AIR CONDITIONING 


SURVEYS 


SUMMARIES OF INSTALLATIONS 
FOR COMFORT COOLING MADE 
IN SS U S$ TRADING CENTERS 


Bored on reports of imstellenene 
femnhed by pubhe wiles to 
AIR CONDITIONING AND 
REFRIGERATION NEWS 


Pa 0 coe 


Comme 1907 hy 
BUSINESS NEWS PUBLISHING CO. 
vere CA AME ORR sec 


A COMPLETE LINE OF 


Whatever the conditions— 
in factory, office or reception 
room—there is a Cordley 
Cooler to fit the job. Bottle 
or pressure types, in varying 
capacities, with faucet, bub- 
bler, or glass filler, these 
coolers are substantial, 
sturdy, attractive units which 
you can be proud to sell. 


TAA 


WATER COOLERS 


Many prominent firms 
haveadopted them: Sears 
Roebuck, American 
Optical, Walter Baker 
Chocolate, Remington 
Rand, Pacific Mills, Otis 
Elevator, Sweet Orr 
Overall. CORDLEY & 
HAYES, 141 Hudson 
Street, New York City. 
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to managing large office force. Box 977, | Hoffman Mortuary, 24th & Dodge ........ Carrier 18.0 
Air Conditioning and Refrigeration News. Kunold Mortuary, 4423 S. 24th ............ York 9.33 
GRADUATE MECHANICAL Engineer, 
Utilities Engineering Institute graduate, Hospital 
m, desires position with manufacturer, Clark. ae h : 
distributor, contractor in air conditioning arkson Hospital, 26th & Dewey......... Frigidaire 6.0 
or refrigeration. Will make good —. 
r, sales engineer, or service-installation 
Sale Excellent references. Equipped to Hotels 
travel. Prefer West or Mid-West but | Blackstone Hotel, 36th & Farnam......... Frigidaire 28.0 
opportunity most important. Box 981, | Fontenelle Hotel, 18th & Douglas......... Baker-Trane 260.0 
air Conditioning and Refrigeration News. | pill Hotel, 16th & Howard................ Frigidaire 33.0 
~~ PRANCHISES AVAILABLE Rome Hotel, Gh GB JOR. 6 oss. cvcccccses Frigidaire 48.0 
OMPLETE LINE OF REFRIGERATOR . q 5 
po Cases, Walk-In Coolers, and Industrial Applications 
Refrigerators for Meat Markets, Grocers, | farmcrest Dairy, 720 S. 24th....... .eeeees Airtemp 3.33 
Restaurants, etc. Sell with Ehrlich line of | Giang-o-Lac, 19th & Leavenworth........ Brunner 20.0 
Compressors, or with any other line of | tniand Construction Co., 3867 Leavenworth Airtemp 9.0 
Attractive discounts, al8O | Stover's Candy, 302 S. 16th..............0. Baker-Trane 3.5 
liberal financing arrangements to help 
sll. 69 years in business. Write for 
full information and catalog. Offices 
H. EHRLICH & SONS MFG. CO. 
REFRIGERATOR BUILDERS Braun, Ray & Finley Co., 527 Grain Exc.. Airtemp 3.33 
St. Joseph, Mo. Crofoot-Fraser-Connaly & Stryker, 
637 Omaha Nat’l Bank Bldg............. Baker-Trane 8.5 
FRANCHISES WANTED Fairbanks-Morse Co., Ninth & Harvey.... Fairbanks-Morse 3.0 
Fell & Pinkerton Co., 635 Keeline Bldg... Airtemp 3.33 
AN EXPERIENCED peg egal Goldstein Chapman, 16th & Farnam...... Airtemp 3.33 
FRIGERATION ORGANIZA EERING, | D: Fay Hosman, 1819 Farnam............. Westinghouse 18.0 
COMPLETE SELLING, ENGIN Saaee | Same Howse, G16. 2M 2... Frigidaire 11.33 
IWSTALLATION AND gg ge Be Ethel Huff, 1815 Jackson.................. Frigidaire 0.66 
TES IS INTERESTED IN ‘S$ FRAN Pete Loch, Redick Tower ...ccccosccccsoce Frigidaire 5.5 
HCLUSIVE DISTRIBUTOR w YORK Midwest Adjustment Co., 1221 Farnam.... Frigidaire 3.0 
cHISE IN METROPOLITAN a mtion. | Nebraska Power Co., 2314 “M”............ Baker-Trane 10.5 
DISTRICT. BOX 980, AIR C peng - | Northrup-Jones, 1617 Farnam ............. York 34.66 
ING AND REFRIGERATION Paxton-Mitchell Co., 2614 Martha......... Baker-Trane 3.5 
R.K.O. Pictures, Inc., 1508 Davenport..... Carrier 9.5 
BQUIFMENS FOR SALE University of Nebraska, 42nd & Dewey... Frigidaire 1.0 
ATTENTION! SERVICEMEN and Deal- | Winthrop-Mitchell, Farnam Bldg. ......... Carrier 0.75 
ers: New Delco % hp. single phase, 110 V., 
60 cycle, rubber mounted motors $7.45. " 
% hp. condensers $1.15, % hp. $150. Residences 
— ecu wunaeesn ane Walter Beebe, 1728 S. 32nd .............. Carrier 4.0 
Say Mates hak, Geen aaa aiees | Oe Gee, MO B. OMB................ General Electric 4.0 
pel Writ - q jet y he H. M. Doorly, Fairacres ..............s.:% General Electric 5.33 
a Sa a | A. oe Seen Oe M. OO...........00.. General Electric 5.33 
af supplies. We reserve the right to | 2 Db. Goldberg, 104 N. 48th Westinghouse 3.0 
limit. quantities on the above specials. | 4, an ae Fairb ~ u 38s 
AIRO SUPPLY COMPANY, Eastern office, | we yy sort ys . Movcsssvees alrbanks-Morse . 
VW. 60th St., New York, N. Y. Main ‘ » SOMOrS, BUR B. GGG ccc cccescccecs Kelvinator 5.33 
ofie, 2730 N. Ashland Ave., Chicago, Ill Kelvin Home, 2047 N. 54th................ Kelvinator 0.75 
: E : . ia Milton Livingston, 303 uN WIN 55543005008 Frigidaire 3.33 
% BW, GOOO WAUGUML wisi ccteivscccecs Sade Cvoeep vevu 
WE HAVE ON HAND brand new, in | 5" w Madden, 128 8, Elmwood............ General Electric 1.33 
original crates, several Larkin vacuum kt a oe 4614 N. 30th Frigidai 3.66 
late coils 7” and 16” wide and 80”, 104” r. " a enny, © FUER. ccc cccccccs rigidaire ° 
P d 129” hich ft at from A. GC Potter, 407 NW. BMimwood........ 0.0% Baker-Trane 3.0 
ae eg wae we om G. Rasmussen, 116 S. 50th Ave............. Frigidaire 0.75 
% to % of list price and subject to prior ie D. R 671 N. 56th Raker-T 6.0 
sale. We solicit your inquiry by wire, Voyle D. Rector, . _ Serer rere aker-Trane é 
COP BWENSON, GEL Ts ST. cccssesdecccses General Electric 5.75 
phone, or letter. A real bargain is offered RF. Wi 3340 N. 48th A Airtem 3.33 
in this type of coil for anyone interested. swe negar, ° WGr se viewee oe Pp : 
HOLCOMB & HOKE MFG. CO., 1545 
Van Buren St., Indianapolis, Ind. Restaurants, Etc 
ATTENTION SERVICE MEN! Do you | Berry's Restaurant, 313 S. 17th............ Carrier 5.25 
have an extra or spare Frigidaire com- MONO PTE, GID GD Tes cescccccscvcveces Airtemp 14.0 
pressor body? Can supply the following | Cantoni Restaurant, 723 S. 16th............ Carrier 7.5 
models at once. These may be had either | Chez Paree, 2402 E. Locust................ Frigidaire 17.33 
teoperated and guaranteed or as is. | Flying Trapeze, 1607 Jackson.............. Frigidaire 3.0 
Models Twin S, G, K, O, L, Y, N, C. | Italian Gardens, 1228 S. Sixth............ Carrier 5.25 
Also sump tanks for all models. Can | Kerns Cafe, 419 Broadway, Council Bluffs General Electric 3.25 
supply a limited amount of motors 110, Mac’s Corner Cafe, 19th & Douglas........ Baker-Trane 8.5 
20, 60 cycle, from a % hp. to a 1 hp. | Mondos Bar, 1706 Douglas................. Carrier 8.0 
Prices for above items may be had on CE. FEO, SOO, TOO, vaiccevsesscsacceses Frigidaire 8.66 
request. REFRIGERATION SURPLUS Old English Inn, 50th & Dodge............ York 12.0 
JOBBERS, 5622 Woodland Ave., Cleve- Paris Bar, 14th & Douglas............... Carrier 8.0 
TO POCE, Tees BOTW oi6bkccensseveveees Frigidaire 10.0 
- eee Oe CRED, BEA Bi Ee iihs 680400 60ccscse0. . Brunner 5.33 
SERVICEMEN AND DEALERS save 
honey. Buy “used as is” refrigerators. 
apray and recondition them yourself. Stores 
Coslands $1400) Bobee sinter General | Aman Clothing Co, $12 & Iith.......... Airtemp 3.33 
Blectrin Gina. > : Ene . | Beaton Drug Store, 15th & Farnam........ Westinghouse 17.0 
cctric $15.00; Majestics $12.50; Electro- | oi Cigar Store, 109 S. 15th Airtemp 6.66 
lux $25.00; others $10.00. Closeout ten - gy Bev vesning at  Ualehdeiobepaceabdae 6 : 
5, B & G Hosiery, 300 S. 16th............00- Baker-Trane 6.0 
2 cu. ft. 1936 Stewart-Warners $84.75 A 203 S. 19th Airtem 6.66 
ech, PILGRIM REFRIGERATION CO. Bloom-Erickson Co. (cigar), . sees p : 
5. ' ; j Jewel Store, 1419 Douglas..... Brunner 5.0 
4-83 50th Street, Woodside, L. L, N. Y. | Brodkey ad 
4 7 5 Buck’s Booterie, Barker Bldg............... ae Electric 2.66 
REPAIR Diamond Cigar Store, 514 S. 14th.......... rigidaire 11.33 
a ataantnhntn Kindy Optical Co., 107 S. 16th............. Lipman 5.0 
DOMESTIC REFRIGERATION controls Malashock Jewelry, 303 S. 16th............ Frigidaire 3.33 
repaired. Ranco pencil types, $1.75. Gen- Metropolitan Drug Co., 15th & Farnam.... Frigidaire 54.5 
tral Electric, Cutler-Hammer, Tag, Penn, Neisner’s, 16th & Farnam ....... pieeheess> Baker 100.0 
Ranco box types, $2.00. Bishop Babcock, Sample Fur, 1519 Farnam ...............+. Frigidaire 3.0 
Majestic, Penn magnetic switches, $2.50. Sim OM TMG, BOS BB. Wc i iicccocscicesss Frigidaire 5.75 
control individually calibrated to Sportsman Cigar Store, 2008 Farnam...... Baker-Trane 12.0 
factory Specifications. UNITED SPEED- Walgreen Drug, 4902 Dodge..........cseeees Baker-Trane 18.0 
SMETER REPAIR CO., INC., 436 West 
ith St, New York City. 
~* saa Theaters 
PATENTS APDOT, BEE LAAVENWOTER ..6ccevccsccvceses Brunner 26.75 
HAVE you Avenue, 2819 Leavenworth ................. Brunner 52.0 
iis t hee ten Bag Many | pe Corby, ee 9-605 6:044444000000 006 Baker-Trane 48.75 
experie ; a a , Aer err err York 76.0 
Nee in refrigeration engineering. : 
mpt searches and reports. Reasonable Minne Lusa, 6718 N. 30th ..............5005 6.5 
SRE BOGEUR TERE, BEEs BOMB  ciciscccvccsvcecss 10.5 
Patent AB ag an iedoen poems Winn, 4006% Hamilton .................. Brunner 20.0 
¥ Ph MEE it iue scab GUaV EE ET hisénkndbybec'cuntan’ EP 5. 5S 1,421.12 


New York City. 


PATENTS 


rarured for inventions relating to Re- 

feration, Electrical Apparatus and 

ad ment and Handling of Foods 
other important subjects. 


MASON, FENWICK & LAWRENCE 
Refrigera tion Patent Experts 
Patent and Trade-Mark Lawyers 

'stablished 1861 Washington, D. C. 

—_ Other Of fices New York and Chicago 


TRADEMARKS 


RECEIVER TANKS—COMPRESSOR BASES—MOTOR 
MOUNTING BASES—AND OTHER STAMPINGS 
AND ASSEMBLIES FOR REFRIGERATION AND AIR 
CONDITIONING. 

Our Receiver Tanks are made‘ with drawn shells. Assembly 


by Hydrogen Brazing produces tanks chemically clean and free 
from dirt. Can furnish tanks painted if desired. 


< THE ACEKLIN STAMPING CO. 
Brazed in e TOLEDO, OHIO 
Controlled Chicago, Il. 
Atmosphere Detroit, 2-165 Gen. Motors Bldg. 


The Real Heavy Duty Refrigerator! 


MODEL 354 the beautiful Heavy Duty Refrigerator for lunch rooms, 
schools, hospitals, hotels, etc., combining GREATER CAPACITY, 
beautiful finish and Heavy Duty Construction 


This Refrigerator is built in sections, and may be supplied in various 
door combinations and shelf arrangements to meet your needs. A 
real Heavy Duty Refrigerator—-sturdy, beautiful, enduring! 


White porcelain finish, fused on 18 gauge special steel, bronze 
finish hard , and 3’ corkboard insulation Also avail- 
able with oak exterior and galvanized interior. 


Write for Descriptive Bulletin. 


LER MANUFACTURIN 


LOEK err 
«ERIE, PENNSYLVANIA — a 


‘SALES OFFICE 429 FOURTH AVENUE. PITTSBURGH ~ 


Unliy Lid iver hte prees ° Whikea WEA “RAKES: 
tion, 100% insulation. Wonderful sales opportunity. 
Most talked of and fastest selling line on market. 
WRITE today. ' 


TYLER Sales-Fixture COMPANY 


Dept. E, NILES, MICHIGAN 


NEW SHERER © 
Retardo... Baker's Box 


Every progressive Baker should own a Retardo—it is new 
‘ different . . . and produces genuine RESULTS. For 
you, Retardo represents another SHERER money-maker 
with splendid sales and profit possibilities ...a new 
field for compressor sales. 

Write for information about the 
Retardo . . . about Sherer’s valu- 
able Case and Cooler Franchise 
. . . there are still some fine 
territories available. 


DISPLAY AND STORAGE EQUIPMENT BIN 
FOR RETAIL FOOD STORES 


| 
SHERER-GILLETT CO 
MARSHALL, MICHIGAN 


a 


All types for service replacement and new 
installations... One, two and four cylin- 
der models from 4 h.p. to 20 h.p. . . . For 
Sulphur Dioxide, Methyl Chloride or Freon. 
Write for new catalog—a valuable refer- 
ence for assemblers and service companies. 


MERCHANT & EVANS COMPANY 
Philadelphia, Pa., U.S.A., Plant at Lancaster, Pa. 


enh abe Os a eae > i ke oO Te 7 


: a rape es a 


CoLTROL a 


, Liaguid CUOLER 
A Source of Quick Profits 


Easiest to sell. For beer, root beer, water, carbonated drinks, 
etc. Fits standard beer coil box. Perfect foam control. 
Accurate. Costs less to install and te. Permits steam 
or chemical cleaning of beer coils. refrigerants. 

COMMERCIAL COIL & REFRIGERATION CO. 
457 NORTH ARTESIAN AVENUE, CHICAGO, ILLINOIl 


.. SEE YOUR JOBBER OR WRITE DIRECT... 


a Sa - ? gt - , . — 


es lei is eas WON. gcd ais ale ar "lage rors Vee ee rn oe eye weg sal y i a See : ; . 3 i. y yp ee ae 
oe “me Ye Re a ee ce Oe a TR 0 ei ek 5 ce co aes 
=e ee ie : 2 Rae oi ps. sy 7 cae or eae a. ek ~e oe onseae b . “oy se ; q = 4 i: Fe e , ae ; ® AN ere ray sie ‘ : oa oh ey - nae 7 sonal x Ea : ‘= : ee va a i 7 igh 25 ape ‘ape : ce Vinee e 
GO & 
ed Tons : 
es Be « 
rrr 
10.0 ———————$—— 
EO ———————————————————————— 
wil ee 
‘ 5 
5.0 ee 
6.0 
a . 
0.7 . 
3.0 — = SS } 
ee 
7.0 + 
1.2 ; 
¥ j ee 
0.8 re 
3.0 
; eer | US ee eee 
7.0 
3.0 ia 
7.5 Sec meee 
—— aa Si 
mie ee e. 
70.0 : ae | suas 
O : 2 ema. me 
0.75 4 ae ual fies 
1.5 a re | as 
= 1 oe ‘+ 
20.0 “Sea ; 
3.0 pee gil 
4 0 RD L EY ELECT R i C & ; nga i ies 
BERENS Ss A RSG ASSEN S ae 
| SUSUR GSES: fe , 
%. E 
- ‘ 7 emer me 
. eae Va = i, . 
li kn ¢ t + 
47.0 ) z a. 
66.0 vo 
70.0 | om 
491.6 Poe: ae —— ta 
ae, yl a Sa 
he ne pes . : Z be 
io 4 ? a 
= i TYLERS,> lO 
Fi 2 aad lf es gears rs «4 ot ie 
<j c WELDED STEEL : ; 
» of ee ae x oe cinsiniiuidatensssts to anatase amaasniall nal ie 
New a per om ot k\ G “ @ 1937 line offers wide variety and sensational ri : 
on | | : a o | 
erri- Ble eh) si 
Som- \ 8 | =P 
0" 's 1X BIG NEW.FEATUR aS | a 
= | ==. ms, 
Y ss 
| iS ce 
= ce ee | oe 
a, aa 
4 i aes ae — “> 
ee 
—_ _ SHERER-GILLETTCo.. MARSHALL, MICHIGAN __ SS 
; Serving Food Merchants Since 1852 
a 
— ‘ w. - ay 5 as 7 _ % seein : : soi r . : ee Poe aad: 
pow : an oa. 
; " a 2] 4 | : Ci 
yee of 3 = a ; 2 e 
“tl <9 . = ; 
ME 
7 ey, <a ana 
’ at) jotte 
2 ial 2 
| f g ee 
Vn - aoe 
= y ¢ | \ o hi — 
Rol | | a2 see 
b a | f a 
TTINGS ee 5 eT 
’ ] , = 4 ey 
ae | ———————— if 
han i id 
copate bi SA 
s | 
‘ench. H | | 
FROY | , 
oBBER 
§ 2 
STRANES ee. gi 
ak ae : eed She ns Nee hig, DEAT ee, 6 ahah heey 4 ee a Pee ea ee ee te ee A ee i “te sh 4 aap eT oe a , - - ee NR en Baas: bees ecire Aa ee Soe. ie | 
ae eet Cee ey ee : SRE © ‘ A 7 aby ee i; are, a ee a 7 ae ay ft et 
a cate le. 
a 
a ee ee 4 Eee eee ee 7 7 


